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IRST and foremost the Gendron Line offers 
|. ass widest variety. 265 models! Dealers instantly 
Knight Truck appreciate the value of this. 


Second “The Pioneer Line” has a world reputation 
for quality. Quality of a kind that probably will never 
elsewhere be matched. Here is an inherent and unmis- 
takable trace of “Blue Blood” running through unseen 
veins, Gendron, the thorobred! 


Price is the primeval consideration of a few dealers 
however, and even to those we appeal, knowing that 
the vast factory facilities of The Gendron Wheel Com- 
pany automatically effects medium-low trade prices! 


Spend a 2c stamp. . . send for the new Gendron 
catalog ... and our book ‘1927 Sales Ideas”... 
both worth a THOUSAND 2c stamps! ... 


THE GENDRON WHEEL COMPANY 


TOLEDO, OHIO 
New York office: 7 E. 17th Street 
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/ z Three Dollars a Year 
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Y OU can’t ‘“‘make a silk purse out of a sow’s ear.” No @TD tap is “good enough for a Screw Plate” 
Only a good piece of steel will produce a good tap. unless it is good enough for the fussiest manufacturer 


' ;, ; oe in the country. 
@TD care begins with the selection of steel, which is y 


specially rolled at the mill, and made Experienced machinists and me- 
an analysis that years of experi- ™ 
to an analysis that ares I exper penn heDnenetn chanics know they can _ trust 
ence has proven satisfactory. Ti Uitte Giant S | 
: crew Plates and 


always demand them. 





Every tap is inspected after each 

operation during its manufacture, and subjected to a . ns 
; gaye 7 experienced merchants know that satisfied customers 

very searching final inspection. To finally pass a tap 

must be correct in pitch diameter, outside diameter, 


lead and angle of thread. The thread must be smooth ; every ten Screw Plates sold are Little Git - 


flutes, shank, square, chamfering—all must be right. 


are the best road to success. That’s why six out of 


It must have the right degree of hardness and temper Watch this space for more facts about Gitle Gient 
—be sharp, and well finished. Screw Plates. 





Greenfield Tap & 
Die Corporation, 


Greenfield, Mass. 


















Tell me about your special price on 4 gen- 


uine “Little Giant’? Screw Plates with hand- 
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TAP AND DIE 





GREENFIELD 











G © R PO be ATI © N some display stand. 
GREENFIELD, a MASS., U.S.A. 
New York—15 Warren St. Chicago—13 So. Clinton St. Name 
Detroit—224-226 W. Congress St. Company 
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Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., City 
Galt, Ontario . . H. Age-4/14/27 
HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y., I A. Entered as second 


J}. 8. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 
25c. each. Vol. 119, No. 15. 


State 














Bias ah in eS aes 
SRRB RS is dle Vig ee os SPEER t 


~-, $Regae 








v3 

- 

° ey 

# ve 
eae 
x m ° 
25 





April 14, 1927 HARDWARE AGE 3 









Stock up 
with every 
electrician’s 
necessity 
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| HOME cannot have a Telephone, Door Bells 
and Electric Lights without wiring it—and a 
Home can’t be wired without Drills. 





For such electrical wiring, sell 


| Bell Hanger’s and Electrician’s Bits No. 109B 


| THEY ARE 

NOT INJURED BY | 
| Plaster, Metal Lath, Nails and Fire Proofing 
Thus, these BELL HANGER’S AND ELECTRICIAN’S | 


BITS No. 109B make every electrician who uses them a perma- 
nent customer. 
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For Short Holes lay in a Stock of 
Wood Boring Brace Drills No. 109A. 
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THE STANDARD TOOL ([0. 


CLEVELAND 


New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France—Burton Fils 
Copenhagen, Denmark—Nienstaed & Co. 
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TUDOR PLATE 
Offers Real Value 


The DucHEss 
“Design 
Illustrated 
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Queen Bess Design shown in chest 


rs. Average Housewife, when she shops, It comprises the essentials of a Service for 

is looking for real value. And in Tupor Six people and the six embossed knives are of 
PLATE you Can offer her real value for her the amous stainless steel, impervious to rust 
money. or stain. . 

An example of this value is illustrated Added to this, there is the beautiful blue 
above—26 pieces of Tupor Piate, guaran- and gold Free Chest, a sturdily built con- 
teed for 25 years, protected by an overlay of tainer for these pieces. 
pure silver at the points of wear and fur- All of this you can offer the thrifty house- 
nished in three attractive designs for your wife at the remarkably low price of $15.50. 
customers’ choice. A true value. 


~~ IS YOUR STOCK COMPLETE -~ 
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THE MOST UNUSUAL 


OF ALL DISSTON WINDOW TRIMS 
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Now, for the first time you can 


offer your customers FREE, a 
service they have always had to 


buy. 


With the new Disston Trim 
you get a supply of Disston 
Handy Man Charts to give to 
your customers. 


The Chart pictures and tells in 
simple language how to build a 
hanging book-case and a smok- 
ing stand. 


The colorful background-poster 
flashes its message, “What Do 
You Do in Your Idle Time?” 
Passers-by are invited in for the 
free Chart. 


Get this unusual trim. Dis- 
tribute the Charts in your neigh- 





Henry Disston & Sons, Inc., 
Dept. 1, Philadelphia. 
Send me your new Handy Man 
Trim, all charges prepaid. 
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RETAIL ASSN. PRESIDENT 
JOINS 25-YEAR CLUB 


Harry D. Kaiser, President of the 
Retail Hardware Association of Phila- 
delphia, and President of the Pennsyl- 
vania and Atlantic Seaboard Hardware 
Association, is a recent addition to the 
ranks of the Disston Twenty-five Year 
Club. 

In the Kaiser Brothers’ store at 
Passyunk Avenue, Morris and Twelfth 
Streets, Philadelphia, Disston Saws 
have been a regular item of stock for 
many years. 


Are You a Member? 


The Disston Twenty-five-Year Club 
is composed of hardware retailers in 
whose stores Disston goods have been 
sold for twenty-five years. If you are 
eligible, mail us your application. 





Harry D. Kaiser 
Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,’’ PHILADELPHIA, U.S. A. 


borhood. For every man who 
starts to build one of these items 
will need saws, tools, paints, 
brushes, sandpaper, glue, screws, 
etc. 


You win good-will by giving 
away the Charts, and you get the 
sales that follow. 


Use the coupon! It is all free 
to you. 





TWO TOOLS IN ONE 
—A READY SELLER 


Show your carpenter-customers 


45° angles. 


locked with three strong rivets. 


stock out to the end of blade. 


Available in sizes up to 12 inches. 
Show this tool and you’ll sell it. 








Disston Mitre Square No. 











Dotted line shows blade 
line of regular D-8 Saw. 
Compare it with the Light- 
weight D-8 shown. Less 
width! Less weight! That 
is what carpenters want. 


The Disston line of Lightweight 
Saws was designed for today’s saw- 
ing. 

With the change in building 
methods, Disston realized there was 
less need for a wide-blade, heavy 
Saw. 


So Disston designed the Light- 
weight Line. 


Less weight! Less width to the 
blade! That is the saw that carpen- 
ters are seeking today. 








Practically every Dission 
model is now made in a 
Lightweight pattern. Ask your 
jobber. 


Made of the same Disston Steel 
which gives a fast-cutting edge; 
with the same stiffness, temper and 
tension; the same balance of handle 
on the blade which carpenters ex- 
pect in a Disston. 


Disston advertising in carpenter 
magazines is telling half-a-million 
carpenters every month to step into 
a hardware store and see these 
Lightweight Saws. 


Be sure you have them in stock 
to sell. Ask your jobber. 








Disston Mitre Square No. 11. Point 
out its features as a regular try square 
—and how convenient it is for marking 


Blade of toughened Disston Steel 
does not kink; always lies flat on the 
work. Stock is nickel-plated. Blade 
and stock are accurately and securely 


The Disston No. 11 is true inside and 
out. Blade graduated in eighths of an 
inch and correctly numbered from the 


or 
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&, 
“Mforcing 
“ For Poultry Parks 


Year ‘round Profits from 
This All Around Netting 


U. S. Poultry Fence really knows no selling season. Because of its 
wide variety of uses it is in demand the year ’round. 


Its superior construction makes it universally favored for every pur- 
pose, be it for poultry parks, tennis courts, stucco reinforcement or the 
score or more other uses to which it can be put. 


This bigger, broader market means increased sales for the dealer. It 
means year ’round profits---more rapid turnover. 


Every day brings new uses for U. S. Poultry Fence. There is scarcely 
a farm, a home, a store, a factory or a warehouse that does not have 
some need for it for one purpose or another. The dealer who discovers 
these varied avenues of distribution and recommends U. S. Poultry Fence 
realizes profits accordingly. 


U. S. Poultry Fence costs you no more than ordinary netting. Yet, it 
commands a better sale price and gives you a wider margin of profit. 


There is a demand in your ‘trade territory for this better poultry net- 
ting. If you have not been getting your share of this profitable business, 
now is the time to start. Representative jobbers in 83 cities maintain 
complete stocks. If you do not know the U. S. Poultry Fence jobber in 
your territory, write us for his name. 


This year specify U. S. Poultry Fence---not just ‘‘poultry netting.’ 


Indiana Steel & Wire Company 


Muncie, : Indiana 
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Yow’ll Sell More Power Washers 
At a Better Profit — with. 
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This Dexter All-Metal 
Double Tub with beauti- 
ful nickeled copper tubs 
is establishing new sales 
: records for dealers every- 
where. It will increase 


oe ae 








DOUBLE 
TUB 


ASHING MACHINE SALES will come far easier, vol- 
ume business and profits will be more certain, if you'll 
specialize on this finer, speedier, more efficient power washer. 


Your patrons will be quick to appreciate the greater value, the 
sturdier construction, the remarkable ease with which they can 
turn out the largest weekly washing in half the time with the 
DEXTER Double Tub. Supporting the powérful sales appeal of 
the machine, the Dexter washing plan, coupled with forceful 
dealer selling helps, will enable you to sell more power wash- 
ers at a better profit than you ever sold before. 





For your own best interests, by all means 
write today for details of attractive exclusive 
agency proposition, 


Distributed from 
Rochester Peoria Omaha Los Angeles 
Harrisburg Madison St. Louis San Francisco 
Columbus Minneapolis Kansas City Spokane 


. 


The Dexter Company, Fairfield, Iowa 


QDOQODOOODODOOOOOOOOOOODOOOOOOOOODOOAOOOOOOAOOO 








pw eee 


aren = ee eo oe 














8 HARDWARE AGE April 14, 1927 


WORTH WHILE 





Drop Forged Steel 


Made in Sizes 
5-6-7-8-9 inch 


he Plier that Does the 
~toudghest Jobs and~ 
stands the Hardest wear 


This Pexto No. 30, Star-Rivet, Box-Joint, Side-Cut- 
ting Plier represents a high grade line of Pliers. They 





hold firmly, operate easily, cut accurately and the cutters 
remain true. They offer great strength and lasting 


qualities. 


The rectagonal opening at the back is convenient fer 
turning lag bolts. The raised cutters cut flush. The 


box joint gives perfect fit and alignment. Positive action 


HARDENED 


na we 8 and long wearing qualities for Mechanics or for house- 5 


hold use. 














THE PECK, STOW & WILCOX CO. 
Get this attractive Display Card 


for your counter. SOUTHINGTON, CONN., U. S. A. 
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HARDWARE AGE 
PERFECT 
TEMPER 


KELLY AXE & TOOL CO. 
Charleston, W. Va., U. S. A. 
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LANTERNS 
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Pe 


. ees can make steady profits 
on DIETZ LANTERNS be- 
cause they have STABILIT Y—of 
quality, of customer demand, of 
turnover and of established in- 
ventory value. 


An investment in DIETZ LAN- 
TERNS is a sound investment. 


This is another good reason why 
most hardware merchants sell 
DIETZ LANTERNS exclusively. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Through the Jobbing Trade Only 
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‘The largest 


factory in the 
soci ieaied 
to the manu~ 
facture of 

Jubular and 


Clinch Rivets 


Otpproved / 


—— by the keenest 


buying "we ine in the country. 


& originators of the Tubular and 

Clinch rivets and with a record of 
more than fifty years of successful ac- 

. complishment behind us, we know that 
this product cannot be made better or 
priced fairer than we make them and 
price them. 


UL 2 8 8 ee 


TUBULAR RIVET & STUD 
cout nore COMPANY 


J. T. MeDEVITT 
Postal Telegraph Buildin 


hs Deanciven, Calilewate BOSTON 
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SCREW 
COMPANY 
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Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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1-Ton Truck 


Chassis only 


*495 


f.o.b. Flint, Michigan 
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fer Economical Transportation 
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Quality Features of the worlds 
most popular gear-shift truck/ 














The fam- 
ous Chev- 
rolet valve- 
in-head 
motor has 
been made 
even more 
depend- 
able. 











Chevrolet is the world’s most popular 
gear-shift truck because it offers, at amaz- 
ingly low prices, scores of quality fea- 
tures not found on any other haulage 
unit in the low price field. 


Included in this list are numerous recent 
mechanical improvements of the utmost 
importance, such as—AC oil filter and 
AC air cleaner to protect the motor from 
excessive wear and to maintain at its 
peak efficiency the smooth, effortless 
power for which Chevrolet’s motor has 


long been famous all the world over. 
Other new features are an improved 
transmission and new gear-shift lever; 
a new and more conveniently located 
emergency brake; crowned fenders; a 
new radiator of greater cooling capacity; 
a new 17-inch steering wheel—and even 
bullet-type headlamps have been added 
to give a ‘distinctive touch of smartness. 


If you want the utmost in commercial 
transportation combined with true econ- 
omy, see the nearest Chevrolet dealer. 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. Division; of General Motors Corporation 
1-Ton Truck with Stake Body $680. 1-Ton Truck with Panel Body $755. 1-Ton Truck 
Chassis Complete with Cab $610. 1-Ton Chassis $495. %-Ton Truck Chassis $395. 

All prices f. 0. b. Flint, Mich. In addition to these low prices, Chevrolet’s 
delivered prices include the lowest handling and financing charges available. 














A modern, 3-speed 
transmission pro- 
vides proper gear 
ratios for maximum 
power under every 
condition. 




















The rugged Chevrolet rear | 
axle possesses abundant 
strength and stamina forthe * 











A husky, 6” channel steel frame 
is a contributing factor to the 
long life and faultless perform- 
ance of Chevrolet Trucks. 


heaviest haulage duty giv- 
ing faultless performance 
under every condition. 


Heavy, extra-lceaved, semi-elliptic 
springs~set parallel to the frame 
—effectively cushion the load and 
chassis against road shocks. 


Worlds Largest Builder of Gear-shift Trucks 
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Front View 


A Few Important Facts 
About True-Fit Tools 


True-Fit Socket and Service Wrenches 
are made from special alloy steel, contain- 
ing chrome vanadium, chrome nickel and 
manganese, the strongest and toughest in- 
gredients that it is possible to use. 


True-Fit tools are not case hardened 
as are the average tools. They are the 
result of eight different heat and oil treat- 
ments, properly tempered and hardened 
uniformly throughout. 


HARDWARE 


AGE April 14, 1927 


A “TRUE-FIT” 
Silent Salesman 


re 


Rear View 


o 
Stock Cabinet 


Who Needs and Buys 
True-Fit Tools? 


Kveryone connected with the ownership, re- 
Dairs or operation of automobiles, trucks, trac- 
tors, farm machinery, industrial plants, etc. 

The market possibilities are unlimited be- 
cause of the hundreds of thousands of motor- 
driven vehicles and machinery in operation to- 
day. 

Are you getting your share of the wrench 
and socket business in your locality, and the 
quick turn-over necessary for increased profits ? 
Milwaukee True-Fits are nationally adver- 
tised. 


A Set for Every Car— 
A Car for Every Set 


True-Fit Combination Display and 
Stock Cabinets make it possible to quickly 
and easily pick out the Individual Car 
Owner Sets with the aid of a systemati- 
cally planned chart. 


All True-Fit Tools carry a guarantee. 
Twenty-four established branches, all 
carrying a complete stock, enable us to 
properly serve your needs. 

Ouick turn-over makes good profits and we can. 


show you the way to both. Write today for full 
details concerning our dealer poposition., 
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® Location of 
Wholesale 
Distributors 


VERYONE who follows trends in 

the Tire Business knows that 
Mansfield Tire sales trebled in the two 
years ending September 30th, 1926. 


On topof this record breaking in- 
crease, sales during the five months 
since that date—or to March lst—have 
again more than doubled from Maine 
to Texas and up the Pacific Coast — in 
all that highly competitive territory 
where 75 % of all motor cars are owned. 


Mansfield Tire Dealers have of course 
profited hugely by this fastest growth 
in sales of any tire. 


HARDWARE AGE 


Fastest Growing 
Tire Business in 


the World 















Better Tires—a new standard of 
quality made possible by a lower cost 
of distribution—more and more car 
owners discovering it. 


If your tire business is not increasing 
as fast as you would like, there is a 
Hardware Wholesaler near you who 
distributes Mansfield Tires. 


No doubt he already serves you and 
his representative will be glad to tell 
you how to increase your volume with 
Mansfield Tires. , 


Write us for any information desired. 


2 Set wee oO oe 


THE MANSFIELD TIRE © RUBBER COMPANY, MANSFIELD, OHIO 
Balloon Cords Truck Cords Heavy Duty Cords Regular Cords Fabric Tires 


The Cost of Distribution is Lower—The Standard of Quality is Higher 


MANSFIELD 























a — Not to Undersell, but —to Overserve 
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GREASE Cups 
and OIL Cups 


For Every Purpose 













No. 5739 No. 118 


Attractive Counter Dis- 


Included in the Bowen line plays containing assorted 
of grease cups and oil cups, sizes of the types of grease 

lesbos f th and oil cups most in de- 
are lubricators of the exact mand provide the dealer 
type and size to meet every with a quick and easy way 


to sell and also a con-- 
venient method of stock- 
ing these small parts. 


lubricating requirement. 





Catalog No. L-104 showing 
more than fifty other types 
will be sent upon request 


BOWEN PRODUCTS 
CORPORATION 








Ne. 249 












AUBURN NEW YORK 

Sotto a Massachusetts Ave. 
412 Wrigley Bidg. 

CLEVELAND 3 E 







uclid Ave. 
a 





YORK 
FRANCISCO Monadnock Bidg. 
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Many JOBBERS 
Handle Our Rim Tool 


Jobbers report a 
steadily increas- 
ing demand from 
Retail Dealers for 
our New Combi- 
nation Pacific 
Rim Tool, with 
Telescopic Legs. 





Peerjess Honeycomb Radiators for Ford Cars. For 
all models from 1917 to 1926 inclusive. The 
Jeading Ford replacement radiator. Especially 
good for trucks. More cooling area and bigger 
wate capacity. Don’t boil; won’t freeze and 


No other line of Ford replacements 
enjoys the popularity of the Peer- 


This tool can be 


Instantly Adjusted to Handle Smallest 





Balloon or Largest Type Rim less line. Highest quality at popular 
s prices have made them leaders in this field. 
- rn go 7 pogo a ee — pee ee ee 
e center on e iarges Oo e€ smaiiest rim. 1S r 
eliminates all possibility of the legs slipping and [he CORCORAN Mfg. Co. 
tendency to distort the rim. 4903 Section Ave., Cincinnati, O. 


The Handle remains set wherever it is left re- 
gardless of strain, and the Hinged Arm acts as a 
safeguard against springing the rims. This tool 
holds the World’s Record for speed in changing 
tires. Entire outfit made of Malleable Iron, except 
the screw. 





We protect the Jobber. Write for Proposition. 
Dealers supplied only through Jobbers. 





PRODUCTS 





The Pacific Rim Tool Company 


—— = 











1926 Passenger Car Fenders and No. 7 .—%™ 4 ~~ for Model T 
Seattle: 2339 11th Ave. N. Export: 44 Whitehall St., New York Chassis When Converted Into Truck, Now Ready. 











16606 Waterloo Road Cleveland, Ohio FOR FORD CARS | 
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New Features 


For New Profits 


Gren, Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 
stores for 
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| FIRE 
EXTINGUISHER 
AND 


Gyst FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 
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U omplete! 





Every New Britain Socket Set is com- 
plete—a unit of sale that can be seen and 
sold without waste of time or explana- 
: tion. Then too, the New Britain line 
of Handle Lock and None Better Sets 


: need not be carried in large stocks as one 


Get your share of Meg Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 





You can make your tie-up with Srey 
Fire Extinguisher national adver- 
tising more effective by putting Bag 
Fire Extinguisher dealer helps towork 
for you— a Sew Fire Extinguisher 
display tells its own sales story. 


See eA A© FS SS ES Bde Ded : is * 


or two cartons of three or 





: four different sets will fill | ene a 

3 Siew, Fire Extinguisher advertising 

5 your requirements. is continually selling the consumer : 

: — is backing you up. Dealers have always : 

: made money selling Geg Fire Extinguishers— : 

You can’t beat New and always will. They are favored for their : 
ees dependability. Their new features mean new : 

Britain Socket Sets for profits. Every home and automobile owner is 


Completeness, Compact- a prospect. 


ness, Quality, Workman- 
ship and Salability. 


A §yent FIRE 


EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


‘ , A GSfene Fire Extinguisher sales representative 
B or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 





Tear out the signature below, 





write your name on it and mail extinguisher better. : 
to us for prices and complete in- 
formation. Order Now Through Your Jobber 
PYRENE MANUFACTURING CO. : 

The New Britain Machine Co. NEWARK, N. J. 
198 Chestnut Street ‘**Fortify for Fire Fighting”’ 
New Britain, - Conn. : 


Ket 
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In a Close Corner or 
on Ordinary Work— 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 


eral purpose tool. 


It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 











THE STANDARD 
“S” WRENCH 








L— 








Automotive Mechanics 


Prefer Lakeside Chrome 
Vanadium Wrenches 


They are thinner, yet stronger. 
Every wrench guaranteed to 
strip the thread. 


Full line of engineers’- wrenches, 
adjustable wrenches, pliers and 
tinners’ snips for prompt ship- 
ment. 


LAKESIDE \L7 
Test the Best 


Write for Catalog 


LAKESIDE FORGE CO. 


3419 Melvale St. Philadelphia, Pa. 





Wanted: Sales Manager who can plan, com- 
mand and carry through, by well established 
concern wanting to secure jobber-dealer dis- 
tribution in hardware and automotive fields. 
Product is practically a staple line; company 
is fairly well known in industry. Line is sup- 
ported by adequate advertising. Right man 
must have good acquaintance and standing 
with automotive and hardware jobbers. A real 
job with a future as big as the man can make 
it. An aggressive man is required who is will- 
ing to spend most of his time in the field. 
Apply Box H-508, Hardware Age. 

















Going Strong 

i+ St Be "ce 
‘*Unique’’ 
Soe 
Wrench 
are even more 
popular than 
they were— 
years ago. 

We are mak- 
ing them better 
than ever, are 
prepared to 
ship all five styles promptly, and welcome inquiries from 
old friends who have sold our products and know how 
thoroughly they please customers and hold trade. 

Send for Folder which describes our complete line. 


WILL B, LANE UNIQUE TOOL €0., 422 So. Dearborn Si., Chicago, Ill, 


Ford Set 

















Another New DIAMOND 


With Jaws Like a 
Cold Chisel 


DIAMOND WRENCHES 
Are Drop Forged Tool Steel 
They are scientifically hardened and drawn in oil. Have jaws like 
a cold chisel. Made especially for heavy constant garage and shop use. 
Diamond Adjustable Wrenches are the most complete line made. 
Write for catalog. 


DIAMOND CALK HORSESHOE COMPANY, 4622 Grand Ave., Duluth, Minn. 











ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALL is 
utilized either for solid metal at the point or depth of socket 
for the wrench. All sizes in stock from to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tisrtrorp, "Conn: 




















‘ - ee ‘ pipers ce ee eet Re ee oR a en a a rete asied ces _ emesis tinea ara: 
: 





* hy 
” epmenneneeneanenn tt ELLIE SALAMA, 
% . 


bese oan as ana NINN ey € 







































































More Time To Enjoy Life 


O sell a woman a kitchen cabinet, a vacuum cleaner, 

a refrigerator, a gas range or an oil cook stove quickly, 

show her how it will give her more time to enjoy life. 
People, now-a-days, want to work fast that they may enjoy 
the many and the good things which modern times offer 
for relaxation, pleasure and exercise. 


It is with this thought in mind that the 
Lorain High Speed Oil Burner was de- 
signed, a burner that will light quicker, 
heat quicker, cook quicker and not get 
out of order. 


The Lorain Burner generates a clear-blue, 
clean flame that comes in direct, wide- 
spread contact with the cooking utensil, 
eliminating loss of heat and making for 
economy. 


Construction of the Lorain Burner pre- 
vents wick-sticking. A patented wick- 
stop holds the wick at the correct lighting- 
point which is also the burning-point— 
meaning that no adjustments are nec- 
essary after lighting. 


The Lorain Wick, made especially for 
the Lorain Burner, gives more burning 
hours than any other wick. Lorain wicks 
can be replaced or cleaned (which is 
seldom necessary) without the use of 
tools of any kind. 


GUARANTEE 


Should the inner com- 
bustion tube of the 
Lorain High Speed Oil 
Burner burn out within 
10 years from date of 
purchase, replacement 
will be made entirely 
Jree of charge. 


The inner combustion tube of the Lorain 
Burner, the only part that comes in 
direct contact with the flame, is made 
of heat-resisting metal, guaranteed for 
ten years against burning out (read the 
guarantee). 


Lorain Oil Cook Stoves make a handsome 
addition to any kitchen. Moreover, 
they are built to give years of hard 
service—whether used in the home- 
kitchen or summer camp. 


When you sell a Lorain-equipped Oil 
Stove you need not sit up nights worrying 
about the free service you will have to 
give to keep it in running order. The 
profit you make will be all yours. 


Don’t let another season roll by without 
getting catalogs and prices and talking 
to one of our representatives. 


Many famous makes of Oil 
Cook Stoves are now equip- 
ped with Lorain High Speed 
Oil Burners including: 


New Process 
Quick Meal 
Clark Jewel 

Dangler 


Direct Action 
4-27 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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Do You? 


Do you KNow the tools you sell? 
Do you know Why there is 
a difference between hainmers? : 


we 
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1° you know why many hammers chip at the 
edge of the face under ordinary use and why 
many are rounded off when made? 


ae 
It’s all in the tempering process. Many hammers are thrust 
head on into the tempering bath, causing the hardening to 
take place at the edges of the face. This makes the edges 
brittle, easily chipped. On hammers tempered that way, 
the edge must be rounded off, with the result that the 
hammer often slips off the object struck. 


— 
On the other hand, Velchek Hammers are hardened by a 
special tempering process. The center is hardened, the outer 
edge remains tough. 


Facts on Velchek 


The automotive industry made possible the vast Velchek Plant, 
where precision made hand tools are produced in the greatest 
volumeeverknownin history. Todaythisvastplantisopen tothe 
retailtrade. Jobbersanddealerscan buythese highlyspecialized 
quality tools at volume production prices., A new era in tool 
merchandisingisstarting. Send coupon for further information. 
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‘, 
VLCHEK TOOL COMPANY {*, 
3000 East 87th Street , N ~ 
Foreign Department: 53 Park Place, New York Ve 
Cleveland, Ohio i 
The World’s Largest Manufacturers 2 > " 
> . 


of Automotive Hand Tools ae 
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DISTAN CE—SATISFACTION— 


MANSFIELD— 
CORDS 
BALLOONS 
TRUCK CORDS 














O deliver Tires that outdistance rivals is a 
great source of satisfaction to those who 
sell them— 


No other Tire on the American market is held 
in greater Confidence and Respect by that 
most critical judge—the Motoring Public— 
because MANSFIELDS regularly outdistance 
their greatest rivals. 


On the practical side, since they cost no more per wheel, 
they cost less per mile—and turn out to be not only the 
most satisfactory Tires but the least expensive you can 
put on a car or truck. 


Isn’t that the class of goods you prefer to handle? And 
we can show you how you can make Tire business pay 
and still grow bigger year after year. Drop us a card. 




















THE GEO. WORTHINGTON CO. 


CLEVELAND, OHIO 


ESTABLISHED 1829 
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98-99 End Attachment 
Brushes. Made of s 
analysis wire firmly grip 
in a socket to fit 144 °—*%"— 
4” electric motor, air motor 
or flexible shaft. Easily re- 
moves carbon deposits, 

paint, rust, burrs, 





1777 Steel Wire Scratch 
Brush. A narrow brush for 
general cleaning work. Size 
4° psc = ae pm overall 14° 

—length of wire 134’. 


A BETTER WEARING BRUSH FOR EVERY USE 


HARDWARE AGE 


“ 


Power Driven Aids for the 
Service Station and Garage 


An indispensable brush for all tire repair 
shops and garages. Can be used either ona 
stationary stand or in connection with any 
portable electrically driven tools. 


Other uses to which the brushes shown may 
be put, include the removal of rust, carbon, 
paint, burrs, etc. 


The Osborn trademark is complete assurance 
of high quality and economy—Osborn Stand- 
ards for over 30 years. 


THE OSBORN MANUFALTURING COMPANY 


5401 Hamilton Avenue 7 Cleveland, Ohio 


Branch Offices: 
New York, Detroit, Chicago, San Francisco, Los Angeles 













2432 Steel Wire 
ben A a 
pietely m buff. 


wire wheel for general b 
ing, cleaning and brushing, 
Size 4” diameter. 





4060 “Richi”? Coarse 
Wire Wheel Section 
— 414" diameter. A 
very efficient wire 
wheel brush for port- 
able grindin 
chines and fiexibie 

shaft equipment. 
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A Knockout for Bumps 


H™: the simplest product ever perfected for 
making smooth roads out of rough ones—the 
McKay Spring Controller. 

It hardly seems possible that this simple device will 
have such a remarkable effect on riding comfort—yet 
it has proved itself the equal of many high-priced 
shock absorbers. | 

Anybody can put on a set of McKay Spring Con- 
trollers. Only three parts to each controller. Slip the 
controller on the spring—tighten the nuts with a 
wrench—and that’s all. No lubrication. No attention 
after it’s adjusted. 

Simple to stock, too. No service to render. Four 
uniform-size packages cover all makes of cars. Car 
reference list on each package makes it easy to select 
the right set every time. 


for FORDS 


5 20 


or larger Cars 


$072 and$82 


Here’s How They 
Do the Job 


McKay Spring Controllers give 
perfect control of spring action. 
They act as part of the springs— 
keeping them under two-way ten- 
sion all the time. By pressing the 
spring leaves together and increas- 
ing interleaf friction they control 
the action through bound and re- 
bound. The result is surprising 
smoothness of spring action. Also, 
they reduce spring breakage. 
McKays are guaranteed for the life 
of the car. 


UNITED STATES CHAIN & FORGING COMPANY, UNION TRUST BUILDING, PITTSBURGH, PA. 


MSKAY nae CONTROLLERS 
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Now is the Time for Spring Repairs / 


Every home owner is a prospect 
for several tools. The Stanley Four 
Square line offers him an excellent 
assortment of quality tools ata 
moderate cost. Sell him Four Square 
tools for his repair work. 








. Only 32 tools in the complete line. 
2. Trade-mark and package have a distinctive appeal . 
to your customers. 


3. Attractive and durable black finish requires little 
attention to keep tools from rusting. 








4. Attractive price for quality tools. 
5. Can be sold to home-owners, farmers, campers, boys FOUR-SQUARE 
and women. TOOLS 








6. Short line makes rapid turnover. 





THE STANLEY RULE AND LEVEL PLANT Made right, packaged right 
New Britain, Conn priced right for the 
household trade. 


ew York Chicago San Francisco Los Angeles Seattle 


[ STANLEY ] 
_(sw) 


STANLEY TOOLS 
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for immediate s8eco] laff eel ee 


shipment pes Heal | beni 

A Complete Line of 

Lupton Steel Shelving for 
the Hardware Store 


DURABLE, NEAT, EFFICIENT, ECONOMICAL 
STANDARDIZED STEEL EQUIPMENT 
TO BE BOUGHT SECTIONALLY 


eeeeerei | 


Adjustable to varying re- oe pe es age (ae (oop | pm 

quirements. Perfected after Pee td eel ema ETT a) Bey 
, ey) |p 9 | vite ew oa | 07711] 

ten years’ experience. Lup- gy i el a Ml 


ton hardware store equip- 
ment includes shelving 
groups, display panels, dis- 
play door cabinets, bolt and 
nut systems, nail storage 
systems, shelf hardware, 
various storage racks. 





ASK FOR COMPLETE CATALOGUE Sw! | AL yee all ML 
Sent FREE on request . + tht . eseeti ey: 
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Lupton Steel Nail Bin Counter 


Nine-foot fixed type, 1l-keg capacity for each r ) = 
of 27 sizes of nails. Large openings for loading, HL 777)) 








rake-out delivery. Counter is strongly made, Hdd | ae ' ui ’ res | ao 

with steel top, and finished in Lupton baked a, ra: | ae "he he 

green velvet enamel. Height of counter, 32! MULL BY Ss Titan | ea 5 F leg 

in. Shipped knocked down, easily erected. Price t) a: wri) mM poteke ‘tb Prees thea 
on 9-foot fixed type counter, $131.50, f. o. b. Libbiuidi Bbvveddl | Jl Hl lek} ils Hi at } 
Philadelphia. Immediate delivery. otis 


ion OE cnn TI A OEE A EE ERC I EA i te fas ee ne 
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DAVID LUPTON’S SONS COMPANY 


2211-a E. Allegheny Avenue, Philadelphia 





April 14, 1927 HARDWARE AGE 27 














Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 

Screen Cloth and Poultry Netting. 


Wickwire Bronze is made from Full Gauge Wire 


in 14, 16 and 18 mesh, in even widths 18” to 48”. 
100 lineal ft. to the roll. 


Your Jobber will supply you. 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 


























Our Other Brands Screen 
Clot 


Cortland Black Enameled 


Costs more than Steel 
Wire Cloth 


But— Cortland Gray-Wick 
returns the difference in White Metal Finish 
service Wickwire Premier 
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Easy to Fill 


Show your customers the Large 
Filler Opening and the Sturdy 
One-Piece Spout on Delphos Oil 
Cans. Both the Filler and the 
Spout are securely clinched into 
the breast of the can.. They can- 
not be knocked off as is the case 
with most oil cans. 


No raw edges on the Caps to 
cut fingers or hands; the edges 
are curled and are smooth. The 
Tops are heavily knurled, af- 
fording a good grip. These fine 
cans are strictly HAND MADE 
and made to LAST. 


Oil The New Delphos Mfg. Co. Gas 


Delphos, Ohio 


Cans 


The Delphos 


Line of OF Cans 


tn 


~ sr 
— ee ae nS a Seam 













Easy to Sell 


These features make them easy 
to sell. They’re durable, too—a 
bead in the body just above the 
seam extends completely around 
the body, stiffens it, and pro- 
tects the seam from injury. 


Note size of filler open- 


Reinforcin ° 

head Ings: a 
Strengthens 1 and 2 gal. size, 
(anand ed diam. 
peeeee 3 and 5 gal. size, 


2%” diam. 


Furnished with Red or Blue 
striping as desired. Good profit. 
Write for Folder and Discounts. 


Cans 
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“NORWOOD" QUALITY 
Trellis and Flower Bed Guard 


Artistically Designed—they add beauty to the 
home and grounds. 

Sturdily Constructed of heavy high grade Copper- 
Bearing, Rust-Resisting Steel, they always retain 
their form and bécause of heavier gage wire, they 


last longer. 


jobber. 


Our Systematic Advertising and “Dealers’ Helps” 
create the demand. Home owners are now buying 
such goods and you should not be without a stock. 


Our prices are right for the consumer, dealer and 


Write for full particulars. 
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Xs We have a Catalog showing our complete line of “Norwood” 

4 Quality Ornamental Wire Fence, Walk, Drive and Farm Gates, 

‘ Trellis, Flower Guard and Tree Guard and Rubbish Consumers. 

‘ 

‘ Let us send it to you. 

‘ 

. 

x ~~ 

> 

> 

4 

s 

> FLL.B F & Mre. Co 
‘ . L. Grown Fence FG. Co. 
4 

% 

‘ CINCINNATI, OHIO 

Ww 
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HEN hardware stores displayed much of 
their stock out on the sidewalk and hauled 
it in each night by the flare of gas light, the 
“W & B” Agricultural Wrench was known, as 
it is today—a GOOD wrench at a moderate 


price. 









Time has only improved it. A generation 
later and the “W & B” is still the same depend- 
able tool, perfectly balanced with drop-forged 
bar and head and easy-acting solid steel screw. 

Show it to the man who wants a good screw 
wrench. Let him “heft” it and get its “feel.” 
Tell him the price. Watch him dig into his 
pocket. Your sale is closed right there. 









LITERATURE? 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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This Free Set of 
DON LEY SCREEN DOOR GU. 


| Ha DnNwWwA tT On Your Door 
ii 
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To Every Customer 


who enters Your Store 





Protect Glass and Screen 







with these 


DONLEY SCREEN DOOR GUARDS 








This free set will sell Screen Door 
Protection. Every customer can quickly 
see from this set on your door how a 
similar set or two on his door will— 











1. Prevent broken screens from blows by 
hands or elbows. 

2. Serve as a push bar for children that will 
eliminate that bulging, shabby appear- 
ance of the screen. 

3. Reinforce the door and add to its appear- 


" ance. 


Your Set Free 


Your Jobber will supply your free set as well as your initial requirements in one or 
more dozen lots of assorted sizes. Attach this free set to your door and you will 
have a sure-profit salesman, who asks no salary. 

















~ ~ ANS 
—— SSwv ~y 


———————— 
ai 





Construction and Standard Sizes 


Donley Screen Door Guards are made in one single piece of rigid channel steel because 
this one piece construction offers the strength and rigidity needed to stand up in constant 
use, 














Although these guards are made in five standard sizes, the average dealer need carry 
only two or three sizes to meet his entire market. Merely measure the width of the stand- 
ard doors carried in stock and order according to the following sizes: 26, 28, 30, 32 and 
36 inches from center to center of screw holes. 








Order your free set and your early spring stock now. 
If your Jobber cannot supply your needs, write us direct. 








The Donley Manufacturing Company 


10585 QUINCY AVENUE , CLEVELAND, OHIO 
Also Manufacturers of Donley Alsteel Hose Reels 
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RADIONA 
DEALERS 


Know Who Get the 
Cabinet Heater Business 
in Their Towns 


Radionas have answered that 
question for hundreds of good 
Hardware Dealers. 


Because of their very great pop- 
ularity Radionas are easy to sell at 


satisfactory profits and they stay 
sold. 


Each Radiona sale means an- 
other big booster for your store 
and for the merchandise you sell. 
Good will and added prestige 


they create mean much. 








No. 1-4 Aerona 




















No. 4-6 Radiona 











JVERSID 
Ree 





The Radiona Franchise will enable you to offer 
your customers these richly grained Walnut 
Brown Porcelain Enamel Home Warmers in three 
styles and four sizes. 

A style and size to suit the requirement of any 
size home or pocket book with absolute confidence 
that each sale will satisfy in every particular. 


Back of every Radiona is a reputation of 56 
years standing. 


We give the strongest kind of sales co-operation 
and stand back of every sale. 


Right now is the time 
to get our proposition 


ROCK ISLAND STOVE CO. 


ROCK ISLAND, ILL. 
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less 
Stock 
to carry 
Less Cash) 
tied up 














Complete Hack Saw 


Selection 


An easy, convenient, more profitable method 
to carry and sell Hack Saw Blades. The 
“New Simonds Way” which reduces to a 
minimum your investment, yet gives you a 
full assortment of high-grade blades in all 
the best selling lengths and number of teeth. 
A simplified sales plan which dealers every- 
where are taking advantage of. If you have 
not tried this more convenient and less ex- 
pensive method, send in a trial order now for 


* JIFFYSELLER” 


Simonds Hack Saw Assortment 
In the Convenient Container 
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It permits you to sell Hack Saw Blades 
quickly and at a profit, with a small stock 
investment, directly from the container— 
three boxes in one—conveniently arranged 
in salable length blades, 8, 10 and 12 inch, 
and the proper number of teeth—18, 24 and 
32—one gross in all, neat and compact. 


Your jobber can supply you. 
Tell him you want 


“Jiffyseller’’ Assortment 


Simonds high quality Hack Saws 


NDS Saw ann Steet Co 


ESTABLISHED 1832 


FITCHBURG, MASS. 
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31-R 


MICROMETER 
DEPTH GAUGE 


List Price $11 













OUTSIDE SPRING 
CALIPERS 


List Price 
95 
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Precision Tools 








— 


HE advantage of a quar- 

ter century of tool-mak- 
ing experience goes into 
every Goodell-Pratt Preci- 
sion Tool. 


No better tools are made. 


No. 31-R Micrometer 
gauges depths of slots, holes, 
etc., by 1000ths, from 0 to 
3 inches. Ratchet mechanism 

gives it delicate touch. 


No. §00 Outside Spring Cali- 
pers, for transferring widths and 
diameters to the steel rule. Long 
screw gives greater measuring 
capacity than others of its size. 














Goodell-Pratt make a complete line of fine tools for 
carpenters, automotive mechanics, machinists and 
amateur mechanics. See our current advertising in 


Popular Science Monthly, Popular Mechanics, 
Carpenter, Automobile Trade Journal, 
Motor Service, American Machinist, and 
Machinery. There are no finer tools 


made than those bearing the 
name of Goodell-Pratt. 


GOODELL-PRATT COMPANY 
GREENFIELD, MASS. 





that the Master Mechanic 
will O. K. 


A rigid inspection insures the absolute accuracy 


of these Precision Tools 


No. 213 6-in. Light Tempered 
Steel Rule is graduated on four 
edges. Graduationsare clear,sharp 
and easy to read — precise in be- 
tween as well as over all. 


The Goodell-Pratt Line of Pre- 
cision Tools includes a complete 
range of micrometers, calipers, 
feeler and screw pitch gauges and 
surface gauges. 


These and other fine tools 
made by Goodell-Pratt are pic- 
tured and described in complete 
detail in our 400-page catalog, 
which will be mailed you on 
request. Send for it now. 
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GOODELL PRATT 


1500 GOOD TOOLS 
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Cabinet Model 
Kitchenkooks 


‘THE Kitchenkook Cabinet stove with its roomy 
utensil cabinet, finished throughout in beautiful grey 
enamel, is attractive to look at—worthy of the finest 
kitchen. Add to its attractive appearance the cleanliness, 
cooking speed, convenience and simplicity of operation, 
which, until the advent, of Kitchenkook were unheard 
of in liquid fuel stoves, and you have the reason why 
Kitchenkook has replaced other types of stoves in 
thousands of stores. 
















A Kitchenkook demonstration usually results in a 
sale, for, no prospective stove buyer who hasseen Kitchen- 

k in operation, can overlook or forget its superior 
features. The complete line is shown in the American 
catalog, which we will send on request, together with 
full details of our exclusive dealer plan. 


American Gas Machine Co. 


\ eS) Incorporated 
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EASTERN BRANCH 


78 READE STREET, NEW YORK 


WESTERN BRANCH 


238 CHRONICLE BLDG., SAN FRANCISCO 






as 





This Month’s Kitchenkook Ad 


appearing in a big list of popular magazines, including 
Country Gentleman, Saturday Evening Post, Farm 
Journal, and Farmer’s Wife, is shown above. It is one 
of a series telling the merits of this better, faster stove; 
building sales for Kitchenkook dealers everywhere. 
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THE WORLDS FASTEST COOK STOVE 
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Allen's Crockery Store, Rockford, Illinois, supplement their neat window displays of Vollrath Ware by using 
the Vollrath show cards. They link the store’s display immediately with the Vollr ith national advertising. 


L does not pay 


to carry a cheap line of enameled ware’’ 


This is the opinion of Mr. R. E. 


“TIVERY merchant is 
tempted at some 
time or other to carry two 
classes of merchandise—one 
for his quality customers 
and one for the people who buy a 
thing only if it is low priced. 
‘Long ago we came to the con- 
clusion that no house can carry 
water on both shoulders. We 
made up our minds that we would 
be known either as a store of good 
merchandise or as a price cutting 
house. 


“We decided that we wanted 
to build a permanent business, so 
chose to handle only those lines 
that were known for their quality 
and that therefore could be sold 
at a profitable price. 


“Vollrath Ware was chosen as 
the one representative in the 
enameled ware field that met 
these requirements, and we have 
been handling the line for ten 
years. 


Allen, of Allen’s Crockery Store, 
Rockford, Illinois. He explains why 
and tells how he sells Vollrath Ware 


‘“We have about $350 invested 
in Vollrath Ware and we turn it 
five or six times a year at a mark- 
up that represents a good 
profit. 


"No doubt we could increase 
this business a great deal by ag- 
gressively advertising Vollrath 
Ware, but the national advertis- 
ing done by the manufacturer has 
made the product well known to 
our Customers as it is. 


“We do, however, give good 
display to the merchandise in our 
store, showing it on one large 
table that has four different 
shelves or decks. And frequently 
throughout the year we devote an 
entire window to Vollrath Ware, 
making liberal use in the window 
of the show cards furnished by 









the manufacturer. These 
help a lot in identifying 
the goods in our window 
with the Vollrath national 
advertising. 
‘Likewise, we devote some of 
our newspaper space to Vollrath 
Ware and enclose folders and stuff- 
ers in packages and monthly 
Statements. 

‘With the assistance of the 
Vollrath Stock Sheets and the 
Vollrath salesman, we always 
have a well-balanced stock and 
never any dead items.”’ 

The Vollrath salesman is ready 
to assist all dealers in keeping up 
their stocks, and the Vollrath 
Stock Sheets are available to all 
Vollrath dealers. Are you using 
them? 

For further information see the 
Vollrath salesman or write 


THr VoLLRATH COMPANY 
Established 1874 


Sheboygan Wisconsin 
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100% Fence Proposition 
for Dealers! 
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ment of the Spring 
series on Cyclone 
“Red Tag’ Lawn 
lence and Gates. The 
urst full page ap- 
peared in the Satur- 
day Evening Post for 
‘ ' March 26. i 


~N os om 

Every home in your trading area—that’s Prospective buyers of Cyclone Fence are 
your market for Cyclone Fence! You  everywhere—it’s the easiest fence to sell. 
can sell Cyclone “Complete Fence”—for Known in every community. Accepted as 
front yards—to owners of the finest resi- America’s standard. No time wasted talk- 
dences. Send diagram of fence lines to ing up its merits. Advertisements like 

| us—we will build fence complete to fit the one above are doing the selling 

“ premises. See Cyclone catalog No. C-57 for you. 


ge win aaa egy -emae nau Your trade will be glad to know they can 

fon about ordering —vomplete sence. —_get Cyclone Fence from you—their dealer. 

For back yards, you can stock and sell Mention Cyclone Fence to your customers 

oe ey, oe Cyclone Lawn Fence in rolls to owners’ and be prepared to quote. Build volume 
The Mark of Quality of homes of all types. sales this summer. 


yclone Fence ; 


Reg. U.S. Pat. Of. " 
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REFILLS: 


Sizes ¥%", %", 4", %" and %* 
packed in 4 gross sets straight 
sizes--$9 per gross sets. Size 
1%" packed | dozen sets--$13.50 
per gross sets. 





REFILLS-- 





ND it takes only a five-inch strip 
of counter to do a real selling 
job. In front, an attractive re- 

minder. In back, a stock cabinet with 

all sizes instantly visible. A billion pack- 
ages of Domes are needed in the homes, 
clubs, institutions and offices of America. 

This new cabinet will get you a lot of this 

business without effort from you. Domes 

are nationally advertised--cash in on the 
national demand that has been created. 

Your jobber has this cabinet for you now. 

Put it to work for profits. 


Better Than (asters 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 


The Perfect Furniture 


Footwear 


Reg. U.S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


Easily cApplied 


Save Furniture, Floors 


and ‘Rugs 

















Homes Require 
Domes by the Dozens 


HAT a lot of furniture a house holds! 

--at least three to five dollars worth 

of Domes of Silence are needed to 
save those lovely rugs and floors and to make 
furniture move easily. Place one of the new 
Display Cabinets--shown on the next page--on 
your counter and put a five-inch strip to work 
making from one to five dollar sales per cus- 
tomer. When she buys one package, suggest 
others for the furniture she forgot. Homes 
require Domes by the dozen sets--why sell 
them by the single package? 


DOMES of SILENCE 


Better Than Casters YW Easily cApplied 
The Perfect Furniture 1 Save Furniture, Floors A 


(ese : ‘ 7 
Smut Footwear and Rugs 


Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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CC ENSUS figures show an average of approximately 450 
dwellings to each Hardware store in the country. This 
means that right around your own store you will find more 
than 400 dwellings that need Wirfs Home Comfort 
Weatherstrip on their doors and windows. 


What does this mean to you? Each one of these dwellings 
offers you an opportunity to sell at least 300 feet of weather- 
strip, to seal these doors and windows against cold, rain and 
dust. Can you ignore such an opportunity ? 

Thousands of hardware dealers all over the country have 
been cashing in profits on Wirfs Home Comfort Weather- 
strip simply by keeping the convenient, self-selling Wirfs 


display reel out where their customers can see it. 


Home CoMFORT WEATHERSTRIP 


is a profit making proposition for you. It comes to you with 500 
feet on a display reel so that you can cut off the exact lengths your 
customers want,—without waste. It is so easy to apply that any one 
can do it with a tackhammer. Tacks and complete directions come 
with every reel. Its cost is so low that anyone can afford it—yet it 
affords you a handsome profit. 


Use the coupon NOW so that you can get in 
on this profit making opportunity. Few items that 
you handle offer you the turnover possibilities. 


E. J. WIRFS ORGANIZATION, Inc.» +128 South 17th St.- St. Louis, Mo. 
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Sporting Goods Manufacturers: 


Is Your Advertising 
GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. | 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 
hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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An Underground Garbage Receiver 


That is Guaranteed For Ten Years 


SPECIAL NOTICE 


Greatly increased pro- 
duction has _ materially 
decreased costs. 


Send for new low prices 








HE Sexton Ajax Garbage Receiver is 
gE 4 built to give service. It stands up under 
every abuse; snow and ice cannot harm 
it. It cannot freeze shut and it opens at a touch 
of the foot. 


Display the “Green Top” Line. , Your customers 
are already interested in this modern way of 
controlling garbage. When you explain the 
advantages of the Sexton, and point out that it 
will outlast many old-fashioned garbage pails, 
they will be more than interested; they'll want 
to buy. 


Guaranteed for ten years—you can recommend 
these sturdy garbage receivers to your most crit- 
ical customers. 











Let us send you further details—you’ll be 
interested. 





SEXTON CAN CO. 


31 Cross Street 


Everett Station, Boston, Mass. 
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Yu can sell 
more Black-Bird Clothes Line this Spring 
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The attractive Counter Display Stand will actually sell it for you. 
as it does for hundreds of Hardware Merchants 


N early spring means early buyers. 


Women are starting house cleaning 
now. Your customers will call on 
you for new equipment-—new clothes- 
line. 
Here’s an opportunity to increase your 
clothes line sales. Hundreds of mer- 
chants are using this handsome 


t QLACK BIRD) 





Silent Salesman in their windows and 
on their counters. It displays, demon- 
strates, and actually sells Black-Bird 
Clothes Line for them. 

We want to prove this to you in your 
store—now, while the spring is starting. 
So we are making a Special Introductory 
Offer. 


Made 4 


Catalog 


88 BROAD STREET 


TRADE 


We will also enclose our 
Catalog of Solid Braided Cotton Cord 
for all purposes. 
samples of any braided cord in which 
you are interested. 








For only $4.00 we will send you by 
return mail one dozen 50-ft. hanks (sev- 
eral connected) of No. 7 Black-Bird 
Clothes Line, and One Display Fixture 
as pictured here. 


Black-Bird is a quick seller at any 
price. It is solid braided cotton, like 
sash cord, but more pliable, and yielding, 
so that it grips clothes pins firmly with- 
outsplitting them. White, 
smooth, and easy on the hands. 
Women like it, buy it—recom- 
mend it to their friends. 


Pin your check to the coupon, 
and prove that Black-Bird is 
‘America’s Fastest Selling 
Clothes Line” ! 


Always glad to send 





SAMSON CORDAGE WORKS 


BosTon, MaASss. 


MARK 
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COMPANY 
ADDRESS 


JOBBER’S NAME AND ADDRESS 


SAMSON CORDAGE WORKS 
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Tear out and send us this S 


Gentlemen: 
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Here it ts! A Kalasign Stand 
stenciled in 8 oil colors. Can be 
washed when soiled. Sturdy, color- 
ful—it gets and holds attention. 


White—won't stain clothes, 
pes splinters to 
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~SPECIAL OFFER COUPON 


Enclosed find our check for $4.00 for which please send at once one dozen 


50 ft. hanks (several connected) Black-Bird Clothes Line No. 7, and one Display 


Fixture. 


88 BROAD STREET 


TRADE 
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MARK 
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Eastern Representative : Western Representative: 
Wm. H. Fox, 200 Fifth Avenue, New York, N. Y. Fred Goetz, 1077 Lincoln Ave., Milwaukee, Wis. 
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VERY month the year ’round, hundreds of thousands of fish- 
ermen are being sold Meisselbach reels—by forceful, continu- 
ous advertising. 

On every fishing trip and wherever fishermen talk shop, Meissel- 93,95 
bach reels are boosted and praised, for Meisselbachs have been sie 
favorites for 40 years. OL) 

And every month, more and more merchants are finding that . , 7 
there’s money to be made in the Meisselbach franchise. They’re ~ oD 

*finding that these reels are easy to sell and that they stay sold. of 
They’re finding (these competitors of yours) that sportsmen consider »2 ( — 
Meisselbach reels exceptional value, and respect the store that *~’ (9) 
handles them. >) 


Don’t be behind the procession. There’s money being made i in 2, e 
Meisselbachs. Get your share. The coupon leads the way. 3 / 
a THE A. F. MEISSELBACH MEG. CO., Elyria, Ohio y/ ; 
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e Southern Representatives: Far Western Representatives: 
a Louis Williams & Co., Nashville, Tenn. Phil. B. Bekeart Co., 717 Market St., San Prancisco, Calif. 
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“STANDARD OF THE WORLD SINCE 1900” 


ELECTRIC 


MODEL RAILROAD 
ACCESSORIES 


“MULTIVOLT” TRANSFORMERS 























THIS ANNOUNCEMENT 
WILL DOUBLE YOUR SALES 
OF MODEL ELECTRIC TRAINS 


Lionel—The World’s Standard Line 
Now Includes 
The 100% Electrically Controlled Railroad 
for “O” GAUGE 
as well as for “Lionel Standard” Track 


NEW 


°| 


THE LIONEL 
AU TOMATIC- 
SEMAPHORE- 
TRAIN-CON-] 
TROL. AMAZ- 
ING IN ITS AC-§ 
TION! Train ap-f 
proaches —red} 
electric light 
shines—sema-f 
phore arm drops— 
train _— | 


The Lionel Line for 1927 incorporates:— 


oe eg ee. ee 


CHICAGO | Marvelous new “O” Gauge Electrically Controlled Railroads 
POY FAIR | and Accessories, that operate ‘ ‘as if by magic.” 


See the Lionel | A wonderful new series of “O”’ Gauge and “Lionel Standard” 


| , : poe 7 ; , he | Freight Cars—real rolling stock in miniature. 
Ouse 


| Chicago, Room | A unique Traffic Crossing Signal with “Blinker” Light—ex- 


| i . . 
726, trom April | actly the same as seen at street intersections. 
| 7th to May Ist | 

i 
| 





| 


A men interval— 
light changes to] 
green—semaphore 


arm goes up— | 


it Nila _| New Automatic Accessory Sets—attractively boxed. 
Mi [rit Lapnas 


Mr. A. C. Bissell | And many other built-in refinements and improvements all 
in charge ' ° ° ° 
| exemplifying Lionel Supreme Quality. 


train proceeds. 


Lionel Leadership | | 
is again proven by 
this startlingly real 
accessory. 





ne a | Oe | <e 


_ c ; ' ’ 
i~i Lime 1s a feast of VOPrLZCOUS color —enameled by | MROonei s 
Ous pros coo = equal tc) the fini sh mn the rinest 


, +F > ‘ 
popvpilie Bodies. 


Visit the Lionel show-room—a real railroad terminal, designed to offer to 
the Toy Trade helpful merchandising and display suggestions that will 
greatly increase Electric Train sales. 


LIONEL STANDS SUPREME IN COMPARISON 
WITH ANY OTHER MAKE 


DEALERS—Send for your Lionel catalog and interesting dealer proposition. 


The LIONEL CORPORATION, 15-17-19 East 26th St., New York, N. Y. 
Western Coast Office: 788 Mission St., San Francisco, Cal —M. Sweyd, Representative 


[LIONEL ZRAINS $575 10 $390% 
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A New Feature In 
- KippDIE PEDAL KAR 


“SPRING CUSHIONED * 














POLISHED 
NICKEL 
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DRIVE SERVICE CUSTOMERS 
SHAFT 





White’s Exclusive Features 


Insure Dealer Profits 


KIDDIE PEDAL KARS and ZIP PEDAL CARS 
To retail from $6.75 down to $2.50 


H. C. WHITE CO., No. Bennington, Vt., U. 5. / A. 


New York Sales Office, Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White's Koaster, Kiddie Kar Stroller 
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Power without Powder 


Crosman 
Pneumatic .22 


The most outstanding development in the small bore field in years. 


Ask your jobber’s salesman or write us for full details. 


CROSMAN ARMS CO., Inc. 


482 St. Paul St., Rochester, N. Y. 


70 West King St., Toronto, Ont., Canada 











IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices. 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





METAL EEN 


The proven line of dependable > 

WHEEL GOODS, rightly || 

_. priced and properly mer- 
(3 chandised. 

Write for New Catalog of Specialties 


‘“3f METALCRAFT CORP. 


Pr 
= 4215-23 Clayton Avenue 
~ WN ST. LOUIS, U. S. A. 
Chicage Toy Fair 
— tN April 18-30, Reom 
624, 






































' Sadie and Bell Toys 








For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 























Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising es. 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 





























Make Your Own Show Cards, Streamers and Price Tickets with the STENCILOR 





=e ><> you saw at the 
rema e Philadelphia 
profit cata Hardware Show 
apparatus 


HIS practical device enables the most inexperienced 
person to make extremely attractive and professional 
looking signs in a quick and efficient manner. 
The STENCILOR is used and endorsed by progressive 
merchants everywhere, who have found it indispensable in 
the daily routine of business. It cuts sign-costs to the 
minimum and pays for itself in a short time. 
Signs made on the STENCILOR have sales-attraction and 
goods well displayed are half sold. 
Write for our illustrated eo samples of cards made on this 
. e 


DISPLAY MATERIAL COMPANY 


774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 


New York, N. Y. 
Canadian Agents: DISPLAY CARD COMPANY LTD., Brockville, Ont. 
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T takes only a simple recital 

of the unusual merits and 
quality of the new Burke Golf- 
rite Graduated Irons to sell 
them in preference to lower 
quality clubs. 


. + «+ but the unit price 
being higher permits you 
a much handsomer profit 
with each sale. 


Shafted in the finest of air- 
dried hickory (or steel) with 
carefully tested heads (in Stain- 
less or regular steel) , these irons 
possess a graduation in weight, 
loft and lie never before 
achieved in golf irons. 

They will give your store a reputa- 

tion as real GOLFING HEADQUAR- 

TERS as well as a fine profit. May 


we send you a description of these 
and other Burke models? Address 


THE BURKE GOLF CoO. 
Newark. Ohio 








CLUBS ‘BAGS: BALIS 


—— 


Every club a Golf Department needs to stock 
—to fit every purse and every purpose. 
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For the Great Mass 
of Shooters who 
Demand Quality in a 
Low:-Priced Gun 








FULTON 
GUN 


T is priced low—at $29.00 retail 

—to meet the requirements of 
the great mass of gunning enthusi- 
asts. Yet, it is a quality gun, too— 
built by the makers of the champi- 
onship L. C. Smith Guns—with the 
experience of 47 years’ superior 
guncraft built in. 





The low price, coupled with 
national advertising in leading out- 
door magazines, will create a big 
consumer demand for Fulton Guns. 
Dealers’ gun racks should be well 
stocked to meet it. Fulton Guns 
will sell quickly—and rapid turn- 


over means more profit! 


Fulton Gun Specifications: 26, 28, 30 
and 32 inch barrels, bored to 12, 16 
and 20 gauge. Box frame. Two trig- 
gers. Well-finished walnut stock and 
hand-checkered half-pistol grip. 


A post card request will bring 
ou prices, full details of dealer re- 
State and our gun catalog. 


HUNTER ARMS COMPANY 


FwtltietTo Ww yy ££ vYoR KK 
McDONALD & LINFORTH 
Pacific Coast Representatives 
Call Building San Francisco, Calif. 
Export Office: 50 Church Street, New York City 


~-—-—-—------- COU PON.—-—-—--—-——_— 


HUNTER ARMS COMPANY, Inc., FULTON, N. Y. 
Please send me full particulars as to Fulton Gun prices and 
dealer relations, also catalog D 86. 


Name 





Address 
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[or increasing dealers’ sales 0” % 








STANDING out strongly in the field of fine ranges. the ) 
GLOBE Big 4 is being discovered this year by hundreds OF ¥ 


of merchants as the ‘‘find’”’ of the season. Year after vear. 4 7=. Zo | 
| Lim lI [fasten 
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these splendid GLOBE Sentinel Ranges bring new oie i isa 
a . | y F - is Rr 
sales, new profits and new friends to Globe dealers, VA Pk LIS 


re) leme bate mel ata Vion 








This brief message is sent 
to you in the belief that 
you are deeply interested in 
sound merchandise—and in 
profits that are bound to 
come from such merchan- 
dise. There's a story of: 
profits for YOU in these 
four GLOBE Sentinel 
Ranges just as sure as 
springtime brings flowers. 
May we tell it? WRITE! 


No obligation, of course. 




















the GLOBE 
STOVE & RANGE CO. 


107 BROADWAY 


KOKOMO, INDIANA 









1D 
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No. 61 drove 2700 screws 
per day for eight months 


Two thousand seven hundred screws per day for eight 






































months! That’s more work than most any screw driver 
would get in its owner's lifetime. But it is the record 
of one of our No. 61 spiral ratchet screw drivers, which 


a satisfied customer has just sent in for repairs. 


“Please repair and return the screw driver which I have 
forwarded by parcel post,” writes this customer—a factory 
operator. “It might interest you to know that this screw 
driver has been used continuously for the past eight months, 
driving 2700 screws per day.” 


All over the country the Millers Falls Spiral Screw 
Drivers are doing their work well. There is real satis- 
faction in using Millers Falls automatic tools. They are 
good tools—developed over years of experimentation 


until they are as nearly perfect as tools of this kind can be. 


MILLERS FALLS CO. « MILLERS FALLS, MASS. 
NEW YORK, 28 WARREN ST. + CHICAGO, 9 SOUTH CLINTON ST. 


HERE ARE THE FACTS ON 
THREE GOOD NUMBERS 


, NUMBERS 
61 « G2 « 67 


Can be used as a spiral screw 
driver, right or left action—as 
a ratchet screw driver, with 
spiral clésed, right or left ac- 
tion—as a rigid screw driver, 
set for long or short reach. 
Hardwood handle, beautifully 
stained and hand-polished. 
Metal parts polished and nick- 
el-plated. 

Three screw driver blades, of 
different sizes, are furnished 
with each tool. 

These same screw drivers fur- 
nished with spring for quick 
return in Nos. 610-620-670. 


~. 
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Famous Hoppe’s 





22 years. 





They Bring Summer Buyers. 
display now—out on the counter where they belong. 
Hoppe’s Nitro Powder Solvent No. 9 and Hoppe’s Lubricating Oil. 
popular, widely advertised, necessary—used by shooters, 
golfers, housewives, mechanics. Ask your Jobber. 














HARDWARE 


Nitro Powder 
Solvent No. 9 has been the standard 
pga * solvent for more than 

as many other uses too. 


Keep these two valuable trade pullers on ee oe | 
Let everybody know you sell Aw \ 


fishermen, 
Free Guide for Gun Owners. 


FRANK A. HOPPE, Inc., 2314-H N. 8th St., Philadelphia, Pa. 


AGE 


PRODUCTS 
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bicyclists, 
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For care of Guns, Fishing Reels, Golf Clubs and Home Machines. 


















Model 14% 


ee Little Scout << 
single shot, take- 
down. For .22 
short, long o7 long 
rifle cartridges. 






Retail Price, 
$5.00 





Are You 
Ready ? 


in YOUR stock giving you the 
best returns on.22 pars rifles? 
Stevens .22’s offer such a com- 
plete and varied line, that you can 
satisfy any requirement in small 
rifles. The quality is there—built 
in carefully with all the skill of 
Stevens’ 63 years’ experience. And 































Model 70 
‘“\asthle Loader” the value is unbeatable! 
— repeater, solid See Your Jobber’s Salesman 
| 2 ny that Complete 5 piece window dis- 
| rifle cartridges. play on request. 
: Retail Price, J. STEVENS ARMS COMPANY 
$13.50 Dept. 1088 Chicopee Falls, Mass. 





Owners of Page Lewis Arms Co. 
Owned and Operated by 
SAVAGE ARMS CORPORATION 




















Pitching 
4. Shoes 
Sell Well! 


HE game of “horseshoes” has become 
standardized. No longer will an old 
worn-out horseshoe do. 


Our pitching shoes conform to the standards 
of the National Association. They sell read- 
ily. A copy of the official rules and instruc- 
tions come with each pair. Regulation steel 
stakes can also be supplied. 















Write for Prices 


CHICAGO STEEL FOUNDRY CO. 
Kedzie Ave. at 37th St., Chicago, IIl. 


Eastern Representatives 
GEORGE A. PAINE & COMPANY 
240 Revere Beach Parkway, Chelsea, Massachusetts 
HA 4-14 Gray 
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E ; 3 Stratton and Terstegge Company 


Louisville, Kentucky 














‘“Water-tight’’ means as much to the owner 
of a tackle box as it does to those who reside 
behind the Dykes of Holland. Every Falls 
City Tackle Box is water-tight. 


Send for a Sample 


Incorporated 








eS. 





~ 


——— 


=} 


a 


\ 


J 
~~ 





April 14, 1927 HARDWARE AGE 53 


Sindy” 


TOYS anv 
GAMES 


New 1927 Line contains many fast selling items the 
hardware store can use profitably. 


New Ideas in Quality Sand Mould Sets and Filled Pails. 
Wonderful Values in Sand Pails and Sprinkling Cans. 


New Games—‘‘Speed Boat Race’’ and ‘Across the 
Channel’’—$1.00 Values that sell readily. 

And many more items in the ever-popular ‘‘Sandy 
Andy”’ Line. 
























Send for Catalog No. 3 


Our 1927 Catalog and Price List con- 
tains more than 60 numbers, and gives 
descriptions and prices. Send for a copy 
now and know about this line. Ask for 
Catalogue No. 3. 








The QUALITY Horseshoe Game =o veRINE SUPPLY & MEG. CO. 


The Original and Best; formerly made by Walbert Mfg. Co. of : 
meg nt # Eee meee ane sold a oe the one Soest and —_- Factory at P ittsburgh, Pa. 
door rubber horseshoe game for c ren and adults. complete , 
game attractively packed and labeled, and put out at a popular price. General Sales Office: 200 Sth Ave., New York City 
Send for Catalog and prices. Room 406 Gramercy 3453 

















Guns That Insure Increased Profit 


“FIELD-GRADE” 


L.C. SMITH GUNS 


REPUTATION for finest materials, craftsman- 

ship, shooting qualities and lasting qualities, 
coupled with vigorous national advertising in 
the leading outdoor magazines, assure increased 
sales of Field Grade L. C. Smith Guns at the 
new low retail price of $40.00. 








Let us send you full particulars of dealer relations, and Catalog D 60 


Production facilities have recently been in- 
creased and improved and we can build more 
guns to sell for less. , 

Increased sales mean increased profit and 
you'll find the L. C. Smith line an exceedingly 
profitable one. 


ORDER NOW FOR FALL DELIVERY 
HUNTER ARMS COMPANY, Inc., Fulton, N. Y. 


McDonald & Linforth — Pacific Coast Representatives, Call Building, San Francisco, Cal. 
Export Office: §0 Church Street, New York 
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Hohner Harmonicas 
and Accordions Again Win 
Highest H 
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“World’s Best” Reed Instruments Awarded Grand Prix 
at Sesqui-Centennial 


Y maintaining the high standard es- 

tablished more than seventy years ago 
—a standard of quality and excellence 
that has won meritorious recognition for 
Hohner products at all world’s fairs in the 
past— M. Hohner, Inc., has again won high- 
est honors. 


In awarding the Grand Prix at the Sesqui- 
Centennial International Exposition in 
Philadelphia, the Jury of Awards not only 
conferred the highest honors within its 


power to bestow upon a musical instru- 
ment, but in so doing testified to the supe- 
rior quality, perfect construction and excel- 
lent workmanship of the Hohner products. 


It should be a matter of genuine satisfac- 
tion to the dealer to know that in selling 
Hohner merchandise he is selling musical 
instruments that enjoy the largest popular 
demand and that give to him and to his 
customers the highest possible quality that 
money can buy. 
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M. Hohner, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 








Health 
Portability 


Durability 


Fascination 
Inspiration 


Education 
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More than ever, the call this Fall will be for Western Super-X—the 
long-range load with the Short Shot String! 

Not content with giving shooters 15 to 20 yards longer effective range, 
Western's scientific experts have added extra killing power to Super-X by 
making the pellets in the shot charge travel to the bird “bunched, * instead 
of stringing out along their line of flight! 

With every box of Western Super-X you sell you can tell your cus- 
tomers they are actually getting practically twice as many effective pellets 
in every shell—greater killing power, especially at the longer ranges! Only 
WesTERN Offers this advantage because only Western has the means to 
accurately measure shot string. 


This Popular All-Round Load and Western Super-X 
form a Combination that Meets Every Shooter’s Needs 


Western Super-X for ducks and geese! Western Xpert for all-round 
shooting! The combination takes care of every shooter's requirements. 


Western Xpert is a quality shell, through and through. Smokeless, of 
course. Yet it sells at a popular price. . . . It’s one of the many exclusive 
Western developments that have made the Western line the profitable 
line: Super-X—Xpert—the Lubaloy non-fouling bullet—the Open-Point 
Expanding bullet—and Western's Non-Corrosive .22's! . .. Write for the 
address of your nearest Western jobber. Mail the Coupon! 


WESTERN CARTRIDGE COMPANY, 4552 Hunter Ave., East Alton, Ill. 
Branch Offices: Hoboken, N. J.; Tacoma, Wash.; San Francisco, Cal. 


Western Cartridge Company, East Alton, Ill. 
Gentiemen: Please send literature about Western Super-X and Xpert Shells and the improved Non- 
Corrosive .22's. 1) (Check) Also the name of the nearest Jobber: 1) (Check) 
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Automobiles et he 2a , 
7 Velocipedes is i : , 4 | 
F Coaster Wagons | 
Express Wagons Yr, 
Scooters . WY : 
Pedal Bikes Bt ee 
Hand Cars | x 
Tricycles =e y 17 @ ® 
Doll Cabs ty, NA» : 
: 99 
4 ‘Known Around the World 
q ° | 
; Built for Safety 
- > e 
r and Service 
@ The quality, style, strength 
and features of the American 
Line have made it the favor- 





ite everywhere. 


@On account of our large 
volume, pool cars going to 
all points afford savings in 
freight. 


(The Complete Line— 
. Pg —a SO | > everything known in Juvenile 
am OC SCV erhticclles. Trrusstt your require- 

ee wa PS ments with the dependable i 
source of supply — be assured. | 
of satisfaction and prompt | 
service. 


Prominent jobbers everywhere carry Amer- 
Mary you p ican Vehicles. The new 1927 American catalog, } 
~~ safe illustrated in colors, now ready. A copy sent 


you're onan Ameri- 
can map Gee, 
I almost hit the dog.” 


promptly on request. 


The 


American National Company 
Toledo, Ohio 
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andy Slides 
«1 tberty Boats 


MAKE HIT OF 
NEW YORK 
TOY SHOW 


A summer or indoor winter slide that opens a field 
for youngsters 12 months to 7 years. Instantly 
folded up out of the way. 


JIM’S DANDY SLIDE Large slides are for parks but the Jim’s Dandy opens a prospective 


held that is unlimited for every Hardware merchant; as every kiddie’s 
Retails $8.50 to $10.00 mother is a prospect. 
Strongly Built. Light in Weight. 
Kiddie’s delight—Mother’s Joy. 
Nationally Advertised. 










One sold sells others because every Kiddie in the 
neighborhood sees it and wants one, to take to the 
Beach or to the Summer Cottage. Our National 
5 Campaign enables us to send you many customers. 


SPORTSTER 


16 inches Retails $1.95 


Sold at an attractive price that de- 
fies competition. 




















’ TUG AND SCOW 
12 inches Retails $2.50 


Here is a combination that will delight 
every kiddie. 











LIBERTY SCOUT 


25 inches Retails $5.00 






“gue | _ = {5 | wre 1 
Surpasses anything offered the trade both . ee eS — 
in construction and price. ODO MOO FOTO OLS OM Olio m 
‘ “Wee c ; 


The Liberty Sportster No. 1, The Liberty 
Tug and Scow No. 2, The Liberty Scout 
No. 3, The Libertania No. 4, all Nation- 
ally advertised, attract the kiddie of to- 
day (the hardware buyer of tomorrow) 


to your store. All are nonsinkable. Run LIBERTANIA 


from 150 to 200 feet and are sold under 
our broad guarantee. 27 inches Retails $12.50, Worth Double 


Is a Gem for every child with red blood. 


Our Guarantee 


We guarantee not only the motors but guarantee the entire boat. Re- 
placed without quibble if for any reason, or no reason, a Liberty goes 
wrong within the year. Make the Kiddies talk about your store,— it’s easy. 


ctri Eastern Office 
Well Made By Sole Distributors 20 Elm Place 


Liberty Toy Mfg. Co. THE MAXSON SALES. COMPANY, Boldntn, Long idend 


In charge 


East Aurora, N. Y. Monadnock Block, Chicago U. S. A. Mr. Al. Pitt. 
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The only “TAKE APART” Loco in the World 


Pulls more cars and does more work 
on less voltage than any other engine made 


DORFAN “LOCO BUILDER” ENGINES fairly make a boy's fingers itch. Just 
let him see one of our engines that he can take completely apart, and reassemble 
again, and there will be no peace in that boy's family until he has one. 
DORFAN is the only “‘take apart’ loco in the world. And DORFAN MOTORS 
are more dependable, less than one out of every thousand being returned for 
repair. 

And POWER—why, a DORFAN MOTOR will outpull any motor we have ever 
seen, and do it on less voltage, as well. 

Beside, the DORFAN line is complete. The trains are correct in design and 
complete in all the little details that every boy notices, and there are all the acces- 
sories that any boy could want. Let us mail you particulars. 


A few valuable jobbing territories are still open. 





New York Sales Office At the CHICAGO TOY FAIR 
315 Fourth Avenue Room 423, Morrison Hotel, Chicago 
San Francisco—718 Mission St. April 18 to 30 








The DORFAN COMPANY — NEWARK, NEW JERSEY 
in Dorfan 
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Why All Hardware Merchants 
Should Sell Atkins Silver Steel Saws 


(1) BECAUSE Atkins Silver Steel Saws are 
the standard for excellence the 


world over. 


(2) BECAUSE Atkins Saws are distributed by 
the leading jobbers, and sold 
by the best hardware stores 
everywhere. 


(3) BECAUSE Atkins Saws are beautifully 
finished, scientifically designed 
and labelled distinctly. 


(4) BECAUSE Atkins guarantee their saws to 
work easier, cut faster and 
last longer than others. 


(5S) BECAUSE the Atkins line is complete. 
Atkins Saws fill every demand 
for the carpenter, farmer and 
mechanic, and they are guar- 
anteed to be free from de- 
fects of any character. 


Ask for “Sawology”’ and 
1927 Sales Plans 


E,.C.ATKINS & CO. 


ESTABLISHED 18657 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 

Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks [n The Following Citheas 


Atl ta San Francisco ‘. 
an New Orleans Senttie 


en ogy New York Cit 
» Chicago ~— Paris. France 
M ~~ Portiand.Ore. Vencouver, B.C 






“THE 400” SKEW BACK 
Finest hand saw in the world. Silver Steel, Atkins 
exclusive formula. Two-way taper ground; mirror 
polish. Skew or straight back in wide or ship pat- 
terns. Fitted with Improved Perfection Handle of 
rosewood, piano finish—prevents wrist strain. 








ATKINS No. 65 
No. 65; a very fine high-grade saw made from Silver 
Steel; furnished in wide or ship pattern, straight 


back. Applewood handle, perfection pattern. A 
favorite with expert carpenters. 





ATKINS No. 1—NEST OF SAWS 


No. 1; Nest of Saws; should be in every carpenter’s 
kit. Consists of keyhole, compass and pruning saw 


blades with adjustable handle. 







#} 


ATKINS No. 28—CARPENTERS’ HANDY SAW 
No. 28 Carpenters’ Handy Saw; Silver Steel blade, 


applewood handle, carved, varnished and polished. 
A necessary saw for carpenters, stairbuilders and 
cabinetmakers. 





ATKINS No. 27—STAIRBUILDERS’ SAW 
No. 27 Stairbuilders’ Saw. Made in lengths of 6, 
8 and 10 inches; blade, 1% inches wide; adjust- 
able to different depths; 10 points to the inch. An 
essential tool for high-grade saw users. 
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contacts with America’s leaders of 
industry are unexcelled, ‘and the or- 
ganized methods he has developed 
to keep abreast of current happen- 
ings put him closely in touch with 
the advances in thought and practice 
in dozens of important fields of 
activity. 

Mr. Parsons’ articles are not only 
brimful of inspiration, but they con- 
tain workable suggestions designed 
to save time and effort. He is able 
to exercise his imagination and at 
the same time keep his feet on the 
ground. Commencing’ with _ this 
issue, Mr. Parsons’ articles will ap- 
pear in the columns of HarpWare 
Acr. They will render a real serv- 
ice to busy hardware executives. 
The first article appears on page 65. 
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; To 
How to order this door knocker salesman Please ship me immediately the free McKinney Display 
TI - iit oe : It i ‘ , Stand with six knocker assortment—three for the dis- 
‘here is no charge for the display stand. It is furnished free with play board and three for stock, as offered in Hardware 
six knocker assortment — three for the display board and three Age. List Price—$36.00. 
for stock. The display arrangement not only presents the three ; 
authentic designs but also shows the three finishes now in demand NAM «nnn eneenneeeeeee cee eeeecceeeenecenennceeencennnceeccencnnnennsennissees 
— Relieved Iron, Dead Black and Rusty Iron. Ce eT TS Re APS, oe 
Order through your regular source of wager using the coupon =| By _.uw ene. 
for convenience. The present supply of these free stands is limited H. A. 4/14/31 
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A TATE opportunity to make about fifteen inches’ worth of 


counter space turn over about fifteen dollars’ worth of merchandise a week 
... Everybody hopes to own a knocker some day, and the presentation of 
McKinney Forged Iron Knockers in delightful fashion will make that “some 
day” TODAY... Such beautiful examples of the iron worker’s art catching 
the eye of the passer-by will bring in extra dollars with a minimum sales cost... 
Order your display board now. It is an excellent leader tor future 


Forged lron busin ess. Force Division, McKinney Mee. Co. 
Pittsburgh, Penna. 
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and other notes not so melodious, but highly 

indicative of profit, the honks of millions 
of motor cars whose owners are hitting the open 
road. Those cars are honking for gasoline, oil, 
repairs, tires and accessories, and the honks are 
music to the ears of thousands of hardware mer- 
chants whose stores are attuned to just that kind 
of music. 

back in the old days the live hardware mer- 
chant carried a stock of staple hardware items in- 
terspersed with horseshoes, harness, blacksmith 
supplies, buggy and wagon repairs. The horse 
Was a real fr iend to his money till. On Saturdays 
the country lanes were filled with farm horses, 
drawing farm wagons, surreys, or buckboards to 
and from the towns. The hitching post was an 
established institution. 

But times have changed. The horse sticks 
closely to the farms these days; that is, he sticks 
to that portion of the farms where the tractor 
hasn't crowded him out of his usefulness. No 
longer is the horse a big factor in the profit end 
of the hardware business. Neither is he very 
much of a factor in bringing the farmer to and 
from his base of supplies. 

Practically every farmer worthy of note has 
his motor car. Instead of several hours spent 
on the old wagon seat on Saturday there is a com- 
paratively short, enjoyable ride in a motor car, 
with more time for shopping and seeing the 
sights. 

The country lanes have become paved roads, 
and the twenty mile trip to town is only a pleasant 
jaunt. Today the motor car has taken the place 


hind ot is here, and with it the songs of birds 


™ 






a wi 


en: ant THA) pres a 


baer | ‘6 


— aN 








In the Wake of the Motor Car 


of the horse as a close friend of the cash register. 

Naturally a large part of the hardware trade 
followed the trend of the times. In place of 
horseshoes and blacksmith’s supplies they grad- 
ually installed tools, tires, accessories and motor 
hardware. It meant staying in place as the far- 
mer’s source of supply. It meant keeping the 
customer coming for the regular lines as well as 
for wrenches, bumpers, tire repair outfits, brakes, 
spotlights and the myriad of other items needed 
for the upkeep and repair of the family car. 

lt meant sales of camping equipment, sporting 
voods, guns and ammunition, thermos bottles and 
other things too numerous to mention. Last, but 
not least, it meant progress; keeping up with the 
tide of events; growing with the growth of the 
country. 

To the automobile, as much as to any other 
single factor, can be attributed the great advance- 
ment in merchandising of the past twenty years. 

()f course, some hardware merchants did not 
see or appreciate the trend. Their failure in this 
respect had its effect in turning much of the 
profitable accessories business into other channels. 
Now, however, the trend is again toward the 
hardware store, with its sound credit, established 
location and merchandising facilities. 

Automotive accessories, or, as we term them, 
motor hardware items, have largely passed the 
service stage. Today they are merchandised just 
as other hardware items are merchandised. ‘Their 
selling calls for merchants—not mechanics. 

There is a profitable future ahead for those 
hardware merchants who realize the merchandis- 
ing possibilities in the wake of the motor car. 
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HE wonder- 

ful efficiency 
of the pres- 
ent-day motor car 
is a tribute to the 
progressive minds 
that produce it. 
These minds are 
to be observed in the executive office, in the engineering 
staff, in the laboratory, and so on throughout the com- 





. position of the industry. Were this not so the price 


of the automobile would not be so low as to make it 
possible for virtually every family of the United States 
to possess at least one. The automobile is one of few 
things that can be bought today at less than the pre- 
war prices. And the difference between the efficiency 
of the automobile of today and the one antedating the 
war is the difference between the prairie schooner and 
the deluxe limited passenger train. 

What has brought about this marvelous evolution in 
the automotive industry? Intense competition? Par- 
tially so. But to have competition in the existing field 
of industrialism requires a hard-and-fast background, 
a foundation laid upon progress. And this means skill, 
technical knowledge to the nth. degree, understanding 
of finance, salesmanship, and what not. All these com- 
bined spell progress. 

And that is what stands out big in the quick-moving 
automotive industry today with its constantly increasing 
and remarkable improvements. This state of mind can 
only be compatible with the man who is alert and keeps 
up to modern day methods of production and saves, 
eliminates avoidable waste, without sacrificing quality, 
but rather improving it. 

So it is significant, though natural, to see that the 
automotive industry has been unusually active in co- 
operating with the movement of simplification and 
standardization. The cutting down of sizes, types and 
varieties, and the concentrating only upon the necessary 
one. Hardly a conference is held under the auspices of 
the Department of Commerce that the automotive in- 
dustry is not generously represented and actively pro- 
viding intelligent service in furthering the movement. 
The vast number of commodities used by the automotive 
industry affords it a broad chance to participate in this 
entire movement and to keep abreast with pressing de- 
mands of saving in industry and in producing efficiently 
it takes advantage of the opportunity. And most im- 
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Assistant Director, National Committee 
on Metals Utilization, Department of 


Commerce 


portant of all, it adheres to the adopted programs. Deal- 
ers in replacement parts for automotive equipment are 
more and more becoming convinced that their well being 
and that of their customers depends upon their maintain- 
ing a closer ratio between spot stocks and normal, reason- 
able demand. The fewer the variety of sizes, dimensions 
and types of parts that occupy their shelves and ware- 
houses, the more healthy their condition and the more 
flu:d their capital. 

Recent conferences have brought about a program for 
the standardization of such items as spark plugs, over- 
size piston rings, brake linings and taper roller bearings. 
Tires, license plates, and other items making up either 
parts or accessories of automobiles are moving in the 
same direction. It has been found that it is logical, and 
a means of eliminating great waste, to eliminate all sizes, 
dimensions and varieties of items which are seldom called 
for and make way for something that is better without 
in any way hampering the art. The benefits are spread 
from manufacturer to distributor to user. 

Preliminary conferences of manufacturers of acces- 
sories and parts showed that as the establishment of 
adequate standards for the guidance of the automobile 
industry involved a consideration of both simplification 
and standardization the work would progress fastest if 
both these aspects could be studied concurrently by a 
single body. When the study concerning spark plugs, 
oversize piston rings, brake linings and taper roller 
bearings was being made in cooperation with the 
National Committee on Metals Utilization the several 
groups of conferees expressed the belief that the Society 
of Automotive Engineers, by virtue of its steady effort 
to determine and record the best engineering thought 
and practice in the automotive industry was ideally 
equipped to revise the current standards, which was 
done. This is only an example of the work of this and 
other highly trained technical organizations which have 
played such an important part in bringing the automotive 
industry to its high standard of efficiency of today. 

They go to make up the progressive minds so well 
reflected in the automotive industry and allied lines. 

Elimination of waste, simplification, standardization 
are to them not mere catch terms going to make up 
slogans. 

They are actualities. They are applied. 

The results move in eloquent efficiency by the millions 
on the streets and highways of the nation every day. 
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T’S the little things in 
] business that destroy our 

eficiency and fill our 
minds with worry. The peo- 
ple who accomplish the most 
are those who never do any- 
thing that can be done just 
as well by a lower-priced em- 
ployee. They never write a 
letter, sharpen a pencil, carry 
on a telephone conversation or 
see a caller if anybody else in 
the office whose time is worth 
less can do it for them. These 
men follow a schedule that as- 
signs a certain time each day 
to the performance of a spe- 
cial job. Their subordinates 
understand that there are 
hours of the day when they 
can be seen and other hours 
when they prefer to be undis- 
turbed. 

All of which brings me to 
discuss one or two matters, 
the first of which is letter 
writing. I doubt if one boss 
in ten knows exactly what it costs in his office to write a 
letter of average length and importance. The general run 
of business men believe that the cost of writing a letter is 
no more than four or five cents. Strange as it may appear, 
our ideas concerning this most common of all business prac- 
tices are based largely on guesswork. 

A survey will show that there are few offices where the 
average cost of writing a letter is as low as ten cents. One 
large banking house in New York City, on examining the 
problem, made the startling discovery that each letter rep- 
resented an actual financial outlay of 40 cents. This par- 
ticular concern pays its stenographers comparatively high 
salaries, uses expensive stationery and occupies quarters for 
which it pays a large rental. An insurance company does 
much better, for it gets its letters out for sixteen cents 
apiece, using the stenographic method, and eleven cents 
apiece with dictating machines. In both cases the figures 
represent averages for an entire year. 

The insurance company mentioned above pays its typists 
one-half cent a line based on sixty spaces to the line, the 
date, salutation and close of the letter counting as two lines. 
Dictating machines make it possible for the typists to turn 
out 800 lines a day, which compares with 300 lines a day 
turned out by the stenographers using notebooks. The note- 
book stenographer remains supreme, however, in those offices 
of executives where the boss hands over letters commenting 
briefly and privately on the nature of the reply to be written. 
But for routine work in large offices the mechanical devices 
possess advantages. 

One company found that four notebook stenographers had 
all they could do to take the dictation of 12 men, while five 
typists using the reproducing-machine method turned out 
with ease the dictation of 60 men. This same investigation 
disclosed that the average stenographer writes 22 letters a 
day, while the busy operator of a dictating machine turns 
out 65. Another survey in the offices of an automobile 
manufacturing concern sending out approximately 5000 let- 
ters daily disclosed that letters written by notebook stenog- 
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raphers cost $0.2484 a letter, 
while those produced with dic- 
tating machines cost $0.1893 
each. These costs included 
every item up to and includ- 
ing the delivery of the mail 
to the post office. The charge 
for space, heat, light and 
power was based on an as- 
sumed cost of 40 cents a 
square foot annually. 

Many executives who be- 
lieve that their letters cost 
only five or six cents each 
would find on _ investigation 
that some of them cost as 
much as a dollar apiece. The 
hundred - dollar - a - week man 
working 39 hours costs his 
concern a little more than 
$2.50 an hour. When such a 
person devotes thirty minutes 
to a carefully prepared letter, 
the company is already out of 
pocket $1.25 for his services 
alone. Going a step farther 
and basing conclusions on the 
results obtained in a recent investigation, we may say that 
if the reproducing machine is given a value of 100 per cent 
in answering correspondence, then notebook dictation is 80 
per cent efficient, a soft pencil 70 per cent, fountain pen 
with selected point 65 per cent, improved ball-pointed pens 
55 per cent, while the old-fashioned steel pen for letter 
writing is only 40 per cent efficient as compared with re- 
sults obtained when a mechanical dictating device is em- 
ployed. 

Having thus established the high cost of letter writing, we 
may well ask for the answer to the problem, and two con- 
siderations come to mind at once. The first is to increase 
the effectiveness of letters, and, second, to employ substitute 
methods. . 

The letters of yesterday would fail to serve the needs of 
today. The present aim is to establish uniformity of ‘Style 
without destroying individuality and freshness. There must 
be correct diction, forceful expression through concentration 
on the chief points, and progression to a natural, logical, 
convincing conclusion. Perhaps the most difficult communi- 
cation to write is an adjustment letter. Here the writer’s 
aim is to continue business relations. The communication 
must be free of sarcasm or ill-temper; must avoid flattery 
and attempts at humor; must give information, not instruct ; 
must not try to force the complainant to admit he is wrong ; 
must avoid negative suggestions, and never reflect on the 
customer’s veracity. A good start for such a letter is to 
say: “It is a real pleasure to help straighten out this 
difficulty.” 

Don’t waste words stating that a letter has been received 
and the contents noted. Your reply indicates this. Don't 
call every letter a favor, for many letters are far from 
being favors. Don’t use the word “beg,” and don’t include 
exaggerated statements such as the expression, “the biggest 
value in the world for the money.” The word “please” in 
telegrams costs a million dollars each year, and wise people 
insist the money so spent is an excellent investment. The 

(Continued on page 120) 
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CCORDING to Fred G. Wide- 
Avian manager: of the automo- 
tive department of the [Barrett 
Hardware Co., Joliet, Ill., automobile 


supplies and equipment is one of the 
best lines a hardware dealer can han- 


dle, provided he handles it right. 
As proof that his contention along 
this line is sound, Mr. Wideman’s de- 
partment leads all of the other nine 
in the store in the point of sales, do- 
ing approximately 25 per cent of the 
total business of the store. 

In the first place Mr. Wideman’s 
automotive department, like anc ent 
(;aul, is divided in three parts, which, 
in order of sales volume, are replace 
ment parts, garage equipment and 
tools, and accessories. A few vears 
ago, when the automobile industry 
was young and most hardware stores 
were just getting into the auto supply 
business, this order of importance 
was exactly reversed, with 
sories, such as spot lights, bumpers 
and the like, taking first place. 

Mr. Wideman points out that as 
the automobile became more common 
in everyday life, a new customer for 
the aggressive hardware man came 
into being—namely the garage and 
service station. According to a re- 
cent survey, 46 per cent of all ga- 
rages in the country are agents for 
one or two of the various makes of 
automobiles, while 54 per cent are 
repair shops and spec.alize on no par- 
ticular make of car. 

Naturally, the agency garage will 
carry a more or less complete stock 
of replacement parts for the car it 
sells, but even this class of garage 
usually handles repair work on other 
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cars. Immediately the problem arises 
as to where the agency garages, as 
well as the 54 per cent of purely ser- 
vice garages will buy the replacement 
parts they need. It is impossible for 
any one automobile manufacturer to 
attempt to supply these parts in a 
circle wider than its own sales agen- 
cies and at the same time it would be 
business suicide for any garage to 
try and carry in stock replacement 
parts for all the different makes of 
cars that come into the shop. 

The answer to all this is patently a 
conveniently located source of supply 
that can deliver on short notice such 


eo 


- 


= 


ay 
LINY, 
/ - 








April 14, 1927 





Customen 


Joliet, Ill., hardware 

store does 25 per cent of 

its business in auto sup- 
plies and equipment. 





items as gaskets, fan belts, piston 
rings, wrist pins and so on through a 
multitude of minor automobile parts. 
As most of these items are, in a large 
measure, interchangeable in the dif- 
ferent cars, the hardware dealer who 
goes after this garage business will 
find that his stock investment can be 
held down rather surprisingly. 

In order to extend its contact with 
these garage customers, the [barrett 
Hardware Co. recently held an auto- 
motive show all its own. Dur ng the 
week of the regular automobile show 
in Joliet the hardware firm obtained 
the use of a new garage building a 
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Automobile accessories on display tables of the Barrett Hardware Co., Joliet, III. 
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few blocks from the store, and, with 
the assistance of some 25 manufac- 
turers of garage equipment and parts 
who made displays, entertained over 
300 garage men for three days. These 
garage owners and their mechanics 
were shown the various lines, fur- 
nished with free lunches and storage 
for their cars and given instructive 
talks on different phases of garage 
practice. On the last day of the show 
the public was also admitted, and the 
direct result of the “convention”. was 
sales of better than $2,000;° Which 
more than paid the expense of the 
affair. 

That the Barrett Hardware Co. has 
found this garage trade profitable is 
attested by the fact that the automo- 
tive department last year had a total 
sales volume of well over $200,000, 
of which 85 per cent was to garages 
in that territory and about 15 per cent 
to individual car owners. Incidentally, 
these figures do not include such 
items as small tools, pliers and screw- 
drivers, or enamels, or any other 
merchandise that might also belong 
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to some other department. 
is made that these 
sales from other departments, but 
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A corner of the Barrett Hardware Co. Automotive Show 
me 


which come from the automotive de- 
partment, if credited to it would in- 
crease its Volume at least 10 per cent. 


An esti- 
incidental 





American Prosperity Will Continue 
Declares Edward A. Filene 


Filene, noted merchant-and economist of Boston, 

Mass., told 700 San Francisco business men at 
a luncheon recently in the Commercial Club, which, with 
the Chamber of Commerce and the Foreign Trade Club, 
were the hosts of the occasion. 

To insure the continuation of our own prosperity, Mr. 
Filene said the United States must help Europe out of 
her difficulties. Mr. Filene believes in practice as well 
as precept, a fact evidenced by the assistance of the 
Twentieth Century und, a foundation financed by him, 
in contributing toward the solution of Europe’s produc- 
tion difficulties. The fund recently voted the sum of 
$20,000 to defray the expense of a scientific survey to 
ascertain what might be the next practicable step in 
helping Europe to become a greater consumer of Amer- 
ican goods. 

“IT believe,’ Mr. Filene said, “that our. prosperity can 
continue, and will continue, if we carefully analyze and 
attempt to understand to what our prosper.tv is due, 
and what the factors are that threaten to impair it. 

“In 1926 this country was incomparably more pros- 
perous than any other country, and it was also more 
prosperous than in any other year in its history. 

“Almost every business man and business expert of 
standing will tell you that our prosperity has been due 


A‘ ERICAN prosperity will continue, Edward A. 





to our having learned that high buying power—that is 
big wages—and big profits go hand in hand. This is 





a truth that was not generally believed before the war. 
But in 1926 we have seen the biggest production, the 
highest wages and the largest profits. These are the 
prevailing conditions in almost all forms of successful 
business. 
“This extraordinary prosperity has come with scien- 


tific mass production and also from mass distribution. 

“But there are certain factors that threaten this buying 
power on which our prosperity depends. We must have 
markets for all of the goods that we produce, and we 
are producing more than our 118,000,000 people can 
buy. This means that we must be able to export our 
surplus, or we will be forced to compete more severely 
among ourselves. Such super-compet:tion at home is 
more dangerous than competition from without the 
country. 

“The way to make Europe a greater market for the 
products of this country is to make Furope a bigger 
producer of commodities this country needs. ‘To do 
this Europe must adopt the same scientific methods that 
have worked in this country—mass production and mass 
distribution, and consequent h:gh wages. 

“The Pacific Coast again is beginning to be referred 
to as ‘The Gold Coast,’ not because of its mineral pro- 
duction but because of the strategic position it occupies 
with reference to the great markets of the world. 
Products of the Pacific Coast can be placed in the 
markets of the Atlantic Coast, via the water route, 
cheaper than can the products of the Middle West. In 
addition there are the markets of the Orient, and not- 
withstanding present conditions in China, that country 
is going to be one of the greatest markets in all the 
world.” 

Mr. Filene. now president of a chain of department 
stores in Boston, started his business career by earning 
$2 weekly sweeping out a small store in a suburb of 
Boston. Today he contributes $100,000 annually to the 
Twentieth Century Fund, and devotes a great part of 
his time to advancing various enterprises having im- 
provement of public welfare as their objects. 
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HERE is now one motor vehicle for every 5.4 
persons in the United States. A year ago there 
was one car to every 5.7 persons. During 1926 
there were registered in the United States 22,046,957 
passenger cars, trucks and buses and 128,782 motor- 
cycles, an increase over 1925 of 2,189,042 units, or 11 per 
cent. Motorcycle registration decreased by 11,633 units 
or 8.3 per cent during the year. 

During 1926 two more States came into the million 
class, Michigan and Texas, States in which there are 
mort than 1,000,000 motor vehicles licensed and in opera- 
tion. At the lower end of the list there remain but nine 
States with less than 100,000 vehicles registered within 
their borders, while a year ago there were eleven States 
in the latter class. [oth Montana and the District of 
Columbia reached the century mark in_ registration 
figures for 1926. 

As might be expected, the States with most vehicles 
commonly led in the gains made in actual number of 
cars registered during the year. The State of Florida 
now ranks seventeenth in the total number of registered 
vehicles and also fourth in the gains made during 1926 
—it also led in percentage gains by a wide margin, its 
registration figures having jumped 59.9 per cent above 
those of a year ago. 

Great strides were also made by the District of 
Columbia during 1926, while all other States showed 
substantial gains of not less than 20 per cent. 

The largest percentage of gains, as has been the case 
for a number of years, are being made in the States 
located south of the Mason-Dixon line. Among the 
first ten States in this class there are only two—Idaho 
and Ohio—located north of the line. 

Kansas leads over California for first place, with the 
record mark of 2.7 persons per vehicle. There are now 
two States in which there are less than three persons 
per vehicle, seven States with less than four persons 
per vehicle and twenty States with less than five persons 
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per vehicle. Assuming the average family to be 4.5 per- 
sons, there are now seventeen States, comprising a total 
or 36,370,000 persons or 30.6 per cent of the total pop- 
ulation, in which there is more than one automobile per 
family. Undoubtedly, a second or even a third car for 
business or other purposes has been successfully sold 
in these States. 

According to the figures compiled by Automotive 
Industries, motor vehicle owners and operators con- 
tributed the enormous sum of $449,821,000 to State 
exchequers through license fees and gasoline taxes in 
1926, more than a $78,000,000 gain over the year 1925. 

New foreign business secured for individual Amer- 
ican automotive exporters as a direct result of the aid 
of the Bureau of Foreign 
and Domestic Commerce 
approximated $189,000,000 
during the fiscal year 1925- = 
1926. 

Nineteen hundred twen- % 
ty-six production of auto- 49 
mobiles was brought to a 
close with more passenger 7 
cars and trucks manufac- 
tured than ever before in 
the history of the industry. 
Closed car output predomi- 4 
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Tire Output 





nated, with 1,886,000 more 
than that of open cars and 
made up 74 per cent of the 
total output. The ratio of 
Ford production continued % 
to decline, being only 36 0 
per cent of the 1926 total. 
A total of 3,765,048 pas- Proportionate production of 


both high pressure cord and 
senger cars were turned fabric tires was heavily hit 


out in the United States  quring 1926 by the greatly 
and 164,487 in Canada. increased output of balloons. 
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Cars and Trucks Registered in the United States, January 1, 1927 


(Arranged in order of rank) 
Courtesy, Automotive Industries 








ee dace ode de) Oho oo 1,815,437 North Carolina 

NID 6 6-< ates Mckee wae 1,600,475 MODFOSER ....... 
NS! ee 1,510,000 Washington ..... 
Pennsylvania ............ 1,463,261 . ee 
ee ie a ae 1,370,573 Tennessee ...... 
EEE are ere 1,118,785 Kentucky ....... 
See ee 1,047,202 ae 
EE cing ke daa ktas eae 6 72,215 Connecticut ..... 
Massachusetts ........... 689,593 Colorado ....... 
Sn ares ae 689,036 GE es ivaee #2 
ET ee Oe 662,328 Maryland ...... 
es ete aren 6 eae 651,350 Louisiana ...... 
NTT ET eT 650,891 Alabama ....... 
EERSTE a ae 624,478 West Virginia .. 
ES 510,000 Mississippi ..... 
SN ee ctl ei ai ate oi 491,276 Arkansas ....... 
ai aa as ae Al de ass Ww 416,930 South Carolina 





‘coteebees 385,763 South Dakota .............168,230 
eer rer RL ee 157,822 
padie buna 367,093 EEE SEL OE. 
5 hana Gea 320,367 District of Columbia........129,792 
a aaee sted 279,639 OD SP: 
Pere rey 278,337 Tree: 
icecbwest 274,037 SE eres se 
inv beekone 260,911 New Hampshire ........... 89,001 
wisewue ad 252,787 i an ak kh a .Sha kv +. 
die eeldicey 234,134 cn bxdia ciate ewes ee Se 
tip er eae are 249,056 ECCS EE ETE 
i enceaeiee 239,500 New Mexico .............. 54,841 
ie ntbanate 225,651 I iT 
Lcceateeel 221,001 I ok so 6c ooo 0 «eng ae 
ricinus” 210,500 | EE eS 
Fines a eae 209,419 

pete iarela’s 180,967 United States total......22,046,957 





Truck production showed considerably greater per- 
centage gains and the average price of trucks dropped 
about $125, while that of cars increased very slightly 
from $870 to $886; 494,377 trucks were manufactured 
in the United States during 1926 and 40,629 in Canada. 
Approximately 15,000 buses were produced during the 
year, while recently compiled figures show a total output 
of 43,000 motorcycles. 

With an output of 63,000,000, total tire production 
continues to gain, although not at the same rate as it 
has in the past. With the ever increasing output of 
motor vehicles, the fact that tire production does not 
appear to increase as rapidly suggests that the tire 
manufacturers have been able definitely to increase the 
mileage built into their products. Fabric tires made up 
only 6 per cent of the total tire production of 1926, 
while cords of the high pressure type contributed 47 per 
cent. The ratio of balloon tires to the total output 
increased 23 per cent over 1925 and made heavy inroads 
on the percentage production of tires of other types. 

Some few years ago it seemed to be the consensus of 
opinion that roadsters were practically doomed ; that the 
growing popularity of closed models and “family” cars 
would just about eliminate the two-seaters from many 


production programs. However, it is interesting to note 
that during 1926 nearly 9 per cent of the total passenger 
car output and nearly 35 per cent of open car production 
comprised this type of autemobile. 

The advent of motor cars into all countries of the 
world marks the beginning of a new era in transporta- 
tion. Picturesque modes of travel by camel, oxcart and 
the jinrikisha, used from time immemorial, are rapidly 
going the way of the horse-drawn vehicle, so vivid in the 
memory of the present generation in this country. 

That the change will be less rapid than it was in the 
United States is very clear when the smaller wealth and 
lower annual incomes are taken into consideration. In 
1926 the estimated national income in the United States 
was more than the entire national wealth of Germany. 
Per capita incomes in India, China and Russia, which 
comprises a relatively large share of the world’s popula- 
tion, are incomparably low. -In such countries the auto- 
mobile is still, in a large measure, restricted to the 
wealthy class—far more so than was the case in the 
United States fifteen or twenty years ago. 

However, motor vehicle registration in foreign coun- 
tries is increasing at a more rapid rate than in the United 

(Continued on page 119) 





Registration Gains—January 1926 to January 1927 


Courtesy, Automotive Industries 
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the year. 


on the National highway which runs from St. 

Louis to Evansville. The signs telling us that this 
little city was so many miles distant did not register 
much until we began to read “Six miles to Bowman's 
for Hardware and Tourist’s Supplies, Flora, Ill.” Then 
we were all attention. There came the five mile sign, 
four mile, three mile, two mile, half mile and finally the 
neat white front store with a sign over the doorway 
“Tourists Supplies.” We parked directly in front of 
this door and there was smiling Jerry Bowman framed 
by the doorway, sunburned and glad to see us. 

He thought we were one of the many tourists who 
tire of hotels and decide to make it a camping tour, but 
he was just as cordial when he learned we were there to 
steal his ideas-—and he had plenty. 

Jerry is an expert camper, an experienced fisherman 
and a great hunter. He can tell you where to camp, 
fish or hunt, show you the necessary equipment and get 
your money in exchange for the merchandise. 

It was middle August when we visited Flora. Jerry 
had sold 25 tents and 26 cots to transients brought to 
the store by the road signs which grace every road 
leading to Flora. His local’ trade in this class of auto 
camping equipment is also very steady and profitable. 
He will furnish a complete camp of tents, cooking uten- 
sils, tables, chairs, cots, blankets, lamps, camp cooking 
stoves, etc. Much of this equipment is specially designed 
for auto camping and will fold down to fit in small spaces 
when being transported. 

The background for his sales on auto camping equip- 
ment to the local enthusiasts is his complete and varied 
experience of auto camping and his ability 
to advise intelligently just what is needed 
and just where to go. He makes up routes 
and suggests stops for fishing and camping. 
In proper season he advises camping spots 
where hunting is good and with the advice 
comes the necessary equipment which he is 
selling. 

Road signs such as Bowman uses are in- 
expensive vet very effective, particularly 
for the dealer in the small town desiring 
transient trade. As Mr. Bowman puts it 
‘All transient trade is so much found money 
and helps build your volume for the year and 
increases your net earnings as each dollar 
from a transient customer is extra money.” 

Now is the time to prepare for the auto 
campers’ trade. The days are growing 
longer and warmer. The main traffic 
arteries are already crowded with motor 
cars, and many folks are planning now for 
the tour to be taken later in the season. 
Road maps bearing your firm imprint and 
a line or two announcing your ability to 


oe JRA is a small town in southern Illinois located 
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Bowman Welcomes 


the Auto Tourist— 


Road signs help him to increase his net volume for 


Helpful information about local camping 
places freely siven. 


eqtip motorists for camping tours will help direct this 

trade to your store. 
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Not only does the tourist himself become a_pur- 
chaser of hardware, but his coming has an effect upon 
the community at large. Rural customers begin to 
cater to him as well, and this means more and better 
equipment for the home that accommodates him. 
Paint, screen doors, the necessary nails and tools for 
installing these improvements, not to mention the pos- 
sible demand for china and glassware, will all be re- 
quired. 


TOURISTS SUPPLIES. 
thts Aullde. - -- ES. 





“There was smiling Jerry Bowman, framed by the doorway, sunburned and 
glad to see us. 


He thought we were one of the many tourists who tire 
of hotels and decide to make a camping tour.”’ 














LN ET MOE 


Pn iat alae 








72 





Canadian border, driving from 

Calais, Maine, into St. Steph- 
ens, New Brunswick, the American 
tourist becomes acquainted with 
Sumner Co., Ltd., of Moncton, N. b., 
and is well aware that necessities for 
the car or his own comfort are avail- 
able at this enterprising hardware 
store, one of the largest in the Mari- 
time Provinces. He is also aware 
that maps, directions and any other 
needed help are available with the 
compliments of the house. 

The road is not paved much ot the 
way, but is solid all the way and of- 
fers the motorist an interesting and 
pleasant tour. The rugged scenery is 
a delight. Occasional glimpses of 
lumbermen driving logs or breaking 
up log jams never fails to interest— 


G Canadian after crossing the 
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particularly those from large cities, 
where such events happen only in 
books or movies. There are many 
quaint towns, and every once in a 
while you are again gently reminded 
that Sumner Co., Ltd., has a tourists 
bureau where information or mer 
chandise is available for your com- 
fort. 

We toured through this part of 
Canada last summer, and when the 
road sign said “Welcome to Monc- 
ton” we headed directly for Sum- 
ner’s store and sought our old friend 
the genial G. V. White in charge of 
publicity, which includes window dis- 
plays, newspaper advertisements and 
special selling campaigns. 

When I mentioned the road signs 
Mr. White became enthusiastic and 
took mé over to Sumner’s tourist bu- 
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Touring 
Information 


Draws Trade 


to Sumner 


Moncton, New Brunswick, 

hardware store provides maps 

and other information for 
tourists. 


reau (practically the only one in 
town). Here was a counter built in 
one corner and on the side a neat 
rack (like railroads use for time- 
tables) containing maps marked with . 
detours, information regarding ho- 
tels, good camping spots, good fish- 
ing points, and data on the equip- 
ment recommended. A _ competent 
man in the accessory department was 
there to answer any additional ques- 
tions or obtain any maps or route in- 
formation not readily understood or 
located. This man seemed to know 
everything about touring, and prac- 
tically every piece of literature per- 
taining to the subject was handy, and 
he was familiar with the contents 
of them all. Government booklets 
traffic rules, speed laws, speed traps, 
hotel literature, etc., were there, and, 
whether you bought goods or not, you 
felt at home and were able to solve 
your own touring problem with the 
help of this service. The man we 
speak of doesn’t park in the bureau 
counter. He sells most of the time, 
but when needed is available. Some- 
times an equally efficient young lady 
takes his place. 

Out front one of the several win- 
dows features tires and a general line 
of auto necessities. Many of the 
items bore trade marks of American 
manufacturers and were familiar. 

“All of our accessory and tire busi- 
ness is handled strictly as merchan- 
dise,” said Mr. White, “we do not 
install, repair or maintain or even ad- 
just any of these items. Should a 
customer be displeased with the mile- 
age of a tire, it is returned to the fac- 
tory for adjustment. We act solely 
in a selling capacity. 

“We formerly handled the auto ac- 
cessories in with the general hard- 
ware line, but recently combined this 
end with the sporting goods depart- 


























April 14, 1927 


ment, feeling that the man who mo- 
tors or follows sports is the type, 
both are outdoor men. This tieup 
has helped increase both lines. The 
man preparing for a motor trip comes 
in for auto goods, and when we have 
cared for that need we are able to 
sell him hunting or fishing equipment, 
or the other way round. 

“It was in 1917 that we first 
started in the automobile accessory 
business, and in the following year we 
issued a four-page illustrated folder 
showing the line which we _ then 
carried. In 1919 we issued our first 
illustrated catalog, which contained 
32 pages, and this year’s contains 95, 
which I think in itself gives some 
idea of the way this department has 
grown. Two silent salesmen in our 
retail department are devoted to dis- 
playing the different lines, while, as 
mentioned before, a separate stock- 
room is devoted to it in our whole- 
sale department. It has beer our ex- 
perience that there is no nicer line to 
handle, and though, like a good many 
other hardware dealers, we hesitated 
at first, we have since decided that 
the hardware store is the natural me- 
dium through which to market these 
goods. We have found it a nice clean 
business and a very profitable one, as 
it brings to our store a class of cus- 
tomers whose trade we like to culti- 
vate. The average car owner is a 
good buyer. If you have the stock 
and can show him something that is 
geing to be of service he seldom con- 
siders the price, and most of the busi- 
ness is cash. We have also found 
this department one of the best out- 
side advertising mediums, cars from 
all the different provinces and from 
the States which have stopped here 
on their way through and been given 


HARDWARE AGE 


13 





satisfactory service advise other 
travelers along the road of our ability 
to serve them. Besides a complete 
line of accessories, including casings, 
inner tubes, chains, jacks, bumpers, 
spotlights, etc., we have two 500-gal- 
lon gasoline tanks carrying different 
well-known grades. We also main- 
tain a free air service. As we said 
before, no department in the store 
has grown in proportion or given 
more satisfaction.” 

Picking up a sales record book, 
Mr. White showed us 1925 tire sales, 
the first six months of which were 
equal to the total volume on tires for 
the three previous years. Much of 
this increase was due to more fre- 
quent window displays on tires as 


well as to more intensive selling ef- 
fort. When displaying tires and 
tubes Mr. White always includes kin- 
dred items, such as friction tape, tire 
gages, jacks, rim tools, rims, repair 
kits for tube valve insides, dust caps, 
tire cement and blow-out patches. 

The only replacement service of- 
fered to motorists is in the paint de- 
partment, where a glazier replaces 
broken windshield glass. Advice on 
car painting is also available from an 
experienced paint man. 

Sumner’s stock of tires and auto 
accessories is very complete. ‘Tires 
are turned over six times a vear and 
the general accessory line about four 
times. 





The window displays on these pages are all by Sumner Co., Ltd., Moncton, N. B. 





PME CET a ae A a TL lal 
, . 4 





ee ee eT 
CA a POTD 


A ae 
7 ~ e 7 








& 
¢ 
3 
£ 
* 
5 
5 


NT 


MPP Pe 





BLED S ELE AM SE RS 





74 HARDWARE AGE 


These Hardware Dealers 
“Tires As 





April 14, 1927 


The experiences of these twenty-three representative hardware 
merchants located in as many representative American towns 
and cities, are presented in tabloid form to impress on you the 
importance of handling auto tires and tubes on a strictly mer- 
chandising over-the-counter basis. This data was received in a 
recent investigation on this subject and proves conclusively that 
the hardware store is a most logical source of supply for tires 
and tubes. 


Geo. D. Payne finds his tire department a help to the 
general business and a means of attracting additional 
business to other departments. He gives no installation 
service hut turns a $300 stock five times a year. 


* 


Don L. Mullet has charge of the tire department of 
J. A. Mullet, Superior, Neb., and turns over a $300 
stock three times a year. Don finds the tire business 
very profitable; sells all tires as over-the-counter mer- 
chandise. He also carries lamps, pumps, jacks, patches, 
tire repair kits, locks, etc. This town’s population is 
2719. 

x *k x 


Carrying a $200 stock of Ford size tires and tubes the 
Washington County Hardware Co., Lincoln, Neb., en- 
joy a three-time turn-over in a town of 534 persons. 
Tire sales help other departments and are sold in the 
accessory department, which also includes spark plugs, 
luggage carriers, varnishes, wrenches, tire gages, robes, 
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pumps, jacks. All sales in this section are handled on 
an over-the-counter basis. 


Four times a year E. C. De Meritt & Son, Clayton, 
Mich., turn over a $200 stock of tires and tubes and 
find this department very profitable. All of this trade is 
handled as merchandise and tires are not installed. 
Clayton has 306 persons. 


> 


Carrying a general line of Ford accessories with a 
$500 stock of tires and tubes Strom Hardware & Furni- 
ture Co. of Scobey, Mont., tind the tire end of the de- 
partment very profitable, enjoying three complete turn- 
overs in this town of 1170 persons. Dunc. McGibbon 
has charge of the tire stock, which is handled strictly as 
merchandise and sold without installation service. 


s 
*s 


Selling tires and tubes strictly on the over-the-counter 
hasis, Wm. J. Tunstead Hardware Co. of Oxford, 
Mich., turn over a $250 stock about three times a year. 
This company recommends tires as profit makers for 
hardware stores and also carry spark plugs, tools, tire 
chains, headlight glass, auto paints, polishes, etc. Ox- 
ford’s population is 1668. 


* 


Operating in Helix, Ore., a town with 290 persons, 
the J. S. Norvell & Co. enjoy a six-time turn-over on a 
$500 stock of tires and tubes. L. P. Norvell has charge 
of this department and often gives installation service to 
tire customers, particularly ladies. Mr. Norvell says: 
“Get the best quality of tire available.” 


’ ’ 
* * * 


Giving no installation service Buckley Hardware Co., 
Inc., Buckley, Wash., turn a $150 tire stock four times 
in this town of 1119 persons. C. C. Whitmore has 
charge of this section and finds it a help to the general 


lines handled. 
* 


Extra profits come to J. H. Katt Co., Rock Rapids, 
Iowa, through the tire department. The stock averages 
about $200 and is turned over twice during the year. 
All sales are made on an over-the-counter basis. The 
population of Rock Rapids is 2172. 
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There are 22,046,957 passenger cars, motor trucks and busses in 
use today. The average minimum tire consumption is five tires 


per car per vear. 


Consider this tremendous potential market 


and get in line for your share of the motorist’s tire business. 

Pick out a good line deserving your endorsement in your commu- 

nity and give it your whole-hearted endorsement and selling sup- 
port. Use the tires you sell and advertise the fact. 


Marble Hardware & Furniture Co., operating in Mar- 
ble, Minn., a town with a population of 742 persons carry 
a regular tire and tube stock averaging about $250, and 
have three complete turn-overs per year. Allen Stall 
is the man in charge. He is very enthusiastic about tires, 
considers the turn-over very good and says a tire de- 
partment is a valuable trade winner for the entire store. 
Allen sells tires and tubes as over-the-counter merchan- 
dise and does not install or repair. Other auto lines 
carried are tire repair kits, tools, tool kits, lamps, 


jacks, etc. 
* 


When Ford owners of Harvey, N. D., need tires 
and tubes they visit A. F. Virnig, of the Harvey Hard- 
ware & Furniture Co., whose stock normally inventories 
at $250 and has ten complete turn-overs a year. Virnig 
specializes in Ford tires exclusively and handles all of 
this business on an over-the-counter basis without me- 
chanical service of any kind. Harvey's population is 
2019. 


* « x 


Four times a vear the S400 tire and tube stock of 
Bacon Burr, Granville, N. D., is completely turned. 
This town has 363 persons within the limits and this live 
hardware firm finds tires a necessary line along with a 
stock of lamps, fan belts, batteries, tube repair kits, oils, 
spring compounds, tire gages, motometers, radiator caps 
and practically all other important accessories. The tire 
sales help all other departments and the free air service 
brings people to the store front. As a general rule, 
tires are not installed but in a few instances this service 
is given. 

* 

Selling tires and tubes on a strictly over-the-counter 
basis, Hazard-Gould Co., San Diego, Cal., enjoy a 
five-time turn-over on a $3,000 stock. San Diego’s pop- 
ulation is 74,683, and this firm believes that a good line 
of tires should be handled by every hardware man. 

k ox x 


Twice a year Livingston & Goody Co., Davenport, 
Wash., turn over the tire and tube stock in a town of 
1112 population. The tire stock usually inventories at 
about $200 and is a means of stimulating better business 
for other departments. No service is given on tire sales. 


* x” * 


Using a display rack furnished by a manufacturer, 
the American Avenue Harware Co., Long Beach, Cal., 


enjoys a steady tire and tube business. The normal stock 
would be about $250 and the firm feels that an estab- 
lished hardware store can do a good tire business if a 
quality line is handled. Sometimes tires are installed 
but only on special occasions. Long Beach has 55,593 
persons. 

Bassett Hardware Co., Washtucna, Wash., turns a 
$200 tire and tube stock four times a year and recom- 
mends a tire department for hardware stores. This 
company also handles patching outfits, lamps, fuses, and 
feels that the tire business attracts trade for all depart- 
ments in the store. Washtucna’s population is 359. 


“K 


‘Tires and tubes are easily sold and help the aggregate 
volume of business, says Roy A. Gage, hardware mer- 
chant in Lewiston, Idaho. He carries a $700 stock and 
turns it seven times per year. V. Klemm has charge 
of this section and finds tire sales help bring trade to 
other departments. The store also handles accessories. 
Lewiston’s population is 6574. 
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A Review of Business Conditions for 
the First Quarter of 1927 


By Saunders Norvell 


HEN | have recently written about trade con- 
ditions, some of my friends thought I was un- 
duly pessimistic. I have only been writing about 
the facts of business asI see them. I have been trying to 
write the truth. I make no claims to infallibility. 
* * * 


At the beginning of this year | wrote that | thought 
prices for stocks were very high. I stated that I per- 
sonally was buying bonds. Now it happens that bonds 
have advanced in price and at present I have some very 
satisfactory paper profits, because one’s profits can not 
be counted until one sells, and I still hold my bonds. On 
the other hand, contrary to my expectations, stocks, with 
an occasional set-back, have also advanced. Today, on 
the Stock Exchange, a number of stocks are being quoted 
at their peak prices for all time. 

*k *" * 

In studying the situation, I must admit that I did not 
at first take into consideration the factor of the tremen- 
dous amount of floating capital seeking investment that 
is now free in this country. The banks are full of money. 
This money must be invested. Notwithstanding the nu- 
merous new issues of bonds and stocks that have been 
put out, there is still idle capital lying on deposit that is 
impatiently seeking profitable investment. 

* * * 

As I have written before, many well-managed corpora- 
tions are taking advantage of the situation to pay off 
Preferred Stocks that have been issued with a callable 
provision and are re-financing by issuing securities at a 
very much lower rate of interest. These operations, of 
course, will be reflected in the future net results of these 
concerns. It must be remembered, however, that financ- 
ing of this nature has taken place mainly in the case of 
the large corporations whose stock is listed on the vari- 
ous exchanges. Small concerns as a rule have not 
grasped this opportunity. 

: 7s 

I have not changed in my estimate of the value of 
the average run of stocks. I think they are too high. 
I believe it is dangerous to buy them at present levels. 
At least, I cannot see any prospect of any great profits 
at these peak prices. A study of the situation leads 
me to believe that certain well-known stocks are being 
pushed up in price with the plan of distributing a line 
of less attractive stocks at high prices to the public. 

ae ae 


All who are interested in the future of business study 
the stock market. It is generally believed that the stock 
market anticipates business conditions. J/s this true? In 
a very interesting article in “THE NEW YORK 
TIMES,” written recently by the Financial Editor of 
that paper, under the heading: “THE RISE OF 
PRICES ON THE STOCK EXCHANGE, AS RE- 
LATED TO THE BUSINESS FUTURE,” we find 
the following comments, which I am taking the liberty 
to quote in full: 


“Perhaps the really notable aspect of the first quarter 
of 1927, from the viewpoint of American finance, was the 


coimcidence of a virtually continuous advance on the Stock 
xchange with admittedly disappointing results in trade and 
industry. The same coincidence is of record on other past 
occasions, and it would often (as in the summer of 1924 
and the spring of 1919) mean that the Stock Exchange saw 
evidences of coming trade expansion which industry itself 
was not yet reflecting. There seems at the present moment 
to be a curious hesitation in drawing that inference. 

“The Stock Exchange has not been accepted unreservedly, 
in recent years, as an indicator of the future course of 
American prosperity. Its rapid advancing of prices during 
the last two months of 1926 was far from foreshadowing 
the distinct decrease of trade activity in the next two months. 
The violent fall in prices during March, 1926, not only missed 
completely any indication of the quite unprecedented pros- 
perity and business profits which were to mark that twelve- 
month as a whole, but actually occurred in the very month 
when productive energies in many important industries reached 
the highest point since the war. Nevertheless, neither the 
financial markets nor the business community have ever been 
able quite to shake off the feeling that the course of the 
stock market gives at least some clue to the real expecta- 
tions of the industries themselves. 

“This being so, the fact of a virtually continuous advance 
in Stock Exchange prices during March—the very month 
in which severe downward readjustment occurred in 1926 
and 1925—suggests some examination of the movement. The 
recent advance on the stock market can now be seen to have 
had two distinct main causes. One was the series of ex- 
tremely favorable statements of company earnings for 1926, 
attended by a great number of increased dividends and dis- 
tributions, in the shape of new stock, of accumulated surplus 
to shareholders. Successive announcements of this sort 
served to stimulate speculative enthusiasm, whereas there 
was no such stimulus in the corresponding season of 1926 
or 1925, for the very good reason that earnings and profits 
had made no such brilliant showing in the preceding years. 

“The other and equally obvious cause for the rising market 
was the diversion of investment capital from bonds to high- 
grade stocks. Competition of the immense and rapidly in- 
creasing investment fund to acquire the fixed-revenue securi- 
ties, in which it was usually lodged, had carried prices of 
good bonds to heights at which the yield to the investor had 
ceased to be inviting. This action of investment bonds was 
emphasized by the low rate for money and by a very con- 
siderable dislodgment of capital, through retirement or through 
conversion, at a very low rate, of United States Government 
securities. The investment capital thus released was con- 
fronted with a proportionate enhancement of the price of 
other bonds in which it would ordinarily have been rein- 
vested; it was, therefore, natural, in the light of all experi- 
ence, that it should have turned its attention to the dividend- 
paying stocks of prosperous companies. 

“What, then, do these two causes for the recent rise on 
the Stock Exchange mean to the general situation? A 
market which rises wholly because of formal statement of 
carnings whose probable character was known months before 
is not apt to be trustworthy as a forecast of the future. Its 
attitude is wholly retrospective, a fact which was convinc- 
ingly shown in the unhappy year 1920. Signs of the ap-. 
proaching financial crisis were not lacking in the early months 
of that vear. The ‘consumer’s strike,’ the unwieldy specula- 
tive accumulation of goods on borrowed money, the 7 per 
cent rate for merchants’ paper and the 8 per cent charged 
on Stock Exchange time loans were all visible in March; 
yet that was the very month in which the Stock Exchange, 
with its eye on the reports of increased company earnings for 
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1919 and on the series of corporation ‘stock bonuses,’ carried 
up prices 10 to 50 points in a wild whirl of speculation. A 
few weeks later trade reaction was in full and alarming swing. 

“The recent overflow of investment capital from the bond 
- market into the stock market is a more definite measure of 
confidence in the financial future because, if any really seri- 
ous misgivings. existed as to the probable course of business, 
even the uninvitingly high prces of high-grade bonds would 
not suffice to drive prudent and far-seeing investors into the 
stock market. Values even of the strongest shares would 
be certain, in the light of all experience, eventually to decline 
along with trade reaction. To that extent shifting of such 
capital from the bond market to the stock market should be 
in the nature of reassuring forecast. But, even so, the same 
conclusion could not safely be drawn from a violent further 
advance in prices, only partially based on absorption of high- 
grade stocks by real mvestors. 

“The one sure indication presented by both bond and stock 
markets 1s the magnitude of available free capital on the 
American market, a fact to which a long list of other indica- 
tions testifies. In its direct bearing on the future of trade 
and industry, this abundance of capital means that easy money 
is insured for the mercantile community, and that work in 
enlarging productive facilities will be extensive, because the 
money to conduct it can be obtained on advantageous terms. 
If, as is generally believed, this great increase of accumu- 
lated capital means that the growing wealth is more widely 
distributed than at any previous time in our history, then 
the country’s potential consuming power cannot be actually 
impaired.” 

* * * 


Below, I quote from the April 1, 1927, Monthly Re- 
view of Credit and Business Conditions of the Second 
Federal Reserve District, issued by The Federal Re- 
serve Bank, New York: 

“Factory production and employment continued smaller than 
during the corresponding month (February) of last year. 

“Automobile output has continued much smaller than a 
year ago. 

“The output of building materials was smaller during the 
first two months of this year than in the corresponding period 
of 1926. The value of building contracts awarded in Feb- 
ruary was 3 per cent smaller than in the same month of last 
year, but awards for the first three weeks in March were 
in approximately the same volume as in 1926. Contracts in 
Southeastern and Northwestern States have been considerably 
smaller than a year ago, while those in the Central West 
have been much larger. 

“Sales of department stores and chain stores were larger 
than in February of last year, while those of mail order 
houses were smaller. 

“Wholesale firms reported a smaller volume of business 
in February than a year ago, and this decline occurred in 
nearly all leading lines. 

“PRICES—Wholesale prices, according to the index of 
the Bureau of Labor Statistics, continued to decline in Feb- 
ruary. Among non-agricultural products decreases occurred 
in the prices of coal, petroleum, iron and steel, nonferrous 
metals and lumber, and the index for non-agricultural prices 
as a group was at the lowest post-war level. Prices of live- 
stock and livestock products and of clothing materials ad- 
vanced in February. During the first three weeks of ‘March 
there were decreases in prices of grains, livestock, sugar, 
silk, wool, coal, petroleum and gasoline, while prices of 
potatoes, pig iron, hides and rubber advanced. 

“BUILDING—Building contracts awarded in February 
in the 37 States reported upon by the F. W. Dodge Corp. 
report were 3 per cent larger than in January, but 3 per 
cent below the total for February, 1926. The total for the 
first two months of this year was 10 per cent smaller than 
in the corresponding period of last year. Residential build- 
ing continued below the level of a year ago for the eighth 
consecutive month, and public works projects were somewhat 
smaller than last year, but contracts for commercial, indus- 
trial and educational buildings were larger. 

“In the New York and Northern New Jersey districts con- 
tracts awarded were about 1 per cent below February of last 
year. Residential and educational buildings and public works 
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projects continued below last year’s level, while awards for 
commercial buildings were larger. 

“WHOLESALE TRADE—Reports from dealers in fifteen 
lines of wholesale trade in this district continued to show a 
smaller aggregate volume of business than a year ago, al- 
though decreases in several lines were less marked than in 
the report of January, 

“A comparison of wholesale sales for the month of Feb- 
ruary, 1927, with February, 1926, shows results as follows: 


Per Cent 
a eee 6.0 
MEN’S CLOTHING decreased .............. 11.4 
WOMEN’S COATS AND SUITS decreased. 6.2 
WOMEN’S DRESSES decreased ............ 23.5 


COTTON GOODS-JOBBERS, decreased ... 6.0 
COTTON GOODS-COMMISSION, decreased 17.7 


SILK GOODS decreased <.........ccccccccee 78 
HARDWARE GeCremSed ...c.cc cc ciccccccces 0.3 
MACHINE TOOLS decreased .............. 1.8 
yu ptt 6 &  ” Ee 6.8 
ES Ny 5. o's wacacedkacsensses 2.9 
Po rere 20.6 
EE ne er 16.4 
ES SEP E OTN  e  ee 49 
EE a or 3.3 


The AVERAGE of all the above lines decreased 6.6 
“February was a better month than January.” 

Chain stores are reported as showing an increase over 
last year, but these statistics of chain stores must be 
studied very carefully. They are constantly adding new 
stores. The only way to arrive at the correct facts is 
to find the increase or decrease per store—not the total 
figures of all the stores. 

* * * 

To sum up the whole story, business in 1926 in gen- 
eral was unusually good until November Ist. Then a 
change for the worse took place. However, almost all 
the great corporations of the country made very good 
profit showings for the ten months in 1926. The state- 
ments of the year 1926 were published about February 
1, 1927, and it is based on these very satisfactory profit 
records that the stocks of many of these corporations 
have since advanced. 

kok * 

Business in January for the entire country was not 
good. In February and March, mainly on accouont of 
the unuswally fine weather we have had in almost every 
part of the country, business showed an improvement. 
Last year we had a very wet, late, cold spring. The 
increase in carloadings is misleading because a good deal 
of these loadings consist of coal. Manufacturers all 
over the country have been stocking up on coal in an- 
ticipation of the coming coal strike of the miners. 
There will naturally be a slump in these carloadings 
later. aie a 


A- study of automobile statistics indicates that produc- 
tion of automobiles, in comparison with sales, as com- 
pared with last year, shows a considerable increase. On 
a visit to Detroit in January, an automobile manufac- 
turer told me that his company proposed to go ahead 
with the manufacturing of automobiles in considerable 
volume, regardless of sales. He stated that this was 
necessary because they had to buy supplies of all kinds 
six months in advance. “Now”’—said this manufac- 
turer—‘“if, after the spring business. we find that we are 
overloaded on automobiles in Detroit and in our branch 
houses, we will check manufacturing for the last six 
months of the year and work off our stock of automo- 
biles on hand.” 





ek 

In trying to size up the situation, one must take into 
consideration the important factor that we have had a 
(Continued on page 115) 
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When the Gasoline Pump Displaced 
the Spreading Chestnut Tree 


ACK in 1867 horses used to 
haul all vehicles up and down 
those hilly streets of New- 
burgh, N. Y. Blacksmiths had not 
only the brawny arms but a most 





active trade, were busy and prosper- 
ous. John G. Wilkinson entered the 
hardware business that year and im- 
mediately began to specialize in horse 
shoes, wagon spokes and rims, bar 





iron and steel, bellows, anvils, sledges, 
those long grippers used by smithys, 
horse clippers, harness, saddlery 
hardware and all other equipment 
necessary for those who used horses 
—and everybody around Newburgh 
used them. Wilkinson's trade area 1n- 
creased rapidly and—his hardware 
store was a landmark and a chief 
source of supply for blacksmiths 1n 
and around the town. 

Then came the twentieth century 
and the introduction of horseless ve- 
hicles to Newburgh. Motor cars be- 
came more popular rapidly. Motor 
trucks began to buzz or snort up and 
down those hills. The horse began to 
fade from the pcture. The village 
smithy cut down the “spreading 
chestnut tree’’ and planted a gasoline 
pump. He took out his forge and in- 
stalled auto repair equipment, and 
suddenly there were few if any black- . 
smiths doing business on the main 
streets and highways. The newly 
painted signs bore the same owner's 
name and then the word “garage,” 
and they continued to buy their neces- 
sary tools, equipment and accessories 
from John G. Wilkinson Co.  be- 
cause this Hudson Valley store kept 
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apace of the times at all times, and 
that is how John G. Wilkinson Co. 
got into the auto accessories busi- 
ness. It was the logical development 
for the firm, catering as it had to 
blacksmiths. The obvious move was 
to auto parts. 

Mr. Wilkinson died in 1905 just 
as the accessory business began to 
show signs of birth. Mark Reeks, 
who had been with the firm since 
1888, became manager and conducted 
the business left to Mrs. Wilkinson. 
The store was then at 6 and 8 Water 
Street, but is now flourishing at 119 
Broadway. Mr. Reeks purchased the 
business a year ago, and the sign now 
reads Mark Reeks Co., Inc. He 1s 
president and treasurer. Mrs. Mark 
Reeks is vice-president and their son, 
Arthur S. Reeks, is secretary, and 
the man responsible for those fine 
auto accessory window displays 
which are selling goods every week 
for the firm. 

xeing among the first hardware 
stores to grasp the selling opportuni- 
ties in the auto parts and accessories 
business, the volume of this store is 
tremendous, and today more than 80 
per cent of the items sold are used in 
connection with autos. This, of 
course, includes tools, cutlery, flash- 
lights, auto paints, bolts, nuts, etc., 
as well as regular auto lines. 

Two men, using cars, solicit acces- 
sory and parts business for the firm, 
covering together a 30-mile radius, 
calling on garages, repair shops and 
car dealers. The bulk of the present 
business is obtained in this way. 
Few, if any, garages or repair shops 
are able to obtain adequate credit 
connections to permit them to buy 
from manufacturers, so that hard- 
ware dealers who have studied this 
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market realize that garages are not 
competitors but are mighty steady 
customers., The credit angle which 
worries some people is not serious 
when you are operating in your own 
natural trading area because in such 
matters you can always keep in touch 
with the conditions of this trade. 

Mark Reeks Co., Inc., operate the 
auto accessory and parts business on 
a strictly merchandising basis, give 
no repair, installation or main- 
tenance services. The service of this 
firm is a matter of having what is 
wanted when wanted and that par- 
ticular service is well done. 

Among the complete agencies or 
supply services under the wing of 
this firm we find brake lining, rim 
parts, gaskets, battery terminal parts, 
piston rings, spark plugs and com- 
plete shop equipment machinery. In 
all of these lines the car owner or 
garage man can obtain at once over 
the counter any needed part or 
equipment. 

The heavier items are displayed in 
the rear of the store. The front part 
is devoted to tools, tool kits, tube 
repair kits, chains, socket wrench 
sets, auto lamps, mirrors, stop lights, 
ornaments, and the miscellaneous 
small but profitable items which make 
up an attractive display very easily. 

Arthur S. Reeks has a good kink 
for making the doorway sell goods. 
A conventional four-shelf sloping 
display rack is placed directly inside 
the door. There you find displayed 
suitable and seasonable auto acces- 
sory items. In rainy weather, skid 
chains and windshield wipers. will 
dominate, etc. In the cold months 
non-freezing liquids and_ radiator 
covers will be featured. 





Heavy shop equipment, 


including 








This display rack strategically, lo- 
cated just inside the front door of the 
Mark Reeks Co. store in Newburgh, 
N. Y., is used to feature timely auto 
accessories. On a rainy dav wind- 
shield cleaners and skid chains domi- 
nate the display. During a cold spell 
the prospect entering the door sees 
radiator covers and anti-freezing com- 
pounds, a few warm driving gloves 
and a neatly folded auto robe. When- 
ever possible visible price cards are 
used on this display rack. At odd 
times slow moving items are collected, 
specially priced and closed out quickly 
by the use of this doorway silent sales- 
man. The rack on casters may be 
moved at will. Sometimes it is shown 
on an angle, other times flush with 
the back of the window frame which 
you can see in the background. 





portable cranes, chain hoists, bench 
blocks, carrier cranes, etc., for garage 
repair shop use, are regular stock 
items on display with Mark Reeks 
Co., Newburgh, N. Y. These profit- 
able lines have taken the place for- 
merly enjoyed by blacksmiths’ anvils, 
bellows, forges, heavy sledges, tongs, 
bar iron and such materials and equip- 
ment used by blacksmiths. Just be- 
yond the portable crane you can see 
a display rack of lubricants in gallon 
and five-gallon metal containers. Be- 
yond that is the paint department with 
a good proportion of enamels, etc., 
especially for auto painting. 
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A Permanent Display Rack Sells Toys and 
Vehicles the Year Round 


NSTALLATION of a permanent display rack on 
which toys and vehicles are exhibited during the 
entire year in the front part of the store has been 
instrumental in effecting a substantial increase in the 
volume of toy and juvenile vehicle business done in 
recent months by the Oakley Hardware Co., Cincinnati. 
This company believed that it could augment its 
vehicle sales if it brought to the attention of its cus- 
tomers its stock of coaster wagons, scooters, small auto- 
mobiles, doll buggies, chairs, kiddie kars and other ar- 
ticles with a strong appeal to the little folks. In the 
opinion of H. Klemm, one of the owners of the store, 
there was no legitimate reason why a good business at 
the Christmas holiday season should not be supplement- 
ed by a steady trade throughout the remainder of the 
year. Consequently, a space about 13 ft. long and 3 ft. 
wide was set aside at the front of the store, and a dis- 
play rack was erected. 
The rack consists of four shelves each of which is 
12% ft. in length and 19 in. in width. Each shelf is 
made of wood and is in one long stout piece. The bot- 


tom shelf is 30 in. in height and is used for the display 
of wagons; the second and third shelves each measure 
20 in., while the top one is open so that merchandise of 
any height can be shown. Supporting the shelves is a 
framework of iron rods with vertical rods at each end 
and in the middle. The entire rack can be taken down in 
a few minutes, because the rods screw into each other 
and can be detached whenever it is deemed advisable. 

in the accompanying photograph the variety of stock 
on exhibit is shown. Mr. Klemm’s idea is to have on 
display a sample of every kind of toy carried by his 
store. The bulk of the merchandise is stored in the 
basement and therefore is not handled by customers. 
Proof of the wisdom in keeping all stock except the 
samples in storage was cited by Mr. Klemm who told 
of a woman asking for a certain toy and demanding an 
“unpacked toy” because children had not had an oppor- 
tunity to touch it and possibly communicate disease 
to her boy. 

Display of vehicles on the racks affords a chance to 

(Continued on page 117) 
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Don’t Forget Auto Paints! 


J. R. Moyer in Brooklyn, N. Y. 


. year the J. R. Moyer Hardware and Supplies, 
Inc., opened a modern hardware store at 524 
Fighty-sixth Street, Brooklyn, N. Y. Mr. Moyer is 
president and treasurer and M. E. Peters is secretary 
and manager. The paint department quickly became a 
most important part of the general business and the 
sale of auto enamels alone was $1600 that first year. 
Mr. Peters is the man largely responsible for this fine 
showing and explains his success very modestly, saying: 

“We had about fifteen w*~dows on paint last year and 
in each featured auto paints, using manufacturers’ dis- 
play cards and window arrangement suggestions. Al- 








—~ 


Two good window displays featuring auto paints. The bottom one is from J. R. Moyer Hardware and Supplies, Inc., Brooklyn, N. Y. 





Sells $1600 Worth in First Year 


most immediately we found ourselves doing a good trade 
with motorists who were anxious to paint their own cars, 
affording a saving of at least $100 and bringing to us 
a sale of $3.00 to $5.50 in each case. The paint neces- 
sary sells at $2.50 to $4.00 and the desirable brushes from 
50 cents to $1.25 each. 

“Our paint manufacturer's salesman has given us a 
very thorough merchandising training in the sale of 
auto paints. Literature from that source gives color 


combinations and tells exactly how much paint is required 
for each car, and advises the proper procedure in paint- 
ing a Car. 


“Our mailing list has 7000 names, and 
color cards embracing the complete paint 
line and mentioning auto colors prominently 
have been sent out regularly to these ad- 
dresses. We recommend three coats: first, 
an under coat, then enamel, and for a high 
lustre a final coat of varnish. [Tor rough 
spots or rust marks we suggest sandpaper- 
ing the surface clean, washing with benzine 
and then a thorough drying before apply- 
ing the undercoat. 

“One customer tells another, and to date 
we have not had a single complaint from any 
motorist who has painted his own car. The 

(Continued on page 112) 
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Roman Alphabet With Numerals 


The Best for Display Cards and Price Tickets 


By Joseph Bertram Jowitt 


fF the reader will study the simple elementary strokes 
used in constructing the ten numerals shown here- 
with, he will see that practice alone, together with 
the proper brushes and ink, is all that is necessary to 
learn to make plain, legible price tickets. 
tach element or single stroke made in the direction 
the arrow points is a finished part of the numeral and 
requires no re-tracing or patching up. For example, 
beginning with the numeral (one) 1, the brush is held 
between the thumb and first two fingers, keeping fingers 
well down on handle of brush to insure perfect control. 
We will suppose that a top and bottom guide line has 
already been drawn the exact width the numerals are 
to be. The brush is then dipped in the ink about three- 


quarters the length of the hairs, and before applying the 
stroke it should be flattened out by wiping it backward 
and forward several times on any smooth surface. This 
will distribute the color evenly through the hairs and at 
the same time train the brush to keep a flat, chisel edge. 
The basic part of the numeral (1) is made with just one 
stroke of the brush, starting at the top guide line and 
ending within a fraction of an inch of the bottom line. 
The sharp spurs at the top and bottom are the finishing 
strokes. The hairs of a red sable, single-stroke brush, 
after being dipped three-quarters their length in the ink 
and flattened out on a piece of card, will make a uniform, 
perfect stroke the exact thickness of the brush you 
select, each stroke used in making a letter being a fin- 
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An example of the roman alphabet, showing the proper strokes. 
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ished: terminal. For instance, in making the capital 
letter ““A,”’ at the top of alphabet plate illustrated here- 
with, stroke No. 1 is a slanting stroke and is made by 
first flattening out the brush and then turning it side- 
ways by rolling the ferrule between the thumb and frst 
finger (the thumb and first two fingers should be well 
down on handle of brush in much the same position as 
in holding a pencil or fountain pen). Stroke No. 1, the 
thin stroke, is made by just touching the surface without 
using any pressure. In making stroke No. 2 the point 
or edge of brush is placed almost broadside on the sur- 
face and brought down in one sweep from top guide 
line to a fraction of an inch of the bottom guide line, 
this stroke being the exact width of the brush. The 
sharp points of the flat brush are then used to make the 
spurs or “serifs,” which finish off strokes No. 1 and No. 
2. Stroke No. 3, the center stroke, is made with the 
Hat point of the brush in the same direction you would 
draw a straight line. 

In making the capital letter ‘“B” stroke No. 1 is made 
with the flat point of the brush square in front of you 
at the top line and brought down in one sweep the width 
of brush to bottom line. (Always remember to remove 
brush before touching the bottom guide line, as each 
stroke must be finished off with spurs.) Strokes No. 
2 and No. 3 are loop strokes and are made by starting 
with the flat point of brush at top and by very lightly 
pressing brush until the thickest part of stroke is reached, 
then gradually release pressure bringing stroke to a fine 
terminal as at start. 

The letter “C” is made in just three single strokes, 
No. 1 being the basic stroke, stroke No. 2 at top and No. 
3 at the bottom finish off this letter. The letter “D” 
requires but three single strokes. Strokes No. 1 in letters 
E and F are made with the full width of brush; the thin 
strokes are made with the point of the brush well flat- 
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Tire Covers 
Carriers 
Lunch Sets 
Vulcanizers 
Road Maps | Flash Lights 
Spark Plugs || Cook Kits 


Specially Priced 


Tire Pumps 
Spare Tires 
Tubes 

Over~Alls 























The two greatly reduced reproductions on this page 
show the effective application of a neat and readable 
letter. The plain rule line borders and decorative 
rulings enhance the appearance of the finished card. 
Mr. Jowitt tells in his article how to handle this 
style of lettering. Plain, legible show cards of this 
kind are genuine helps in drawing extra sales to the 
hardware counter. 


tened out, following the direction of arrows. ‘The let- 
ters “G” and “C” are not far apart in similarity—stroke 
No. 3 changes the “C”’ intg “G.” 

When making the lower-case letters the beginner 
should draw four guide lines so that the letters which 
extend above and below the body guide lines will be of 
equal heights. The lower-case letters should extend not 
more than two-thirds above and below. 

The practice strokes shown on bottom of plate are 
most important for a beginner to concentrate on as they 
embody all the basic strokes of the letters shown. ' These 
exercises should be the first move on the part of student 
when starting to practice. 

Three different sizes of red sable single stroke brushes 
were used by the writer in lettering the alphabet letters 
and cards; a number 12 brush for the larger letters, 
numbers 10 and 6 for the smaller letters. The height of 
the letters “A” to “G” were 2% in.; the width 2 in. 

The border around cards and the shading of letters 
was done with a light gray tint, keeping about 14 an. 
away from the edge of letters; use the same size brush 
for shading as you do for the lettering. 

Appropriate pictures enhance the appearance and are 
great, compelling sales arguments 1f neatly pasted on a 
show card. 
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The window display of E. J. Hallett & Son, Pontiac, Mich., in which toys 
are displayed in conjunction with regular lines. This has proven a good 
business getter, benefitting both lines. 


around,” according to E. H. 

Hallett, junior partner and 
active manager of E. J. Hallett & 
Son, Pontiac, Mich., “is largely a 
case of letting your customers know 
you have them in stock.” Toys with 
Mr. Hallett have been a very profit- 
able line, adding around $5,000 to 
his sales volume annually. While 
naturally the bulk of his toy sales is 
included in the Christmas business, 
coming during the last two months of 
the year, nevertheless about 30 per 
cent of the total sales are spread 
through the other ten months. 

Mr. Hallett has a back room, about 
20 feet square, which he has found 
profitable to use for a permanent toy 
display. Low, wide shelving extends 
around three sides of the room and 
a long pyramid table occupies the 
center, leaving ample floor space for 
the display of wheel goods. By 
having the toy department somewhat 
secluded in this manner, the store is 
spared the annoyance of being over- 
run with children unaccompanied by 
their parents and yet it is easily 
accessible to real prospective cus- 
tomers. 

Outside of the Christmas season, 
Mr. Hallett calls attention to his toy 
department merely by the use of an 
occasional toy window. Just before 
school is out for the summer, wheel 


°°S ELLING toys all the year 


goods are given considerable atten- 
tion and sales of this line of mer- 
chandise reach their peak during 
May and June. 

It has been the experience of the 
store that the higher class toys are 
the best sellers—electrical trains and 
other electrical toys, high grade 
wheel goods, dolls and mechanical 
toys are the four principal lines 
named in the order of their sales pos- 
sibilities. Most of the merchandise 
is purchased for the holiday trade in 
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the fall and the stock carried over 
from the holidays is augmented and 
kept balanced by frequent small pur. 
chases throughout the year. 

In practically all window displays 
and other forms of publicity for 
Hallett’s toy department the com- 
pany stresses the fact that a com- 
plete toy department is maintained 
all through the year. This is a good 
idea to advertise, as birthdays and 
parties calling for toys as gifts come 
every day to some one in your town. 





Here is a window of dolls put in by E. J. Hallett & Son, Pontiac, Mich. This is 

another line of playthings that can be and is sold throughout the year. The window 

display attracts the parents along with the children and the toy department is 

located in a room apart from the main part of the store so that other customers will 
not be annoyed by the running about of children. 
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Automobile Accessories in the Hardware Store 


By Walter C. Lawrie 


Manager, Auto Accessories Dept., F. Hersh Hardware Co., Allentown, Pa. 


; UST a few years ago, very little time was given to 
J the discussion of auto accessories, at any conven- 
tion of hardware jobbers or dealers. The subject 
was hurriedly disposed of as a side issue, and nobody 
seemed to know, or want to know, very much about it. 
Today, the story is entirely different, at least consider- 
able time is devoted to the auto accessory end of the 
hardware business and those jobbers and dealers who 
have given the subject the same thought and considera- 
tion as hardware has received and have organized an 
accessory department, have made substantial progress. 
Many jobbers and dealers have built up this business to 
40 and 50 per cent of their entire volume. 

Just for a moment let us dwell on the opportunity the 
hardware dealer has in this picture. Nearly every town, 
no matter how small, has a hardware store. Most of 
them are successful, have been established for years and 
are run by men who are looked up to in their respective 
communities as conservative, reliable business men. 

Hardware and automobiles have so many things in 
common that it seems all hardware customers are also 
auto accessory customers. A vast majority of the popu- 
lation of every community today owns one or more cars 
and when they come to the hardware store to buy what- 
ever it may be, and see a display of tires and tubes, 
bulbs, spark plugs, patches, pliers, wrenches, screw- 
drivers, jacks, cotter pins, lock washers and many other 
necessities that are bought continually for the upkeep 
of their cars, isn’t it logical that Mr. Reliable Hardware 
Dealer is going to get a good big slice of this very 
profitable business ? 

Who gets this business now? Part of it goes to the 
garages, who are handicapped by being mechanics and 
not merchants, and far too much goes to the mail order 
houses, taking money out of the community entirely. In 
the larger towns and cities the accessory and depart- 
ment stores get a substantial share. There are also the 
chain stores, which, however, have not as yet done much 
in the East. In the West they are operating extensively, 
one combination chain store and mail order house doing 
a volume of $14,000,000 last year. 

Mr. Hardware Dealer, you can have your share of 
this business, which is staple and profitable, and is grow- 
ing bigger every day, if you will put yourself in a posi- 
tion to get it. 

An investment of $500 will start your accessory de- 
partment with a good assortment of staple, quick-turning 
stock. By all means include a good brand of tires and 
tubes. Do not scatter this stock all over the store, but 
concentrate it in one place, display it well and have a 
man in charge who knows how to sell the stock and has 
a knowledge of automobiles. 

If you will select the right kind of a jobber, his rep- 
resentative will guide you along proper channels and 
help you to make accessories a very profitable part of 
your business. Start off with the bread and butter items 
and add new lines as the demand in your territory war- 
rants. 

The accessory business is badly in need of good mer- 
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chandisers and there is no one better qualified to fill the 
bill than the hardware dealer. 

Recent statistics give the average life of a car at 
100,000 miles. Many of them reach the second-hand 
market at about 10,000 miles. With the present-day im- 
proved methods of chassis lubrication, motor lubrica- 
tion, air cleaners, oil filters, better bodies with new paint 
processes, and last but not least, better roads, cars are 
going to be run nearer their full mileage. This will 
mean more and more accessory and replacement parts 
business. 

Accessories is somewhat of a general term and, of 
course, includes such replacement items as fan belts, 
radiator hose, cylinder head gaskets, bulbs, etc. This 
accessory business is very interesting and profitable, and 
many hardware dealers are doing a good job. If you do 
not handle auto accessories, get busy now. 

Motor car manufacturers are fully aware of the pos- 
sibilities of accessories after having passed them up for 
over twenty years. However, the jobber and dealer dis- 
tribution is so well entrenched that their becoming a 
factor in the field is not looked for. 
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Side window display of the Wm. Purdy Hardware Co. 


KiePING a record of sales and customers has 
k changed the whole complexion of the business tor 

the \Vm. Purdy Hardware Co., of 3/78 Eighth 
\venue, New York City. Before this modern idea of 
merchandising was instituted business was not coming 
into the store as the owners felt that 1t should, the loca- 
tion being close to the Pennsylvania Station and _ the 
various ferries and tubes to New Jersey. J]. W. Blair, 
who operates the business, set about to tind the remedy, 
asking customers 1n a casual way such information re- 
varding their home and business addresses as would 
permit him to check up on the particular territory he 
was tapping. This proved enlightening, but it was not 
until he commenced to check the makes of cars driven 
or owned by purchasers of small items that the real 
trouble was located. His assumption was that the busi- 
ness in the locality would call for accessories related to 
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Purdy’s 
Modern 
Methods 
Sell 
Motor 


Hardware 


the lower priced cars, but upon investigation it was found 
that the higher priced automobiles were greatly in pre- 
dominance, the particular line of accessories carried 
was for cars which took third and fourth places in the 
check-up. The territory being served appeared to be 
largely in New Jersey and Long Island. 

The names and addresses thus obtained made an ex- 
cellent live mailing list of people who had already been 
conveniently and satisfactorily served, the sales having 
been made to people on the way home from business. 
Direct-by-mail advertising was used to good advantage 
here. Mr. Blair states in this connection that he always 
sees to it that a cut of some kind is used in all advertis- 
ing matter, as it serves to fix the item in the mind of the 
prospective purchaser and when he sees the article 1s 
prompted more quickly to buv. (Continued on page 118) 
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Two front windows of the Wm. Purdy Hardware Co., 378 Eighth Avenue, New York 
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Graff Brothers, Inc., Pluck a $35,000 Sporting 
Goods Peach 


4 ROM nothing, five years ago, to $35,000 now is the 
reason for the cheeful note in Graff Bros., Inc., 
hardware, when the possibilities of a sporting 

goods department are mentioned. In fact, Howard 
Mayberry, the manager, has no doubts about his Pitts- 
burgh buying public. The upward annual swing of the, 
curve gives him great confidence that, despite well- 
known, exclusively sporting goods stores and much 
other competi- 


article of gymnastics, skating, camping, and game equip- 
ment—with adjacent space easily available as soon as 
Graft Brothers customers justify it. And, with a turn- 
over of between eight and nine, and the figure expand- 
ing like the sales volume, the time is not far distant 
when a department devoted to children’s requirements, 
another to vouth, and still another that caters to men and 
women who are approaching the time when the advance 

of years and the 





tion, a juicy 
sporting goods 
peach is within 
the grasp of 
every aggressive 
hardware mer- 
chant who feels 
the urge to reach 
out and pick it. 
Aside from an 
annual turnover 
of around nine 
times and the 
daily net receipts 
of the cash 
drawer, there is 
another promis- 
ing glow on the 
hardware _ hori- 
zon that dazzles 
promisingly in 
his opinion. It 
is the increas- 
ingly growing 
number of men 
and women—in- 
dividuals ap- 
proaching mid- 
dle life and 
others not there 
yet and sstill 
others beyond 
that point—who 
are seized with 
a solicitude to 
preserve boyish 
and girlish 
forms. “Of 
course, he 
chuckled, “it 
goes deeper than 
mere fancy ‘or 
zood looks. 
They are over- 
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Sporting goods display in the window of Graff Brothers, Pittsburgh, Pa., , 
which is an outstanding example of what can be done by a hardware store tor 
in building up a high class sporting goods department. 


surplusage of 
flesh go hand in 
hand, will be set. 

A single letter 
to enterprising 
adults here and 
there in clubs, 
lodges, and the 
like, to the effect 
that Gratt 
Brothers have in 
stock complete 
equipment for 
all gymnasium 
needs brings a 
ready response. 
Iltappears to 
be only  neces- 
sary to 
the word along 
that Grati 
Brothers sport- 


Ing Foods buy- 


pass 


ers are keeping 
others tolks in 
mind than the 
red - blooded 
voungsters and 


yout h who 
crowd — baseball, 
football, basket- 
ball and track 
athletics. 
Said May- 
» berry again, 
“on - foo] 
vourself ; we're 
taking care ot 
these bovs and 
virls and the 
older ones too, 
thev will 


keep coming to 
the place that 








whelmed by 
these radio talks and other things they hear and read 
as to dieting and exercising as good health preservers. 
\We are all alike. If gymnastics in some form will pre- 
serve the boyish and girlish forms with better health 
and longer life thrown in, why we're all set for it.” 
That’s the chief reason why he has ripped out forty 
feet of shelving from floor to ceiling on the left side 
of his main floor and turned it into a nifty sporting 
goods department—where can he seen every namable 


keeps what they 
need and shows a little sympathetic interest in their 
efforts to get sweaters, sweat shirts, suits, punching 
bags, baseballs, bats, and all the rest of their wants. 
including skates. I try to get their eye fixed on Graff 
Brothers—that is I try to keep them coming, once they 
get started, and if we succeed, there is slight doubt but 
that they will keep coming afer they grow up. Get the 
children is to my mind a sales booster.” 

(Continued on page 115) 
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New Goods and Special Displays Build 


Accessory Business for California Firm 


HERE was a time, not so many years ago, when 

the average hardware dealer thought that a man 

had to be an expert mechanic in order to sell auto- 
mobile accessories. How times change! But how slow- 
ly men change. Today, there are many hardware men 
who think that radio is exclusively a line for the elec- 
trical engineer. In a few more years radios, like auto- 
mobiles today, will be so common that anybody who 
doesn’t know at least the fundamentals about radio and 
iis accessories and parts will be listed among the curious 
antiques of a past age. 

Today, with the automobile everywhere, and with the 
larger part of the population of the United States 
acquainted with its mechanism, there are comparatively 
few hardware dealers who would venture to insist that 
automobile accessories is a line for the specialist. 

Automobile accessories by any definition are hardware 
items. This particular issue of HARDWARE AGE is over- 
whelming evidence of the importance of this kind of 
merchandise in the retail hardware field. This particu- 
lar page and the picture that appears on it are vivid 
examples of what the hardware retailer has done and 


is doing in this particular department of his business. 

The photograph that accompanies this story is a view 
of the interior of the United Hardware & Implement 
Co., Dinuba, Cal. It is a view from the rear of the main 
sales floor showing the auto accessories department. 

It will be noted that many of the accessories are 
sampled on felt covered sample doors. The ledge in 
front of the doors 1s covered with green linoleum, and 
is used as a shelf by clerks and customers when the 
latter are invited behind the show case to select some 
item the latter are interested in trying. The show case 
is filled appropriately with such accessories as do not 
lend themselves, because of size, to display on panels or 
sample doors. 

Of incidental interest in the photograph is a combina- 
tion wrapping and nail counter. This counter has a 
capacity of 60 kegs of nails. It is mentioned here 
simply because it appears in the photograph, and be- 
cause it shows an efficient and modern way of handling 
nails. 

The United Hardware & Implement Co. does a large 

(Continued on page 118) 
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Builders’ Hardware Sale Incomplete 


Without Garage Hardware Order! 


UTILDERS’ hardware orders are incomplete with- 

out specifications calling for complete garage 

hardware sets, says Al. G. Birkenmeier, Jr., the 
leading factor in operating Birkenmeier & Kuhn Co,’s 
large hardware store in Newark, N. J. Al says that this 
does not apply to apartment houses in most cases but does 
apply to every private dwelling and that the builders’ 
hardware salesman is expected to sell the garage set as 
part of the regular order. 

Three or four times a year this firm features this line 
in a window display. The bulk of the garage set busi- 
ness is done by the outside salesmen, except in the case 
of replacement orders, which, of course, are obtained 
over the counter in the store. The majority of buyers 
for this merchandise are carpenters, contractors and 
builders, but in the smaller towns Al says there should 
be a good market among farmers and handy men who do 
their own work. 

Garage hardware sets are very easily stocked, shipped 
and sold, as they come in neat cartons complete with the 
necessary screws. 

This display of garage hardware is a very practical 
example of showing these items. The model garage 
doors, fully equipped, present the merchandise in a most 


eraphic manner. The manufacturer’s literature spread 
along the base of the window invites people to come in 
for further information. 

Wilbur Birkenmeier, brother of Al, has charge of 
hardware sales and is a very enthusiastic salesman on 
garage hardware. He agrees with everything Al says 
in regard to this line and also says that on a private 
dwelling the builders’ hardware order is incomplete 
without the sale of a garage hardware set. 

Very often hardware merchants show neglect in giv- 
ing adequate display attention to these basic, staple hard- 
ware lines. They seem to feel that customers know 
without further stimulation that the hardware store is 
the only place for garage sets. This should be so—but 
don’t forget that many people passing your store every 
day need many items in your stock which are not brought 
to their attention in your advertising or display appeals. 

City Hardware & Supply Co., in Cleveland, Ohio, have 
a minature working model of a garage door using full 
size garage set pieces. Whenever carpenters, contrac- 
tors, builders and handy home owners talk about garage 
sets or offer L. Barth, the proprietor, an opening on the 
subject this display working model is brought into suc- 
cessful play. 
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What the Hardware Council Is Doing 


Five Principal Things Which Manufacturers, Wholesalers and 


Retailers Each Should Do in the Interest of More 


Efficient Distribution 


N studying the activities and methods of the three 
branches of the hardware trade, in an attempt to 
determine certain outstanding things which manu- 
facturers, wholesalers and retailers each should do in 
the interest of better and more economical distribution, 
your committee thought it advisable to survey and re- 
flect trade opinion rather than the personal conclusions 


of its members. 

Accompanied by let- 
ters explaining the pur- 
pose and scope of the 
survey, questionnaires 
were sent to a goodly 
number of representa- 
tive members of each 
trade branch and the 
answers were carefully 
studied and grouped to 
determine composite 
judgments. 

As was to be ex- 
pected, the suggestions 
covered a wide field and 
showed a great variety 
of viewpoints, but the 
general focus was such 
that consolidation into 
the three series of 
specific recommenda- 
tions was not difficult. 


The recommendations 
of five things which 
manufacturers should 
do in the interest of 
more efficient distri- 
bution are 

1. Have a clear- 
cut distribution 
policy, and live 
up to it. 

2. Provide ade- 
quate compensa- 
tion for the ser- 
vice of distribu- 
tors. 


The recommendations of five things which wholesalers 
should do in the interest of more efficient distribution are: 
1. Be a wholesaler. Do not finance irresponsible 
dealers, take chances with unworthy credit risks, 
or encourage inexperienced men to go into the 


retail business. 


2. Limit sales effort to the territory which can be 














EDITOR’S NOTE: 
Under the title 
“Trade Betterment,” 
reports and recom- 
mendations of the 
Hardware Council, 
in booklet form, have 
been distributed to 
all members of the 
National Retail 
Hardware Associa- 
tion, National Hard- 
ware Association of 
the United States, 
Southern Hardware 


3. Employ fewer - 
Jobbers Association but more effi- 
: cient salesmen. 
and American Hard- Train them 40 
ware Manufacturers — = 
° 4° they sell. n- 
Association. large the terri- 
The Hardware tory of each, 
Council possesses no and reduce the 
. number of calls 
enforcing power, but ian ee: dealhee. 
depends entirely upon 4. Carry adequate 
the voluntary support an J a as- 
of the hardware trade ee ean 
for making effective tion, back orders 
its recommendations. and factory 
; shipments may 
Give your earnest i aeneiiiell 
support to the Hard- 5. Study the prob- 


ware Council. 














served most 
economically 
and efficiently 
and discontinue 
unnecessary and 
un productive 
service. 


lems and_ re- 
quirements of 
and work with 
and help the re- 
tail trade to op- 
erate with 
greatest effi- 
ciency; reduce 
operating costs 
wherever possi- 


ble and assist retailers to meet competition. 
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3. Adjust package quantities to fit the retailer's re- 


quirements, particularly as the goods of less fre- 
quent sale, thus eliminating the extra expense 
incident to the handling of broken packages. 


. Reduce number of specialty salesmen and mis- 


sionaries who solicit retailers for orders to be 
filled by or through wholesalers, and save the 
expense of such duplication of effort. 


. Discontinue antiquated methods of production, 


packing and office routine, to the end that orders 
may be more intelligently and more promptly 
filled; and exercise greater care and economy in 
the preparation and distribution of advertising 
and sales help. 


The recommendations of five things which retailers should 
do in the interest of more efficient distribution are: 


l. 


bo 


Modernize stores and sample goods to get most 
attractive displays, price in plain figures, and 
otherwise make it easy for customers to buy. 
Keep store and stock clean. Advertise intelli- 
gently and consistently. 


. Study business thoroughly and educate self in 


modern methods so as to be an efficient merchant. 
Train employees to sell and serve. 


. Meet all obligations promptly, take cash discounts 


and establish high credit standing. 
(Continued on page 113) 
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Geller, Ward & Hasner Co. 
Celebrates 25th Year of 
Successful Business 


Geller, Ward & Hasner Hardware Co., 
410 North Fourth Street, St. Louis, Mo., 
celebrated on April 2 the twenty-fifth an- 
niversary of the founding of the business 
by giving a dinner to the employees of 
the concern. 

H. W. Geller, the president of the com- 
pany, stated in his speech that the origi- 
nal ten directors and their wives were still 
living. A remarkable fact that he be- 
lieved rarely happened. Those on the 
board are D. F. Kingsland, I. W. Love, 
E. F. Partenheimer, L. T. Ward, C. H. 
Hasner, E. Homer, A. J. Austin, R. J. 
Lickis, QO, H,. Fink. : 

In the twenty-five years that the con- 
cern has been in existence, the business has 
multiplied many fold. The capital stock 
has hgen increased from $50,000 to $500,- 
COO to $1,000,000. The rapid growth of 
the house has been due to a large extent 
to the high quality of the goods carried and 
to the integrity and the efficiency of their 
salesmen and employees. 

The plant of Geller, Ward & Hasner 
Hardware Co. is located in the business 
section of St. Louis, in close proximity to 
the depots and wharves. 





Geo. O. Benson Elected 
Vice-Pres. of Stamping Co. 


George O. Benson, sales manager of the 
Niagara Metal Stamping Corp., Niagara 
Falls, N. Y., manufacturers of steel equip- 
ment, metal house numbers and other spe- 
cialties, has been elected vice-president in 
charge of sales. , 

Mr. Benson’s new post carries with it a 
recognition of his many years success with 
the company and will in no way interfere 
with his many present nationwide personal 
contacts. 





W. S. Hovey Elected President 
of Fairbanks, Morse & Co. 


W. S. Hovey, whose election to the 
presidency of Fairbanks, Morse & Co., 
Chicago, Ill., was announced a short while 
ago, is the first man to hold that positition 
who is not a member of the original Morse 
family. A graduate of Cornell University, 
he became in 1902 associated with the 
Sheffield Car Co., a subsidiary of the 
Fairbanks, Morse Co. A few years later 
he became superintendent of the former 
company and in 1913 was made manager 
of the parent company’s engine division at 
Beloit, Wis. In 1919 he became vice- 
president of all manufacturing activities 
and was made, five years later, general 
manager of the entire business. This posi- 
tion he will continue to hold. 

The retiring president, C. H. Morse, who 
has been made chairman of the board, was 
associated with the company during his 
entire business life. The company an- 
nounced other personnel changes which 
are as follows: RR. H. Morse, first vice- 
president, has been elected vice-chairman 
of the board; W. E. Miller, vice-president 
and treasurer, has been made vice-presi- 
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dent; F. M. Boughey, secretary and comp- 
troller, has been made secretary and 
treasurer, and B. R. Wells, assistant sec- 
retary, has been promoted to comptroller. 





Venezuelan Manufacturers’ 
Agent Desires to Take on 
New Lines 


Henrique Mayora, manufacturers’ 
agent, P. O. Box 439, Caracas, Venezuela, 
is desirous of representing American man- 
ufacturers of general hardware, wire 
cloth and fence wire, tools, poultry net- 
ting, etc. Manufacturers interested in 
entering the Venezuelan trade can com- 
municate with Mr. Mayora at the above 
address. 





R. H. Myers Dies 


R. H. Myers, president of the R. H. 
Myers Hardware Co., of St. Louis, Mo., 
died at his home on March 23 at the age 
of 59. He had been associated with the 
company for more than 35 years. 





New Directors Added to 
National Acme Company 


A. D. Breeze, vice-president and general 
manager of the Cincinnati Ball Crank Co., 
Cincinnati, Ohio; George FE. Randles, 
president of Foote & Burt Co., Cleveland, 
Ohio; A. E. Henn, manager of machinery 
sales, National Acme Co., Cleveland, were 
elected to the board of directors of the 
National Acme Co., Cleveland, at a re- 
cent meeting of the stockholders. Other 
directors and officers of the company were 
re-elected. 


Technical Glass Co. Moves 
To New Quarters 


Technical Glass Co., Los Angeles, Cal., 
manufacturer of glass knobs and other 
products, announce the removal of its 
New York office and warehouse to 296 
Broadway, New York. 





Bethlehem Steel Co. Gives Lec- 
' ture on Wire Products 


An illustrated lecture on wire and wire 
products will be given by the Bethlehem 
Steel Co., Bethlehem, Pa., in Chancellor’s 
Hall, State Education Building, Albany, 
N. Y., on Tuesday, April 19, 1927. 





Stanley Works Issues Miniature 
Wrought Iron Hardware Catalog 


Stanley Works, New Britain, Conn., is 
distributing to the trade a small pocket 
edition of its wrought iron hardware cata- 
log, containing 353 pages and covers. It 
is a miniature of the company’s regular 
catalog descriptive and illustrative of the 
full line of wrought iron hardware prod- 
ucts manufactured by the firm and should 
make a valuable addition to the hardware 
merchant’s reference library. 
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Kingston, Mass., Celebrates 200th 


Anniversary—C. Drew and 
Company, Ninetieth 


Kingston, Mass., celebrated its 200th an- 
niversary a short time ago. To com- 
memorate the occasion the town ordered 
little bronze watch fobs struck off with 
the picture of the brig “Independence,” 
which was built in the Drew Shipyard in 
that town in 1776. 

The owner of the shipyard in which the 
historic ship was built was an ancestor of 
the founder of C. Drew & Co., Kingston, 
Mass., now celebrating their ninetieth an- 
niversary as manufacturers of mechanic 
tools for the ship trade, supplying a wide 
demand that takes in points all over the 
globe. 

Previous to 1837, the date of the found- 
ing of the business, ship building tools 
were made by the father of the founder 
in a plant that is close to the present site. 
The company is now manufacturing in a 
building that is located about four miles 
from Plymouth Rock. Formerly a part 
of Plymouth, Kingston was separated 
from it in 1736. 

The partnership of C. Drew & Co. now 
lies in the: hands of Charles H. Drew, 
his son, Clarence R. Drew, and his two 
nephews, Robert E. Ford and W. Drew 
Ford. 





William D. Biggers on Greater 
Detroit Million Dollar Campaign 


William D. Biggers, secretary and gen- 
eral manager, the Continental Screen Co., 
Detroit, Mich., has been named as head 
of the industrial group in the Greater De- 
troit Million Dollar Campaign, an organi- 
zation recently developed to raise $1,000,- 
000 to be spent in advertising Detroit in 


1927, 1928 and 1929. 





Woodward, Wight Has Issued 
Large Mill Supply Catalog 


Woodward, Wight & Co., New Orleans, 
La., has issued Catalog No. 65, said to be 
the largést mill supply catalog ever issued 
in the United States both from the num- 
ber of pages in the catalog and the number 
of copies issued. There were 15,000 copies 
of this 2365 page catalog issued. It is a 
most complete volume well illustrated and 
arranged to save the time of the user. In 
the front of this book there are a few 
photos showing officers and employees of 
the company at work serving customers, 
also a complete index to aid those looking 
up special items. In addition to a very 
complete line of mill supplies the catalog 
features paint, household electrical apph- 
ances, tools, etc. 





E. R. Masback Will Address 
Jersey Shore Dealers 


E. R. Masback, president, Masback 
Hardware Co., New York City, hardware 
jobbers, will address the next meeting of 
the Jersey Shore Hardware Dealers’ Asso- 
ciation, to be held at Highlands, N. J., on 
Thursday, April 21. Chris Snyder, Snyder 
& Robbins, Inc., Asbury Park, N. J., is 
president of the organization. 
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Lady Dover Bows to Broadway 


President of Dover Manufacturing Company Celebrates Installaticn of 
Huge Eleciric Sign on New York’s White Way 


Back in the days when the old “Potts” 
sad iron was the only utensil used for 
ironing clothes, C. T. Johnson Vea, Pres- 
lent of the Dover Mfg. Co., started his 
sad iron factory at Dover, Ohio. 


At that time the sad iron market was 


in a deplorable condition. Competition was 
rife, quality was being sacrificed to price; 
no one was making any profit on sad 
irons, which had reached a point where 
they were being sold by weight, like so 
much pig iron. 

The home folks tried their best to dis- 
courage Mr. Vea. They cited the obstacles 
in the pathway of even a mediocre suc- 
cess, but Vea likes obstacles. They only 
spurred his ambition. And so he started 
making sad irons, better sad irons, to be 
sold at a reasonable price and carrying 
a reasonable profit to all who distributed 
or sold them. The market grew and 
soon he was an acknowledged leader in 
the sad iron game. 

Then, as Mr. Vea says, women changed 
their minds. They wanted self heating 
irons, and the result was the gas iron 
Vea changed his methods to conform 
with the trend, and held his position im 
the iron field. 

Again, women changed their 
With the advent of things electrical, they 
demanded a bright, clean, handy electri- 
cally heated tool, and as usual when 
women make a demand, they won 


minds. 


Case, 


his methods and machinery to meet the 
changing conditions, and continued to 
vrow with the trend. 

Thursday evening, March 31, 1927, Mr. 
Vea, assisted by members of his organ- 
ization. including his two sons, and his 
sales manager, P. O. Wilson, celebrated the 
lighting of the huge electric sign which 
heralded the advent of the Lady Dover 


Indianapolis Conducts Clean Up 
Campaign 
The National Clean Up and Paint Up 


Campaign Bureau, 243 West Thirty-ninth 


! 


| Way. 


their | 


Once more the sad iron man chaiuyed | 
| gave the 


| total of 5285 electric lamps. It 
| first electric sign of this 
i 


Street, New York City, have received a | 


a new folder issued by the De- 
partment of Public Health Charities for 
the Indianapolis Clean Up, Campaign, 
stressing the necessity of pairt. 


copy of 


“In keeping with past practices,” states | 


the bulletin, “the Junior Chamber of Com- 


and plans for a clean up, paint and screen 
up campaign in Indianapolis. 

“To acquire the practice of well recog- 
nized sanitary measures is insurance 
against preventable disease and is con- 
ducive to good health. Every citizen 
should cooperate in making the Clean Up 
Campaign a success. A neat appearing 


and clean city is evidence of the right kind 
of Civic pride.” 
Citizens of the ‘city were further urged 


| 


Electric Iron and the Lady Dover Electric 
Percolator, in the white lights of Broad- 
Among his guests at the dinner, 
held at the Astor Hotel, New York, were 





Charles T. Johnson Vea 


prominent people in the electrical 
chandising and the hardware field. 
Designed to commemorate an event, the 
dinner early resolved itself into a medium 
tor felicitation of Mr. Vea. 
dealt with the integrity, the vision, the 
| ideals of the man. 
It was a very happy occasion, and at 
guests assembled on the 
\stor roof, while Mr. Vea_ personally 
signal which lighted the big 
electric sign in its conspicuous place on 
the greatest thoroughfare of the world. 
The sign which is located in the heart 
of New York’s retail district, is 44 feet 
high and 60 feet long, and carries a 
is the 
type devoted 


to the smaller electric appliances. 


its close the 


to make a sanitary survey of their homes, 
to clean up all waste and rubbish and to 
use plenty of paint. The health officials 
stated that germs do not grow on a clean 
painted surface. 


Chas. A. Moore Becomes Head 
of Manning, Maxwell & Moore 


Charles A. Moore, Jr., who has been for 
the last three years the vice-president of 


merce this year will carry out the program | Manning, Maxwell & Moore, Inc., N. Y., 
| was elected the president of the company 


to succeed John I. Schurch, who has been 
made chairman of the board. A graduate 
of Yale University in 1903, Mr. Moore, a 
son of one of the founders of the con- 
cern, immediately became associated with 
the company. He did not devote his en- 
tire time to the business until 1919. John 
D. Nicklis, manager of the railroad and 
mill department, has been made vice-presi- 
dent of the company. 
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Boosters Defeat Dealers 
at Bowling in N. Y. 


In the bowling contest between the 
N. Y. Hardware Boosters and the Man- 
hattan and Bronx Hardware & Supply 
Association, held Thursday, March 31, at 
the Caledonia Club, New York City, the 
Boosters team won two out of. three 
games. The Hardware Boosters team was 
comprised by C. E. Clint, chairman, U. S. 
Expansion Bolt Co.; Fred Hinchman, 
John Russell Cutlery Co.; L. H. Johnson, 
Masback Hardware Co.; Jim Bennett, 
Lockwood Co.; Fred Ritterbusch, Reading 
Knob Works, and Charles Golden, A. L. 
Swett Iron Works. 

The dealer’s team was Fred Hepp, C. H. 
Tilson, secretary; Adolph Bruhns, Fred 
Becky, A. C. Kleinhart, and C. A. Patter- 
son. G. Duncan MacLeod as master of 
ceremonies. 

A return match will be played April 22, 


_at the Park Row Alleys, Park ROW, New 


| York City. 


mer- | 
that appears to be well adapted for win- 


Window Display Helps 
For Dealer’s Use 
A striking little cut-out figure bearing 


the insignia of the Crescent Tool Co., 
Jamestown, N. Y., has been announced, 


_dow display material for the dealer’s use. 


Each speaker | 


| 
| 


The figure of a mechanic in blue overalls 
is about 514 in. in height, printed in the 
colors of blue, white and red. It is 


equipped with an easel back notched to 


receive a tool which when placed correctly, 
appears to be thrown over the shoulder of 
the caricature of a mechanic. Those de- 
siring the figures can receive same by ap- 
plication through the mail. 


Seattle Hardware Merchant 
Moves to Larger 
Quarters 


John Campbell, president of the Camp- 
bell Hardware Co., Seattle, Wash., has 
purchased the Whiton Hardware Co. 
Building at First Avenue and Yesler Way, 
108-110 First Avenue South. The firm 
now quartered at First Avenue and Madi- 
son Street will move shortly to its new 
home, which is well adapted to the hard- 
ware business, both by its construction and 
layout of the interior, and its strategic lo- 
cation. 


Since the Whiton Hardware Co. went 


_ out of business the Campbell company has 





built up a large wholesale business special- 
izing in marine supples, machinists’ and 
carpenters’ tools, building hardware and 
other kindred lines. It was founded in 
1890 by John Campbell, as a small marine 
hardware company on Colman Dock. His 
business grew so rapidly that a move to 
the present location at First Avenue and 
Madison Street was made necessary. The 
firm occupies there 20,000 square feet of 
floor space, which will be practically dou- 
bled when moving arrangements will have 
been completed. Mr. Campbell’s son, Wal- 
lace Campbell, is manager of the business. 
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John C. Campbell Celebrates 
Fiftieth Year in Same 
Business 


On April 2, 1927, John C. Campbell, 
president of the Newark Wire Cloth Co. 
ot Newark, N. J., completed his fiftieth 
consecutive year as a manufacturer of 
wire cloth. Sixteen of the fifty years 
have been spent with the present concern, 
eight years with his former company and 
the rest of his time devoted to his trade. 





John C. Campbell 


As a great number of prominent indus- 
tries of today, the Newark Wire Cloth 
Co., when first organized by Mr. Campbell, 
was small. However, reared in the busi- 
ness and in his youth being under skilled 
tutelage of wire makers, he soon became 
known for the quality of his wire cloth. 

Operations in his first factory started 
with three hand looms, which presently 
gave way to new and improved automatic 
machinery. Growth through the succeed. 
ing years made expansion necessary and 
in 1923 the plant occupied seven buildings. 
Not long after that officials of the com- 
pany bought the Mors: & Whyte Co. of 
Cambridge, Mass., an. old established wire 
cloth manufacturer, and at the same time 
bought a large new building on Verona 
Avenue in Newark to house under one roof 
the entire equipment of the two plants. 

One of the reasons for Mr. Campbell’s 
success can be traced to his alertness in 
appreciating the value of new develop- 
ments. 

Mr. Campbell has been quite active in 
politics. 


April Is “Percolator Month” 
In Electrical Sales Company 


The month of April has been desig- 
nated by the electrical industry of the 
country as PERCOLATOR MONTH. 
This is in line with the proved plan used 
from time to time, in the past, of setting 
aside a specific month for the promotion 
of one particular device. For instance, in 
February waffle irons were featured. The 
manufacturers of waffle irons advertised 
in national magazines, and at the same 
time retailers were requested to promote 
waffle irons locally. Statistics indicate a 
remarkable gain in sales, and in the Pitts- 
burgh district more waffle irons were sold 


during February, 1927, than during the | 
_ of pump oilers, one-gallon jugs and electric 


whole year 1926. 


In view of the fact that the expense | 
4 
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Ford Commissaries Closed to Public 


Michigan Retailers Hold Successful Protest Meeting 


representing 
the recently 
Merchants’ 
on April 4 
and cheered 
N. Staples, 
Motor Co.’s 
it was the 


Several hundred people, 
more than 3000 members of 
organized Michigan Retail 
Association, Detroit, Mich., 
threw their hats in the air 
themselves hoarse when G. 
general manager of the Ford 
commissaries, announced that 
intention of Henry Ford to close the com- 
missaries to the general public at once. 

It will be remembered that Henry Ford 
had opened his commissaries to the public, 
offering foodstuffs at prices too low to 
permit competing retailers a _ legitimate 
profit. Had his ideas on that subject con- 
tinued, it was believed that it would have 
brought to Detroit alone a loss of more 
than $1,000,000 in property values. 

The meeting that night 
mination of a series of events that 
been going on for some time in Detroit. 
Some of it had appeared on the surface, 
some of it as an undercurrent for many 
months, ever since the Ford commissaries 
were opened to the public. There had been 
threats of a boycott of Ford and his cars, 
of wholesalers who used Ford cars in de- 
liveries, of all who did not actively oppose 
the Ford selling scheme. 


cul- 
had 


was the 


The meeting opened that night with a 
bitter assault on Ford by members of the 
association, including David A. Brown, 
acting chairman of the meeting, and by 
FE. F. Padberg, secretary of the Missouri 


of the advertising and other promotional 
work is to be borne by the power com- 
panies anxious to increase the use of elec- 
tricity during the daytime, the plan would 
appear to be one in which hardware re- 
tailers have merely to put forth a little 
extra sales effort as their contribution to 
the campaign. 


Flashlight Makers Invited 
to Conference 


Committee on Metals 


ot 


The National 
Utilization, Department 


tributers and users of flashlight cases to 


a general conference in Washington on | 
| velopment 


April 27 to consider recommendations for 
reducing the number of sizes, types and 
finishes of this product. 


New Factory Completed for 
Cannon Oiler Company 


The factory of the Cannon Oiler Co., | 


Keithsburg, Ill., which was completely de- 
stroyed by fire December 18, last, has been 


Commerce,|-. .. , Rresealsrei a he 
has sent out invitations to producers. dis- | of practical and experienced traders on the 
7 . p “7 


Retail Merchants’ Association, who di 
vulged the correspondence he had 
IE. G. Liebold, general secretary to Henry 
Ford, which set forth the automobile king’s 
philosophy of retail grocery selling. Both 


his figures and plans were given. 


with 


According to the written statement ot 
Liebold, Henry Ford made $400,000 profit 
that year, about 34% per cent on his in 
vestment. He stated that Ford sold $12, 
000,000 ot such supplies to his employees, 
saving, individually, them from $500 to 
$600 a vear. It was his intention, stated 
another one of his letters, that the tacili 
ties of the store was to be extended to the 
general public, intending to about 
$50,000,000 to $60,000,000 of commodities 
per year. 

Ford states “that the extent of a 
chant’s success cannot be measured by his 
profits, but wholly upon the extent to 
which he can save the people, which is 
and will be the only attraction to the buy 
ing public; no association, combination, © 
other organized group can long exist to! 
the protection of its members by maintain 
prices among a_ greater 


sell 


met 


ing commodity 
number of persons than are necessary 
the distribution of products required in our 


113 


daily life.” 


It was announced later by Staples, th 


Ford commissary manager, that the com- 
missaries would be, as heretofore, exclu 
sively for all Ford emplovees. 


Foreign Trade Convention in 


Detroit May 25-27 
The fourteenth national foreign trade 
convention will be held in Detroit, Mich., 


on May 25, 26 and 27. A call for the con- 
vention, issued by the chairman, James A. 


Farrell of the United States Steel Cor- 
poration, states that the object is “to 
afford opportunity tor thoughtful ex- 
amination of the present condition and 


_future possibilities of our foreign trade; 


to stimulate cooperation in the best use of 
our resources, and to secure the judgment 


problems that confront us.” 
All Americans concerned 
of foreign trade 


de- 
fac- 


the 
a 


in 
as 


_tor in national prosperity, whether in agri- 


culture, commerce, education, industry, 
finance or transportation, all chambers of 


commerce, boards of trade, national and 


State associations, and other industrial and 


rebuilt of concrete 104 by 137 ft. in size | 


and will be utilized for the manufacture 


corn poppers. 


_convention will be held, is O. K. 
| 1 Hanover Square, New York, N. Y., from 
| whom 


' commercial organizations, as well as firms 


and individuals, are invited to participate. 
\ full opportunity will be afforded for 
free discussion from the floor. The sec- 
retary of the National Foreign Trade 
Council, under the auspices of which the 
Davis, 
be secured. 


further details mav 
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New Bench Tool for Weed 
Chains Designed 


Of interest to the hardware trade will be 
the new bench tool designed for Weed 
chain repair and cross link replacement 
that has recently been put out by the 
American Chain Co., Bridgeport, Conn. 














As can be seen from the illustration, the 
new tool opens and closes the hooks, 
either by means of the opening jaws, 
which are shown in the line-drawing in- 
sert, or the “closing cam” that operates on 
its base. The Weed chain repair tool 1s 
foot operated, leaving both hands free for 
the handling of the chains. 

The new tool will, according to the 
manufacturer, enable accessory dealers to 
give “while you wait” service on Weed 
chains. 


Rie-Nie Auto Polish 


The Durkee-Atwood Co., manufacturer 
of polishes and equipment, Minneapolis, 
Minn., has recently brought 
out and is marketing through 
regular channels of distribu- 
tion what has been desig- 
nated to the trade as Rie- 
Nie Auto Polish, a scientific 
compound especially de- 
signed to thoroughly clean 

peu 0 ma! § and polish enamel, Duco 

ae Paint, varnish and _ other 
races lacquer surfaces. 

‘inal A special feature of this 
es «= new product is that it leaves 
no dust-catching surface, 
according to the manufacturer. It is fur- 
nished in a neat, round container bottle, 
with screw top, with full directions for 
using. 








Corduroy “Stage” Tire 


The Corduroy Tire Co., Grand Rapids, 
Mich., has recently placed on the market 
what has been designated to the trade as 
its “Stage” tire, especially designed for 
heavy trucking service and the fast rolling 
wheels of high-speed buses. It is avail- 
able in most all of the larger truck and 
bus sizes. 
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In addition to the special construction 
features of this new tire, it has a highly 
hinged, small-block tread design, which, ac- 
cording to the manufacturer, practically 
eliminates separation. 





Side Awning Comfort 


Motorists riding through the hot sum- 
mer days are being thoughtfully taken care 
of by a new awning device put out by the 
Frank Rose Mfg. Co., Hastings, Neb. 
According to the claims of the manufac- 
turer, no more will the summer motorist 
be identified by the one side of his face 
and one arm being burnt to a crisp. 





























The awnings vary for windows from 
12 to 36 in. in size. The width of 
awning is 934 in. and with an additional 
fringe of 2 in. Furnished in stripes of 
brown and white or green and _ white. 
A 5/16 in. steel rod forms the bottom 
and ands of the awning. A sliding snap 
fastener adjusts the fabric, so as to re- 
move wrinkles. 





Apco Magnetic Trouble Lamp 


Making repairs to one’s car at night 
on a lonely road and trying to work with 
one hand and the other holding a trouble 
light has been the bane of many a motor- 
ist. The Apco Mfg. Co., Providence, 
R. I., recognizing the automobjlist’s need, 
has perfected a compact trouble lamp with 





a magnetic base. After being hooked up 
with the lighting system and the current 
turned on, the device can be attached to 
any metal part of the car, allowing the 
hands free to work with. 

Another use for this accessory, accord- 
ing to the manufacturer, is in case of the 
regular tail-light failing to work the lamp 
can be inserted with a red jeweled lens 
that is furnished with the device, into 
place, making it make contact with the 
license plate, and it will stick over the 
bumpiest of bumps. 

Ten feet of cord is furnished with the 
accessory. 
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New Sparton Chime Horn 


Blowing your horn to reach some 4000 
miles is some stunt for any kind of horn. 
But in this day of modern miracles, every- 
thing is possible. The Sparks-Withing- 
ton Co., Jackson, Mich., introducing the 
new Sparton Chime Horn, blew it in Jack- 
son and was heard in London for the 
benefit of the Graham Amplion, Ltd., the 
company’s representative, thanks to the 
radio telephone. 

The manufacturers of the Sparton 
Chime Horn have incorporated into the 
horn a two tone chime which the makers 
declare is distinctly different in sound and 
cadence from any of its previous products. 








Self-Locking Chain Hook 


International Chain and Manufacturing 
Co., 1015 Chestnut Street, Philadelphia, 
Pa., have placed on their list of auto- 
mobile accessories a new strong, self-lock- 





ing connecting hook for automobile tire 
chains, which, they say, makes it impossi- 
ble to lose them. 





New Globe Tool Boxes 

The Globe Machine & Stamping Co., 
1200-1250 West Seventy-sixth St., Cleve- 
land, Ohio, has placed on the market 
what has been designated to the trade as 
Globe Tool Boxes, designed to fit flush 
with automobile fenders on the running 
board. 

These boxes will hold most everything 
needed for repair of an automobile and 
are made in fine steel in black japan finish. 
Aluminum mats greatly enhance their ap- 





pearance. They are wood lined to elim- 
inate rattles. A tray holds various odds 
and ends and each box is equipped with a 
nickel-plated Yale lock. 

They are available in two sizes, No. 222 
which is 22 in. in length at the top and 





No. 444, which is 23% in. in length. 
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Mansfield Truck Cord Tire 


A new type of truck tire has recently 
been brought out and placed on the market 
by The Mansfield Tire & Rubber Co., 





manufacturer of auto tires and _ tubes, 
Mansfield, Ohio, designated to the trade 
as the Mansfield Truck Cord. (See illus- 
tration herewith. ) 

This new truck tire is especially de- 
signed for heavy trucking service and is 
available in all of the popular larger sizes 
for trucks. 

It is a tire of the pneumatic type and 
comprises many exclusive Mansfield fea- 
tures in construction. 


Armstrong Vanadium Wrench 


* Set 


The Armstrong Brothers Tool Co., 317- 
357 North Francisco Ave., Chicago, IIl., 
has: placed on the market a Vanadium 
super quality wrench set, designated as Set 


ARMSTRONG 
VANADIUM 
Urop-l-orged Wrenches 
Armstrong Gros Tool Ca 





No. 26. It is made up of six Armstrong- | 
Vanadium wrenches in a fine leatherette | 
roll. 


The set combines openings for five U. S. 
standard nuts, eight S. A. E. nuts and | 
eight hexagonal cap screws. Openings | 
are ths to 1 in. by 16ths. 

The wrenches are drop forged from 
special chrome-vanadium steel, heat treated 
and finished in nickel over copper. Deep 
set jaws are thin and narrow. 


Standardized Storage Battery 


A high grade automobile storage bat- 
tery standardized to fit a number of popu- 
lar cars has been recently put on the mar- 





| them easy to put on and take off. 
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ket by the Simplex Tire & Rubber Co., 
Chicago, Ill. The Hot Spark Storage 
Battery is contained in a one-piece vul- 
canoid case, which is leak proof and non- 
breakable. An acid tight construction 
adds materially to the life of the battery. 
Plates and separators are according to 
the manufacturer, of the highest grade 
material and are guaranteed for two years. 





In its folder, the company states its bat- 
tery line has proved to be very popular 
with the trade, due to the fact that it 
permits a reduction in stock of batteries 





necessary to fit the many cars on the 
market. 
“Made-to-Order” Seat Covers 


A factor made to appeal especially to 
the motorist who desires to have a high 
resale value on his car, is a set of ‘““Made- 
to-Order” seat covers that has _ recently 
been introduced by the Brazil Rubber Co., 
Michigan Ave. and Twenty-first St., Chi- 
cago, Ill. Made of extra serviceable, well 


nN SN | nT To 
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striped special seat covering material, 
every set, according to the manufacturer, 
has been carefully designed and cut to fit 
any type of car. All wearing edges are 
reinforced with Spanish art leather, the 
edges being turned under before stitching, 
to prevent raveling or fraying. A feature 
that the company is advertising the 
manner that the covers can be han- 

Glove type snap fasteners make 
A spe- 












1S 
easy 


dled. 


cial circular describing the covers for any 





type of car can be secured on application. 





New Tool Steel Wrench for 
Automobile Use 


The Diamond Calk Horseshoe Com- 
pany, Duluth, Minn., 








is putting on the) 


market a new open end and socket wrench | 


designed especially for use on Fords and 
Fordsons. The special feature of 
wrench is the fact that, 
wrenches manufactured by this company, 
it is drop forged from a high grade tool 
steel very carefully hardened to uniform 
strength and oil tempered. The makers 
claim that the material used in this wrench 
gives it a very hard, tough jaw, superior 


this | 
like the other | 


| 
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to an ordinary wrench. It is designed 
especially for use in garages and machine 
shops where the service is heavy, hard and 
continuous. The openings in the wrench 
are %-in. open end and %-in. and %-in. 
socket. 


Defiance Cigar Lighter 


The Cuno Engineering Corporation, 
manufacturer of electrical automotive 
equipment, Meriden, Conn., has placed on 
the market what has been designated to 
the trade as the Defiance Cigar Lighter, 
Model 1600. According to the manufac- 
turer one of the outstanding features of 
this new lighter is the ease with which it 
can be attached by means of a single 
screw to either a wood or metal dash, 1 


tt 
a >} 
ww 





being necessary to drill but one %-in. 
hole at the lower part of the dash. 

The case is attractively finished in black 
enamel and the lighter head, with remov- 
able heating unit, is finished in heavy 
nickel. The item is furnished complete 


with 4% ft. cord. 


Dyneto Windshield Wiper 


The Owen-Dyneto Corporation, Syra- 
cuse, N. Y., is marketing the Dyneto Elec- 
tric Windshield Piper, a small, compact 
and neat device with tandem attachment 
for cleaning the windshield of an automo- 





bile. It operates from the battery, and 
according to the manufacturer consumes 
only one ampere, or about the same 


amount as a tail light. 

Lubrication is provided by wick oil and 
gears are, cut assuring free running and 
silence in operation. The wiper arm has 
a simple adjustment for proper tension on 











flexible 
and drags across the glass with a 
clean stroke. 

The Dyneto is available in several types 
for various models of motor cars. 


the glass. The blade is of light, 


rubber 





New Catalog Issued by 


Leetonia Tool Company 


A new catalog, designated as No. 427, 
is being distributed to the trade by the 
Leetonia Tool Company, Leetonia, Ohio. 
It contains 16 pages and covers, and is 
fully descriptive and illustrative of the 
company’s line of scaling hammers, chisels, 
calking tools, wrecking bars, fire tools and 
hardware specialties. 
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President Coolidge and Secretary Hoover to Speak at 
Annual Meeting of U. S. Chamber of Commerce 


WASHINGTON BuREAU oF HARDWARE AGE | 


ITH the subject, “The New Era,” 

to be the major topic, the Chamber 

ot Commerce of the United States 
will hold its fifteenth annual meeting in 
Washington on May 2 to 5 and will be 
addressed by a distinguished list of speak- 
ers, including President Coolidge and Sec- 
retary of Commerce Hoover. The impor- 
tant economic changes that have taken 
place in the business life of the nation 
during the past few years are of such 
a vital character that it was the opinion 
of the Chamber that they require more 
discussion than has been given to them and 
should be a source of increased publicity. 
The speech of the President will be de- 
livered before a joint meeting of the 
National Chamber and the Pan-American 
Commercial Conference: The latter con- 
ference will be attended by representatives 


from the Latin-American countries and 


will be held in Washington during the 
week of the meeting of the National 
Chamber. 


Hardly any interest, financial, commer- 
cial, business or agricultural, in the United 
States but what will be represented at the 
Chamber meeting. A clear-cut cross sec- 
tion of the condition of the country will 
be presented, affording a broad background 
to the business and economic fabric of the 
country as it exists and may be expected 
to become. The Chamber classes the meet- 
ing as one of the most important ever 
called. American business sweeping for- 
ward under the play of new economic 
forces, it was pointed out by the Cham- 
ber, finds it more necessary than ever to 
look into the future. 

“The New Business Era demands the 
careful weighing of many problems,” said 
a statement issued by the Chamber. “It 
calls for study of complicated relation- 
ships. Trades and industries are entering 
new fields. Business units and conditions 
are changing. New points of contact with 
government and within commerce and in- 
dustry are being developed. 

“Business is achieving so many new 
things, even the best observers cannot keep 
abreast of them all. Industries are chang- 
ing with new inventions and the applica- 
tion of new methods. Selling goods at 
home and abroad is bringing out new fea- 
tures of distribution. 

“The annual meeting of the National 
Chamber will survey economic trends with 
the purpose of determining their meaning, 
with the hope of throwing light into the 
future. Leading business men will bring 
forward new problems within their indus- 
tries. Newly arising questions that are 
bothering large sections of the country 
will be discussed. 

“This meeting will bring to bear on our 
national economic problems the best busi- 
ness thought of America. From it will 


come a program setting up principles to 
serve as guideposts for the future.” 





growing more so. 


Tax returns as an index to business con- 
dition always are interesting. They are 
For instance, prelimi- 
nary returns as given out by the Treasury 
Department show that for the income year 
1925, 0.29 of 1 per cent of the population 
pay over 95 per cent of the individual 
income tax; 17 per cent pay less than 
5 per cent of the tax, and the remaining 
82 per cent pay no income tax. It is a 


_ question as to which is the more interest- 





but 16.5 per cent. 


ing: The 0.29 per cent or the 82 per cent. 





porate industry was indicated by the re- 
ports of 169,917 concerns reporting no net 
income, their combined deficits being less 


than for any year since 1919. The 1925 


preliminary report embraces 244,544 cor- 
porations returning net income. This is 
the largest number ever reporting net in- 
come, the net income for 1925 being re- 


turned at $9,036,680,163, which will be 


In 1924 the average rate of tax of those | 


reporting taxable income during the pre- 
liminary period was 3.80 per cent, while 
in 1925, in spite of the reductions in rates, 
the average increased to 4.30 per cent. 
This was due to the elimination of 
2,000,000 of the smaller taxpayers. On 
1925 income the average rate upon those 
returning net income of from $1,000 to 
$2,000 was less than 0.25 of 1 per cent; 
upon those returning net income from 
$3,000 to $5,000, 0.34 of 1 per cent; and 
upon those returning net income of from 
$5,000 to $10,000, 0.58 of 1 per cent. Col- 
lections during March, 1927, from income 
taxes amounted to $516,534,789.55, as com- 
pared with $499,628,780.29 of income taxes 
collected in March, 1926, or an increase 
of about $17,000,000. Approximately 50 
per cent of the taxes was returned by 
those with net incomes in excess of $95,- 
000; about 48.5 per cent, or $358,400,000, 
was returned by those with net incomes in 
excess Of $100,000. In other words, 10,000 
persons paid as much in taxes as did the 
2,337,000 other individuals who made tax- 
able returns. Study of the sources of in- 
come clearly shows that the principal tax 
reduction effected in the act of 1926 was 
in incomes from wages and salaries. Al- 
though the entire income of people in 1925 
was greater than in 1924, the total return 
of income for tax purposes was $4,500,- 
000,000 less, due largely to the entire ex- 
emption from income tax of over 40 per 
cent of the income taxpayers. Wages and 
salaries returned in 1925 were $4,400,- 
000,000 less; the returns from business 
and partnerships about $970,000,000 less; 
from rents and royalties over $185,000,000 
less; from interest and investments over 
$485,000,000 less. On the other hand, in- 
come derived from the sale of property 
of all kinds increased $860,000,000; from 
capital gains, $549,000,000, and from divi- 
dends over $164,000,000. There were im- 
portant increases in the number of tax- 
payers reporting incomes in the higher 
brackets for 1926, as well as an actual 
increase in the tax paid by groups. Thus, 
the number of returns of income in ex- 
cess of $100,000 increased 68 per cent; in 
excess of $300,000, 104 per cent, and in 
excess of $1,000,000, over 179 per cent. 
On the other hand, the number of returns 
of income in excess of $25,000 increased 
only 31.5 per cent, and in excess of $5,000 
The prosperity of cor- 





probably appreciably increased by the full 
year’s return. 





Marked stimulation of business in the 
Eastern States during the next three 
months was indicated by trade reports 
from a majority of the principal indus- 
tries submitted at the fourteenth regular 
meeting of the Atlantic States Shippers’ 
Regional Advisory Board, held in Wash- 
ington on Tuesday of last week, with 600 
present. Committees from the board made 
reports for the many industries, basing 
the forecast for the second quarter of 1927 
on estimates as to what the actual freight 
car requirements of the industries in the 
Eastern States will be for that period. 
About one-half of the 40 industries re- 
ported an anticipated increase over the 
same period of 1926 of from 2.5 per cent 
to 25 per cent in their transportation re- 
quirements. These industries were the 
automotive parts and accessories; brass, 
copper and bronze; confectionery; crushed 
stone: canned goods; cordage; fertilizer ; 
textile; glass containers; machine and 
machinery; paper; lime and gypsum; 
leather: roofing material; rubber; tobacco 
and paint. Six industries, chemical, iron 
and steel, salt, slate, lumber and grain and 
grain products, estimated that their trans- 
portation requirements would be about the 
same as for the corresponding period last 
year. Secretary Hoover told the meeting 
that “The work of our railway managers, 
and the results of ‘your cooperation, have 
brought about an industrial accomplish- 
ment such as I do not believe we have 
ever seen in our country in so short a 
period of time.” He declared that one 
of the reasons for the abundant capital 
in the United States today has been the 
enormous decreases in inventories because 
of the complete confidence of business and 
industry that, due to the splendid railroad 
service, they can receive supplies on de- 
mand. One of the reasons for the sta- 
bility in price levels, the Secretary pointed 
out, has been the fact that goods move 
quickly, and that there is not the stimulus 
to rising prices and pyramiding of orders 
that came about in the face of any sus- 
pension of ample transportation. 

“As our country grows in population 
and increases in the application of science 
and invention, and our economic life speeds 
up in its complexity, either we must de- 
pend upon the government to settle and 
solve problems and quarrels between our 
industries, or we must depend upon co- 
operation within industry itself,” he said. 
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GOLDEN BRONZE AS 
£9 ¢ AL FEET 


_ She Last Wor 


n Screen Clot 


VALUES 


LONG LIFE 
GREAT STRENGTH 
WILL NOT RUST 
DOES NOT CORRODE 
NO BULGING OR SAGGING 
a NOT AFFECTED BY GASES, 
LU ACIDS OR SALT AIR 
, UNEXCELLED BEAUTY 









These are the features that stamp Golden Rod 
Bronze Wire Screen Cloth as the last word in 
screen cloth values. 


If your customers have a preference for antique 
finish, we recommend ORIENTAL Antique 
Bronze. 

We also manufacture VULCAN Black Painted; 
APEX Electro-Zinc-Coated; NEPTUNE Bright 
Galvanized; CRESCENT Bright Copper; 
COLONIAL Antique Copper. 


Distributed by Jobbers 


lf your jobber cannot supply you, 
write us and we will give you the 
name of one who will. ’ 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 





General Sales Office: Factory: 
Old Col Building, H rer, Pa. 
“Golden Rod” Bronze is made Chicago. Iil. ’ x3 aan 


of 90% copper and 10% alloy. 
Its rich gold color rapidly turns 
a dark antique finish from 


weather exposure. 
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General Market News 
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Spring 


Weather Trend 


(,oods Demand Follows 


— Prices Firm 


Staple Hardware Reported Active 


is following closely the trend of the weather in all important 


[is tat for garden equipment and other strictly spring lines 


hardware markets. Western markets report greater ac- 
tivity in spring lines than those located in the East. The latter, 
however, are showing encouraging improvement. Staple lines have 
been in normal demand in practically all markets, so that current 
business volume averages favorably when compared with the same 


period of last year. 


Hardware prices show a strengthening tendency with a few im- 
portant advances such as in sash cord, steel and wrought geods. 
Collections are relatively slow, but will improve shortly it is believed. 

Both wholesale and retail stocks are apparently in a healthy con- 


dition, though in some spring lines 
shipment, suggesting lighter than 
lines. 


dealers are requesting immediate 
normal stock on those particular 


ee 





Farm Price Levels Show 
Slight Increase 


The general level of farm prices on 
Feb. 15, for the first time in five months 
increased over the preceding month, analy- 
sis by Department of Agriculture statis- 
ticians reveals. 

The increase of one point was from 126 
per cent of pre-war level on Jan. 15 to 
127 per cent on Feb. 15. All groups of 
agricultural commodities showed an in- 
crease except dairy and poultry products, 
which usually decline at this season of the 
year, and the unclassified groups. 

The increase in the farm price of cot- | 
ton and cottonseed from 85 to 94 per cent | 
of the pre-war level was more than offset | 
by the decline in egg prices from 172 to | 
135 per cent; a year ago the decline in 
egg prices was from 169 to 134 per cent. | 
All important agricultural products ad- | 
vanced in price except potatoes, butter, 
butterfat and eggs. 

or the first time in three years the 
prices of chickens failed to show an in- 
crease over the corresponding month of 
the year before. 





Crop Prospects Are Good in 
Northwest Area 


With every prospect for a better year, 
the Northwest is awaiting good road con- 
ditions for the opening of spring trade. 
The prospects for a good crop this year 
are favorable at present, considering the 
amount of moisture in the ground, and the 
crop is the prime factor in the prosperity 
of this section of the country. 





Prices are fairly steady at present. A 
change is being made in the prices on 


bolts, which will be included in next re- 


port. Solder is slightly lower. 
Collections reflect the general condition 
of waiting for spring trade to open up. 





U.S. Shipping Board Appeals 
for Support of Business 


Chairman T. V. O’Connor of the United 
States Shipping Board in a letter directed 
to American shippers has just made a di- 
rect appeal for support of American-flag 
vessels. The letter is being sent to several 
thousand merchants in various parts of 
the country. A number of replies indicat- 


ing willingness to cooperate have already 


been received. The letter is addressed, pri- 
marily, to importers because as purchasers 


they have the right to designate the man- 
ner in which their goods shall be shipped. 
lor many years it has been the practice | 
among foreign merchants and manufactur- | 


ers to support the ships of their respective 
nationalities in the manner proposed by 


Mr. O’Connor. The result is the American 


ship is ignored by these interests and un- 
fortunately the American businessman re- 
flects a sad lack of interest in the Ameri- 
can merchant marine either throught in- 
difference or an absolute lack of under- 
standing of its importance to American 
trade and the national defense. Mr. O’Con- 
nor, however, doggedly is fighting on 
for the American merchant marine. As 
he points out, the act of Congress 
makes it compulsory to maintain the fleet, 
whether privately or government-owned. 








Linseed Oil Demand Better; 
Prices Slightly Advaneed 


Demand for linseed oil continues to show 
improvement each day. Prices are firmer 
and oil stocks apparently are adequate. 
Since the middle of March card prices 
have steadily shown slight increases and 
are reported, April 4, as follows: In lots 
of less than 5 bbl., 11.5 cents per Ib.; in 
lots of 5 bbl. or more, 11.1 cents per Ib.; 
Calcutta linseed oil in bbl., 15.7 cents per 
lb. Extras are unchanged, as follows: 
Boiled oil is 4/10 cents extra per Ib., 
double boiled oil is 5/10 cents extra per 
lb., and oil in half bbl. lots, 7/10 cents 
extra per lb. Spot carlot prices on that 
date were 10.7 cents per Ib. 





U. S. Service Appliance Ex- 
ports Assuming Increas- 
ing Importance 


With exports of service appliances 
amounting to more than $6,860,000 in 1926, 
this type of equipment is assuming an 
ever-increasing importance in the Ameri- 
can foreign trade of automotive products, 
according to the Automotive Division of 
the Department of Commerce. The con- 
stant increase in the number of motor 
vehicles in circulation throughout the 
world is- resulting in greater demand for 
garage and shop equipment. The United 
States is supplying a large share of this 
demand, and the popularity of the Ameri- 
can-made service appliances is evidenced 
not only in countries where automobiles of 
American make predominate, but also in 
many European countries, where the local 
automobile industry is highly developed. 
The United Kingdom is the largest export 
market for American appliances, taking 
$2,168,000 in 1926. Exports to France last 
vear were valued at $648,800; to Canada, 
$475,000; to Australia, $439,000, and to 
Argentina, $396,000. 


Booklet on Foreign Markets 


for Plumbing Supplies, ete. 


An exceptionally well-prepared and in- 
formative trade inturmation bulletin, No. 
456, on “Foreign Markets for Plumbing 
Supplies,” has just been issued through 
the Iron and Steel Division, Department 
of Commerce, the author being J. Joseph 
Palmer, a member of the division staff. 
The bulletin consists of 75 pages and 
covers the markets of the world and the 
characteristics of each. One point brought 
out is that the fact that modern plumbing 
equipment is considered in the nature of 
a luxury rather than a necessity in many 
foreign countries has limited the sales of 
American sanitary devices abroad. 
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R-W Rapid Acting Vis 






Cc 





a 









~ a quarter turn and 


it slid 
| : ) 2 
Here is a patented vise that is a real 2 


time-saver. And it’s so simple! The 
moving jaw slides back and forth full 


: . " WM) —— ene 

length of the guide rod, without turn a 
ing, Readjustment to accommodate — 
articles of any size is made in a jiffy. The patented, two-piece, 
A simple quarter turn of the handle ee aiiiieenas 
re-engages the nut and gives a contin- - _ point. Nut is re- 

eased or engaged by a 
uous screw. quarter-turn of the handle. 

Send for the R-W Catalog 


ichards-Wilcox Mf 


“A Hanever' for any Door that Slides. 


(a 





New York - ° ° AURORA, ILLINOIS, U. S. A. e ° S Chicago 
Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 


LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE MADE 
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Chicago Conditions Are Very Good 
Although Hardware Sales Are Spotty 


(Chicago office of HARDWARB AGB) 


HILE farm activities are being hampered seriously in some 

sections by floods and excessive rains, in other sections farm 

work is fully two weeks ahead of the average. Naturally this 
condition is reflected in a continuation of irregular sales and hard- 
ware jobbers report that the total volume of orders being received 
is somewhat short of last year’s record. Sentiment, however, is 
distinctly one of confidence for the outlook for spring business. 

Building permits issued continue to run far ahead of last year and 
the fairly favorable weather has allowed actual construction work 
to progress very satisfactorily. As a result all kinds of materals 
are in heavy demand and prices are strong. 

Steel prices are taking on a firmer tone as the activities of the 
industry in the Chicago district continue to show a steady improve- 
ment. The mills are operating at as near full capacity as possible 
and production is the largest it has been in recent months. One 
mill reports that March production of pig iron was the largest in its 
history. Specifications by the railroads and automobile and imple- 
ment manufacturers are about 50 per cent greater than a month ago. 

Hardware prices are without major change this week, although 
the general trend is toward greater firmness. 





AUTOMOBILE ACCESSORIES.—The 


demand is steadily picking up as the 


weather becomes more settled. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, '45c. each; Champion Blue 
Box line, 53c. eac =: A. C. 53c. each; 


lots of 100, 50c.; A. C., Special Ford, 
S6c. each, 

Spot Light.—Appleton, No. 3280, 
$6.50 each, 


_Chains. —Non- = dozen pair lots, 
5 per cent discou 
” Jacks. —tietional Standard. No. 21, 
$1.30 each, 
Pumps. —Rose, 1% in. cylinder, 
$1.85 eac 
Tires and Tubes.—30 x 3% oversize 
cord tires, $8.75 each; regular cord 
$6.60 each; gray inner tubes, 30 x 3if° 
$1.30 each: red inner tubes, 30 x 3% 
$1.50 each. 
BASEBALL GOODS.—The extremely 
active demand continues and both 
manufacturers’ and jobbers’ stocks are 


being exhausted. 

We quote from jobbers’ stocks, 
f.o.b. hicago: Goldsmith Official 
League Balls, $15 dozen: Special 
Official League balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 

BOLTS AND NUTS.—tThere is a nor- 
mal volume of business at the new 


schedule of discounts. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts cut 
thread, 60 per cent discount: small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers’ 
prices are still unchanged following the 
recent advance by the manufacturers. 
There is a good demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.80 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2.62 
per dozen pair; heavy steel bevel in- 
side sets, $4.60 per dozen sets; steel 
bit-keyed front door sets, $1.35 per 
set; wrought brass-bit-key front 
door sets, $2.40 per set; cylinder 
front door sets, $5.50 per set. 


FIELD FENCE.—Sales are the best at 
this season. Prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-14%, $48.98 per 100 rods. 

FISHING TACKLE.—With the closer 
approach of the fishing season, the de- 
mand is increasingly active. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding foal. 
a each; Symploreel No. 752, $4.90 
each. . 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The demand is normally good 
and prices are unchanged. 


We nal from jobbers’ stocks, 
f.o.b. olded Garden hose, good 
quel, _ od hose, a -in., lle., per 
%-in., %c, per ft. 
quality, 2 ee 1%4-in., Sc per st. 
%-in., 9%c. per ft. Lawn Sprin- 
klers, Rain King, $28 a doz.; original 
fountain sprinklers, $6 doz. 


PAINTS AND OILS.—Sales are active 
and prices firm but unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Linseed Oil.—Raw, barrel lots, atc. 
per gal.; 5-barrel lots, 87c. per gal. 

Linseed Oll.—B oiled, barrel lots, 
— per gal.; 5-barrel lots, 90c. per 


cated Aicohol. — Barrel lots, 
42c. per gal.; steel drums extra, $6 
returnable, 

Turpentine.—Drum lots, 87c. 

White Lead.—500-lb. lots, $13.73 per 
100 lb., net; 100-Ib. lots, $14; 50-Ib. 
lots, $7.25; 25-lb. lots, $3.65; 12%4-lb. 
lots, $1.85. 

Shellac.—(414- lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
_ Paste.—Barrel lots, 7%ec. per 


SCREEN DOORS AND WINDOW 
SCREENS.—Orders received are show- 
ing a good volume. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; No. 311, 2-8 x 6-8 
$27.20 doz. Window screens, No. 
1833, $4.05 doz.; No. 2433, $4.75 doz. 


SCREWS.—There is a good demand 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . 0bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent: 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 


WIRE PRODUCTS.—There is a steady 
seasonal increase in the demand. 
Manufacturers state that present prices 
are without profit to the producers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ihb.: 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.: 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence _ staples, 
$3.40 per 100 Ib. 





wall and boy scout tents. 


ETC. 





TENTS—prices are approximately 10 per cent lower 
than last season on all kinds of auto toruist, 


CLOUT NAILS, CARPET TACKS, UPHOLSTER- 
ERS’ TACKS, DOUBLE POINTED TACKS, 


Additional Price Changes Announced by Chicago Jobbers 


Various manufacturers have announced addi- 
tional discounts ranging from 5 to 10 per cent 
and jobbers have followed with a like discount. 
It is predicted that this situation, however, is 
only temporary and prices may be expected to go 
back to the former level shortly. 
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Satisfaction assured 


Eveready-Mazda Automobile 
Lamp Display and Stock 
Cabinet No. 1730 


Get this counter cabinet. Upper 
section displays 100 assorted 
ee. Lower compartment 
stocks 120 lamps in cartons. 
The most compact, protected 
manner of both stocking and 
displaying lamps. Salesman and 
stock clerk in one. Write us 
for full information. 
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EVEREADY-MAZDA Automobile Lamps give the 
same satisfaction as the popular Eveready Flash- 
lights and Radio Batteries. Point out the names 
Eveready and Mazda and the sale is made. Eveready 
and Mazda are the two names that mean the most to 
the public in illumination. They are your assurance 
of quick, profitable lamp sales, and the user’s guar- 
antee of getting a lamp that is as good as lamps 
can be made. Order from your jobber. 


NATIONAL CARBON COMPANY, INc. 


New York San Francisco 


Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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Spring Goods More Active— 
Staple Lines Demand Good— 
New York Collections Slow 


HE demand for seasonal hardware in the New York wholesale 


hardware market is following the trend of the weather. 


On fine, 


warm days the jobbers report a quick reaction in the form of 


increased sales of garden equipment. 


At the present time the volume 


on this class of merchandise is very satisfactory, though there was a 


lull during the recent cold spell. 


Staple lines have been moving very steadily in this section, with 
prices firm throughout the city. Steel and wrought goods were recently 


advanced 10 per cent, and sash cord is higher. 
are apparently adequate in all lines. 


Local wholesale stocks 


Collections have been poor the last ten days, and there is some rumor 
that credit lines are being more closely drawn by local distributers. 





Bolt Demand Is Normal; 
New Prices in Effect 


As reported last week, New York 
hardware jobbers are quoting revised 
discounts applying to the new lists on 
bolts and nuts. Both lists and dis- 
counts became effective April 1. A 
normal demand is reported, and local 
stocks are apparently ample. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Axe Prices for Fall Same as 
Last Year 


Axe prices for fall delivery have 
been announced in New York. They 
are the same as last year. Local job- 
bers are offering a concession of 50c. 
per doz. on all orders placed on or be- 
fore June 1, 1927. 


Sash Cord Is Higher; Demand 
Very Good 


The recent advance in sash cord has 
been made effective in prices quoted to 
dealers by New York wholesalers. A 
very steady and satisfactory demand 
continues, and local stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW os 

Sash cord, Samson Spot No. 72c.; 
Aetna, No. 8, 25%c., and F emalt No. 


8, 33 ec. 
No. 7 ‘is le. higher, and No. 6 is 3c. 


higher on all brands. 


Steel Butts Are Higher; 
Demand Is Fairly Active 





There is a fairly active demand for 
steel butts in the New York wholesale 
hardware market. The recent advance 
of 10 per cent on steel wrought goods 





is becoming effective steadily, and it is 
believed that case lot prices on 3% x 
3% steel butts will be approximately 
17%%e. 


Battery Demand Very Good; 
Say New York Jobbers 


Batteries for radio and ignition use 
have been particularly active. Prices 
are very firm, and local stocks are ap- 
parently adequate. Local distributers 
predict a heavy continued demand for 
batteries. 


CURRENT PRICES TO RETAIL- 
ERS, F.O.B. NEW YORK, ARE: 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35c. each. 

B batteries, No. 767, $2.62 each; in 
units of 5, 2.44 each; No, 772 
(vertical type) $2.62 each; in units 
of 5, $2.44 each; heavy duty vertical 
type, No. 770, $3. 40 each; in units of 
5, $3.17 each. 


Varying Price Reported for 
Nails in N. Y. — 


Though the announced price on wire 
nails is $3.35 per keg, base, there is 
considerable rumor that this price is 
being shaded 10c. per keg in many 
parts of the city. Local stocks are ap- 
parently satisfactory, and the demand 
is considered normal. 


Moderate Demand Reported 
for Screws; Prices Firm 


New York jobbers report a normal 
demand for screws and kindred staple 
lines. Prices are fairly uniform 
throughout the city, and stocks are 
considered satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, .B. NEW YORK: 

Screws, flat head, bright, 
20-10-10-10. 

Round head, blued, 72%-20-10-10-10. 

Round head, iron, nickel plated, 
65-20-10-10-10. 

Flat head, galvanized, 60-20-10-10-10 

Flat head, brass, 721%4-20-10-10-10. 

Round head, brass, 70-20-10-10-10. 

These discounts apply to standard 
screw lists. In package lots an extra 

10 is allowed. 


iron, 75- 
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Garden Goods Very Active; 
Prices Holding Firm 


‘New York jobbers report an increas- 
ing demand for all kinds of garden 
equipment. Lawn mowers have been 
exceptionally popular, and have’ been 
bought and reordered in large quanti- 
ties, even at this early date. There 
was a little lull in the demand of these 
spring goods during the recent unsea- 
sonable weather, but in the past few 
days definite improvement is noted, and 
the local wholesalers are very enthusi- 
astic about the volume in this class of 
merchandise. Stocks are apparently 
adequate for local needs, and prices 
are holding very firmly throughout the 
city. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 
Black finish, 7 in. steel blade, solid 


shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade bronze finish, 


80%c. each; and with 7 in. blade, 
bronze finish, 814%%c. each. 
Ladies’ garden hoes, 5 in. forged 


steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze _ socket 
shank, 44% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
a36 ft. handle (ash), 7 in. blade, 80c. 
each, 


Onion hoe, square top, polished 
forged steel blade, 7 x 1% in., bronze 
— 4% ft. handle, 80c. to 88c. 


eac 
Sten hoes are packed 12 in a 
bundle. 
Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and t. 
ash handle, 84%4c. each, 

Packed 6 in a bundle. 


Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each 

Hay forks are packed 12 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


in a 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.53% each, 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferruies, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2. 20 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each, 

Mortar hoes are packed 12 in a 
bundle. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.01 each. Same, with bent 
head, polished and —s finish, 4 
angular back tines, 94%c. each. 

These are packed 12 in a "Sunil. 
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Percolator Sets 


As illustrated, including sugar- 

owl, creamer, and tray, 
finished in attractive silvery 
Nickel—6 cup size $23.50—9 
cup size $25.00. Other sets 
range from $16.50 to $21.50. 
Percolator only, as illustrated, 
6 cup size $10.50—9 cup size 
$12.00. Plain, not panelled, 6 
cup size $9, 9 cup size $10.50. 


Electrical Industry Advertises 
Percolators in April— 


Cash in with Dover “No-Burn-Out” 


i has been designated as ““Percolator Month” by the Electrical Industry. 
All Dealers in electrical appliances, Dover and all other leading manu- 
facturers, will devote their advertising to the selling of electric percolators. 


The result of all this tremendous pressure will be 
a gratifying volume of business for you. Be sure 
you have an ample stock of Dover “No-Burn- 
Out” Percolators. For Dovers will lead the field. 





THE LADY DOVER DOVER DO-MAN-CO. 


With the Vea-““No-burn-out” 
element. Insured and guaran- 
teed. Nationally advertised 
—Price $7.50 with switch 
plug. $6.75 with plain plug. 


DOVER MANUFACTURING COMPANY of DOVER, OHIO 


The original “No- 
burn-out” electric iron. 
Guaranteed and insured, 
a big seller. Price $5. 
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Cincimnati Retailers Report Business 
Better Than Last Year—Prices Firm 


(Cincinnati Office of HARDWARE AGE) 


ALES made by Cincinnati hardware jobbing houses in the first 
three months of 1927 exceeded those in the same period last 
year, a showing which is particularly gratifying to the local 


trade. 


While the increase was not large, it was sufficient to prove 


to distributers that business is in a healthy condition. 
Reports from small cities and rural communities in this territory 


indicate that spring merchandise is selling well. 
re-orders already have been placed with jobbers. 


In some instances 
Such commodities 


as garden tools, seeds, poultry netting and shears have been moving 


in liberal volume. 


In builders’ hardware activities are slow in getting under way, 
and the same situation exists in eaves trough, conductor pipe and 


roofing material. 


With the opening of a clean-up and paint-up cam- 


paign throughout the city, paint products are in better demand. 


Prices in general are firm and sanchangg 


There is an impend- 


ing advance in certain items of builders’ hardware, butno announce- 


ment is forthcoming as yet. 


Manufacturers of bolts and nuts have 


revised their schedules, but to what extent this will be reflected in 
jobbers’ quotations is undetermined. 

Retailers state that business on seasorial goods has been fairly 
good and is better than that in 1926. 





AUTOMOBILE ACCESSORIES. — 
Business is about in the same volume 
as last year, and the betterment in the 


weather in the last ten days has opened | 


up buying to a more liberal extent. 
Prices are firm and unchanged. 


We quote from Cincinnati jobbers’ 
stocks 
Luggage Carriers.—Light weight, 
65c. each; 60c. in lots of 10; heavy 
weight, 80c. each; 75c. in lots of 10. 
Hight Lustre Automobile Polish.— 
%4-pt. size, $4 per doz.; 1-pt. size, 
$8 per doz.; 1-qt. size, $12 per doz. 
Ford Replacement ’Springs.—7- -leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each; 9-leaf front spring, 
$1.95 each; 9- leaf rear spring, $4.55 
each; 10-leaf rear spring, $4.90 each. 
Spark Plugs. — Special lot prices 
quoted herewith are good only until 





April 30; 50 A. C. plugs, $25.50; 30 
-. Sa plugs and 20 No. 1075, $22.30; 
100 A. C. plugs, $48; 70 A. C. plugs 
and 30 No. 1075, $43.80. 
BASEBALL GOODS.— Demand for) 


this item has increased substantially. 
Retailers are well stocked in anticipa- 
tion of a good trade. 


We quote from Cincinnati jobbers’ 
stocks: 

Balis.—No. 97, $15 per doz.; No. 99, 
$16.80 per doz.; ‘No 70, $7.80 per doz.; 


No. 47, $4 per doz.: No. 45, $2 per 
doz.; No. 17, $1.20 per doz.; No. 35, 
80c. per doz, 

Bats.—No. 02, $2 per doz.; No. 4, 


$3 per doz.; No. 8, $4 per doz.: No. 
9, $5.40 per doz.; No. 13, $7.20 per 
doz.; No. 16, $10.80 per doz.; No. 5, 
$12 per doz.; No. 40, $16.20 per doz.; 
No. 250, $21 per doz.; No. 40K, $21 
per doz. 

Basemen’s Mitts.— No. 145, $3.95 
each: No. 131, $2.25 each; No. 151, $2 
each; No. 123, $1.95 each; No. 110, 80c. 


each. 
Catchers’ Mitts.— No. 226, $4.90 
210, $4.60 each; No. 188, 


. 186, $1.95 each: No. 


Fielders’ fs) 
each; No. 44, $2.25 each: < 37, $1.85 
each; No. 34, $1.50 each: No. 19° $1.05 
each: No. 14, 67c. each; No. Dw, $4.35 
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form to the new schedule has not been | 


each; No. BL, $6.50 each; No. 73, $4 
each, No. 68, $3.33 each. 


BUILDERS’ HARDWARE.—Construc- 
tion work, especially residential build- 
ing, is somewhat slow in getting under 
way this spring. However, a definite 
improvement in business is expected 





this month. Prices probably will un- | 


dergo some changes soon. An advance 
of as high as $1.40 per doz. on inside 
sets is anticipated. 


We gene from Cincinnati jobbers’ 
stoc 

Hinges.- 
%5c. per doz. pair; 
$1 per doz. pair; 
$1.70 per doz. pair; 
hinges, 5-in., $1.10 
extra heavy Tee, 6-in. 
pair; extra heavy Tee, "8-in., 
doz. pair. 

Hasps.— Common hinges, 70 off; 
safety hasps, 3-in., 60c., single, per 
doz.; 4%-in., 80c.; 6-in., $1.40. 

Butts.—Steel, dull brass and an- 


-Heavy strap hinges, 5-in., 
heavy strap, 6-in., 
heavy strap, 8-in., 
extra heavy Tee 
per doz. pair; 

, $1.20 per doz. 
$2.20 per 


tique copper, case lots, 3% x 3%, 
l4c, per pair net; 4 x 4, 20%c. Less 
than case lots, 3 x 3%, 15c.; 4 x 4, 


Zic. 
Sash Weights.—Sash weights, $1.85. 
Inside Sets.—Square bevel inside 
sets in case lots, $4.10 per doz. 


BOLTS AND NUTS.—While manufac- 
turers recently announced a radical re- 
vision of prices, the policy to be taken 
by jobbers is not yet decided. Some 





commodities has been of considerable 
proportions. Retailers have been selling 
satisfactory quantities, and re-orders 
have been encouraging to the jobbing 


trade. 

We quote from Cincinnati jobbers’ 
stocks: 

Hoes.—lowa socket hoes, 6'%-in., 
$9.96 per doz.; Iowa cotton hoes, No. 
P6%, 4% in., $7.37 per doz.; Iowa 
planter hoes, No. P6%, 4% in., $7.95 
per doz.; lowa weeding hoes, No. 

$4.80 per doz. 

Rakes.—No. 14SM, a. 64 per doz.: 
No. 314 Iowa, $9.84 r doz.; special 
oo steel, 14- rhatith, $4, 50 per 
Oz 

Seno mO. JOW, $21.12 per doz.: 
I OHW, $19.80 per doz.; No. 

OLDSP, $10. 80 per doz. 


LAWN HOSE.—Shipments from local 
warehouses have been fairly heavy, 
and retailers state that consumers are 
beginning to’ make purchases for the 
spring and Summer seasons. 
We quote for 1927 delivery 
local jobbers’ stocks: 
Leader Hose.—t-in., $7.75 per 100 
ft.; Red Dandy, %-in., $11.50 per 100 


ft.; molded hose, %-in., on _ reels, 
$10.50 per 100 ft. 


LAWN MOWERS.—In this item also 
there has been a good trade. Retailers 
have sufficient stock to meet present 
needs, but indications are that a siza- 
ble volume of re-orders will materialize 


before the season is far advanced. 
We quote from Cincinnati jobbers’ 


from 


stocks: 
Be x Grade.—12-in., $5 each; 14- 
$5.20 each; 16-in., $5.50 each. 


"Ball Bearing. —14-in. medium grade, 
$8 each; 14-in. good grade, $9 each; 
14-in. best grade, $11 each; 16-in. 
medium grade, $8.25 each: 16-in. 
good grade, $9.35 each; 16-in. best 
grade, $11.50 each; 18-in. medium 
grade, $8.60 each; 18-in. good grade. 
9.75 each; 18-in. best grade, $12 
each. 
PAINT.—There has been an improve- 
ment in sales in the past two weeks, 
and the inauguration of the annual 
clean-up and paint-up campaign by the 
Chamber of Commerce will act as a 


stimulus to business. Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks: 
Ready mixed house paints, $2.75 
per gal.; linseed oil in single barrels, 


S4c. per gal.; turpentine in two-bar- 
rels lots, 78c. per gal.; white and red 
lead in 500-lb. kegs, 14%c. per Ib., 
less 10 per cent. 


SCREEN DOORS AND WINDOW 
_ SCREENS.—Retailers now have a lib- 
eral supply of merchandise in their 





local houses have enough material un- | 
der contract to supply their needs far | 


ahead, and whether the quotations to 


i 
' 


| 


the retail trade will be changed to con- | 


| determined. 





We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 


GARDEN TOOLS.—The call for these 








possession, and sales to the public are 
beginning to be of more liberal propor- 
tions. Prices are firm at the schedule 


given below. 

We quote from Cincinnati jobbers’ 
stocks: 

Screen Doors.—No. 241, $17.60 per 
doz.; No. 281, $18.65 per doz.; No. 314, 
$25 per doz.; No. 355, $34 per doz.: 
No. 315, $31.40 per doz.; No. 315 gal- 
vanized, $32 per doz. All of the above 
quotations are on the size 2-ft. 106- 
in. x 6-ft. 10-in. 


Window Screens.—No. 1833, $3.85 
per doz.; No. 1833 galvanized, $4 per 


doz.; No. 2433, $4.50 per doz.: No. 
2433 galvanized, $4.75 per doz.; No. 
3037, $6.20 per doz.; No. 3037. gal 
vanized, $6.55 per doz.: No. 18 steel 
screens, $4.85 per doz.; "No. 24A steel 
screens, $6.15 per doz. : No. 30, $7.65 
per doz.; No. 30A, $8.50 per doz. 
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Ohio Four Point Half Round Barbs ee Wheeling Four Point Round Barbs 
== Portsmouth Perfect Two Point Flat Barbs 


Crescent Special Two Point Round Barbs LS 74 


fs 
‘*From Mine to Market” 
STEEY 


Barbed Wire You Can Bank On! 


HEELING Barbed Wire is the result of 


Wheeling thoroughness in control of 





Scioto Regular Two Point Round Barbs 








every step in steel making, drawing, coating “i W Soe: G 
and finishing. This quality is noted in the full “ 

z 7 \ Strong, clean and up- 
gauged strands, the heavy, uniform coating of [BM standing nails of every 
pure zinc, the clean-cut barbs and the neatness type and size that make 

‘ . friends daily. Try them 
and convenience of the heavy wire reel. and build a profitable 
e ‘ ‘ ‘ nail business. Your job- 

Your trade will appreciate this “Mine to tte aii Rag 


Market” quality—NOW! Your jobber will 
supply it. 


WHEELING 


WHEELING STEEL CORPORATION 
WHEELING, W. VA. 
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Spring Road Conditions Retard Business 
in Northwest Territory—Outlook Good. 


(Minneapolis office of HARDWARE AGE) 


ONDITIONS show but little change from those reported last 
week. The roads are still practically impassable in many 
parts of the territory tributary to the Twin Cities, the only 


travel beng on the pavement. 
even with horses and vehicles. 


Side roads are too soft to drive on, 
That condition retards trade to a 


great extent, which slows up buying on the part of the merchants, 


from the jobbers. 


Anticipating good business with travel conditions improved, the 
merchants believe that this year’s will see a further return toward 
the prosperity in the Northwest, which is customary. Farm condi- 
tions are improving, and with a good crop this year, trade will show 


an appreciable increase. 


Collections are still somewhat slow, due in part to the conditions 


outlined above. 
is slightly lower. 


Prices show very little varation in any line. Solder 
Lists and discounts of bolts are changed and the 


revised prices will be given in the next report. 





AUTOMOBILE TIRES.—Demand is 
growing, aS more and more cars are 
put into active use. There is some 
rumor that there will be a price ad- 
vance, although nothing definite has 
been indicated. Stocks are. well filled, 
with old quotations still standing. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% pen cord, $3.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.00; 
balloon tire, 29 x 4.40, a: 30 x 

5.25; $15.95; heavy duty, x 6.20, 
$26.75: tan tubes, 30 x sy° "st 70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 
— oe. gray, 27 R 4.40, si. or 29 x 
$3. 20: 33 x 6.20, $3. 0 each, ay 


BUILDING PAPER.—Call for building 
paper is increasing with the increase in 
the amount of construction work. 
Stocks are being gradually filled for the 
demand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
paper at $2.90 and tarred felt at 
$3.10 cwt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—With the opening of 
the building season the demand for this 
line is growing. Stocks are in good 
condition, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 

GLASS AND PUTTY.—Demand is be- 
ginning to increase with the coming of 
spring. Stocks are being filled, in 
readiness for the heavy call. Prices 
have not changed. 

We quote from 
f.o.b. Twin Cities: 
single strength glass, 87 per cent, 
double strength, 88 per cent, and 
strictly pure putty in 50 Ib. drums at 
$4.85 cwt., net. 


HAMMERS AND HATCHETS.— 
Small tools are selling at a fair rate, 
though not so well as they will with 
construction work well under way. 
Stocks are filled, with prices firm. 


obbers’_ stocks, 
innesota prices, 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12. Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 

LAMPS AND LANTERNS. — Sales 
have dropped off with the longer day- 
light hours in effect. Call for camp 
lamps and lanterns will soon be felt. 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular -— No. 2, $13 
doz.; No. L327 ys lanterns, 
eet No. L427, $6; No. C329 nape, 
6.25: No. C318, $7: No. C317, $7.4 
each, net. 


LAWN MOWERS.—Dealers’ stocks are 
being put in shape for the season’s 


sales. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia 


Styles A and C, 45 per cent; Style 
K, 40 per cent, Riverside ball-bear- 
ing, 14 in., $7.90: 16-in., $8.25 and 
18-in., $8.45 each, net. 


NAILS.—Stocks are being filled, with 
demand increasing. Prices are firm as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.15 per keg, base and 


cement coated wire nails in 100-lb. 
kegs at $3.15 per keg, base. 


OIL HEATERS.—Call shows a slight 
increase for household uses. Dealers’ 


stocks are in good condition, with 
prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect 


oil heaters, No. 
16. 


é io. 15, 
$7.00; No. 8.25; No. 0190, 
$10.50; No. 151, 


No. 0191, $11. 00; No. 505 Giant, $11.25; 
No. 605, $12.75 each, with discount in 
quantities less than ten, 30 per cent; 
ten or more, 30-5 per ‘cent. 


PAINTS AND WHITE LEAD.—Job- 
bers are finding a slight increase in 
shipments of spring stocks to dealers. 
Retail trade has not increased very 


greatly so far. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 





paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 lb. containers 
at $12.64 cwt., net. 


SANDPAPER.—Demand is fair, with 
perhaps a slight increase, due to some 


building activity. Prices are un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best Grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SCREEN DOORS AND WINDOWS.— 
Jobbers have their stocks ready for the 
spring demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SCREWS.—Sales are perhaps slightly 


improved, with stocks well filled. 
Prices have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent: 
flat head, brass, 77%-10 per cent; 
round head, brass, 5-10 per cent 
from lists. ; 


SCYTHE SNATHS.—Stocks are ready 
for the spring demand, with prices 
firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths, 
$13.20 doz., net. 

STEEL SHEETS.—Call is still light, 
with perhaps a slight improvement over 
recent weeks. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
Sheets at $5.15 cwt., base (24 ga.) 
and black steel sheets, $4.30 cwt., 
base (24 ga.) 


WHEELBARROWS. — Dealers = are 
ready for the spring trade, for both 


contractors and home owners. Prices 
are unchanged. 
We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Queen ‘“‘B,’’ fully 


bolted barrel type tray wheelbar- 
rows, $40.00 doz.; Meteor, fully bolted 
$36 50 doz.; No. 2 tubular, $7.33; 
No. 1 garden, $4.00 and No. 1G Amer- 
ican Garden, $6.25 each, net. 


WIRE.—Fence wire is beginning to 
sell, with some call for wire for con- 
struction work. Stocks are ample for 
present needs. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Painted cattle wire 
at $2.93 per 80-rod spool; painted hog 
wire at $3.13 per 80- rod spool; gal- 
vanized cattle wire at $3.13 per 80- 
rod spool; galvanized hog wire at 
$3.34 per 80-rod spool; smooth black 
wire, No. 3.15 cwt., and galvanized 
smooth wire at $3. 60. cwt., net. 


WRENCHES.—Demand for wrenches 
is slightly better. Garage trade seems 
to be improving. Stocks are ready for 
good business, with prices firm as 
quoted. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Agricultural 

wrenches, 60-10 per cent; Coes’ 
wrenches, 45 per cent; engineers’ 


wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
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The Cleveland Metal Products Co. writes: ‘‘Durable-light- 
large capacity. That’s why we are so pleased with Backus 
Woven Boxes.” 


Butler Brothers says: “They last eight years.” That’s 
a mouthful of appreciation. Down 8 to 10 stories, under 
terrific wear—that’s proof of durability. 


Hibbard, Spencer & Bartlett installed them in the new 
building. What’s there special about Backus Woven 
Boxes? 


Here are the facts: We pioneered this type of inter-de- 
partmental transportation. We studied costs of handling, 
the human element involved and tried to help each in- 
stitution to do the best thing for itself. 
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HARDWARE MANUFACTURERS 
HARDWARE JOBBERS anp 
Lance HARDWARE RETAILERS 





We published a 110-page book called “A 
Manual of Industrial Plant-to-Plant and 
Inter-department Transportation 
Methods.” It contains a lot of useful 
data for the executive who is watching 
declining commodity prices and lowered 
profit margins by studying every factor 
of costs. 


Of course, imitations sprang up. Local 
box manufacturers claimed ‘‘just-as- 
good.” Some buyers saved 2c and lost 
thousands. They bought a commodity, 
like they would hair-pins, not a service 
of intelligent men. 


Obviously, we couldn’t render a service 
charge for brains. It isn’t done. Backus 
Woven Boxes outwear the cheaper kind 
and actually cost less. You might be in- 
terested in a copy of the MANUAL re- 
ferred to above. A request brings it. 


This year, 1927, will be one that requires 
a review and open mind on every item of 
costs. 


A. BACKUS JR. & SONS 
1537 Lafayette Blvd., Detroit, Mich. 





i 





Durable — light — large 


In the Cleveland Metal 
Products Company plant 


Everyone knows of New Perfection 
Stoves in the hardware industry. 
All the way up the line of quantit 
production, Backus Boxes are used. 
capacity— 
Backus Boxes filled the necessities 

No other type of container 
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New England Hardware Sales Are 
Largely Influenced by Weather Conditions 


(Boston Office of HARDWARE AGB) 


HE New England hardware market is still largely a weather 


affair. 


Every once in a while this neck of the woods enjoys a 


- few warm days during which there is a noticeable spurt in hard- 


ware sales. 


Then comes a cold period, with snow, and sales drop 


off. Total jobbing sales since Jan. 1 are said to be slightly in ex- 
cess of those for the corresponding period last year, weather con- 
ditions notwithstanding. Retail sales, on the other hand, are behind 


last year. 


The showing made by jobbers is due to intensive selling 


campaigns and to the winning over of the retail trade into buying 
merchandise in preparation for trade that will. come with a rush 
when the weather is more settled. 

Jobbers are still complaining about slow collections, the showing 
since April 1 being, perhaps, less favorable than in the correspond- 
ing period last month. One local retail firm has assigned for the 
benefit of its creditors, but the retail trade, generally speaking, is 
remarkably free from failures in view of the large number of fail- 
ures in other lines each week. New England industrially is slightly 
busier than it was a month ago, and people who make an authorita- 
tive study of such things estimate an increase of about 2 per cent in 
car loadings of business originating in New England during this 


month, May and June. 


Bankers report money as plentiful and 


cheap, but the retail trade says it is easier to borrow on securities 


than on merchandise stocks and bills due. 


The general New En- 


gland business situation appears healthy, however, and it is com- 
monly felt that real springlike weather will help a whole lot. 


AXLES.—Instead of all kinds and sizes 
of wagon axles selling at one price, as 
heretofore, there is now a differential, 
which in reality amounts to an advance. 
We quote from Boston jobbers’ 


stocks: 

Axles.—Wagon, standard makes, in 
lots of one to five pieces, 15c. per Ib.: 
in lots of one to five or more of a 
size or kind, 13c. 


AUTOMOBILE ACCESSORIES.— 
Having made it necessary for automo- 
biles to carry insurance in the State, 
Massachusetts now proposes to place a 
tax on gasoline. The automobile owner 
now has to pay a license fee, a State 
registration fee, a town tax, and an 
insurance charge. With the gasoline 
tax he will, in reality, be taxed five 
times on his machine. The popularity 
of the automobile is gaining, however, 
and there is a wider distribution of ac- 
cessories through those retail hardware 
dealers specializing in them. 


We quote from Boston jobbers’ 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 we 5 per cent discount. 


Ho — Klaxon, qualities less 
than "350 in list value, 35 per cent 
discount; in $50 to $199 value, 40 and 
5 per cent discount; in $200 value, 
50 per cent discount. 


Tires. — Mansfield line, fabric, 
clincher, 30 x 3 in., $6.35 each net: 
30 x 3% in., $7.25. Heavy duty cord, 
straight side, 30 x 3% in., $10.95 
each net; 31 : A in., ee 75; 32 x 4 in., 
$14.50; 33 x n., $15.25; 34 x 4 — 
$16.00; 32 x 1% ~ i9 75; 33 x 4% 1 
$20.50: 34 x 4% in., $21 1.25: 35 x 44 
in., $22: 36 x 4, in., $22.75: 38 x 5 





— 








in., $26.85; 35 x 5 in., $28.85. 

Truck.—Cord, 32 x 4% in., $24.75 
each net; 33 x 4% in., $25.65; 34 x 
4% in., $26.55; 30 x 5 in., $29.85; 
33 x 5 in., $32.95; 34 x 5 in., $35.45; 
35 x 5 in., "336. 25; 32 x 6 in., 73 .90; 36 
x 6 in., $50.40: 38 x 7 in., $70. 

Tubes. —Inner, tan, in bane lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
n., $1.70; 32 x 3% in., $1.90; in lots 
of 12 or more deduct 10c. each tube; 
$1 x 4 in., $2.40; 32 x 4 in., gg 

x 4 in., $2.60; 34 x 4 in., $2.7 
D x 4% in., $2.90: 33 x 4% in., $3; 34 
ay in., $3.10: 85 x 43 in., $3. 30: 36 
4% in., $3.40; 30 ‘, : $3.45: 33 x 
in., $3.75; 34 x 5 "3. 85; 35 x 5 
in., $4; in lots of er ‘tubes or more 
deduct 10c. per tube; 32 x 6 in., $6.20; 
36 x 6 in., $6.15: 38 x 7 in., $9.40. 


BOLTS AND NUTS.—Local jobbers 
have issued new prices on bolts and 
nuts to conform with those recently 
issued by manufacturers. 


We quote from Boston jobbers’ 
stocks: 

Bolts.—In full packages, machine, 
50 and 5 per cent discount: common 
carriage, 50 and 5 per cent: coach 
screws, 50 and 5 per cent; Eagle car- 
riage, 50 per cent; counter- sunk 
Eagle, 40 per cent; counter-sunk ma- 
chine, 25 per cent. In less than full 
packdges, add 25 per cent. 

Nuts.—In full packages, semi-fin- 
ished, U.S.S. and S.A.E., 25 per cent 
(liscount; castellated, S.A.E., 25 per 
cent. In less than full packages, 
add 25 per cent. 


GARDEN TOOLS.—The recent cool 
weather has somewhat slowed up buy- 
ing of garden tools. Jobbers are firm 
in their conviction, however, that a few 
warm days will start things with a rush 
because it is believed the average retail 
stock is small. 


We quote from Boston jobbers’ 

stocks 
"Garden Tools.—Trowels, No. 214, 6- 
. $2.25 per doz. net: No. 6X, 6-in., 


+4 





$1.32; No. 85, 85c.; No. 120, $1.50; No. 

140, $2.50. Forks, No. 300, $3.50; No. 

40, $1.75. Weeders, $2. 
LAWN ACCESSORIES.—Business in 
lawn accessories is spotty. For in- 
stance, lawn mowers during the past 
week sold better than previously; rub- 
ber hose sales dropped off noticeably; 
rollers are more active than they were, 
while sprinklers are not going particu- 
larly well just now. 

We quote from Boston jobbers’ 


stocks: 

Hose.—Commercial, 54 - -in. Pos 
per ft. net; Leader; ‘'-in., 7: 
in., S8%4c.; Viokson, %- -in., 10c.: “Vigi- 


lant, %-in., 10%c Olympia, 5-in., 
10c.; Good Luck; %-in., 10c.; Milo, Bf - 
in., ll%ec.; Bull Dog, 54-in., 13 Ye. 
Add. %c. per foot for 25 ft. lengths. 

Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 

Lawn Mowers.—Mast, Foos Co. line, 
Sky Pilot, 12-in., $4.80 each net; 14- 
in., $5.10; 16-in., $5.40; 18-in., $5.70. 
Overland, 14-in., $6.55; 16-in., $6.90; 
18-in., $7.20. Gilt Edge, 14-in., $7.20; 
16-in., $7.50; ~’ in., $7.80. Peerle ss, 
14-in., $8; 16-in., $8. 30; 18-in., $8.60. 
Gold Medal, 14- -in., $9 55: 16-in., $10; 
18-in., $10.50. Standard, 14- in., $10. 45; 
16-in., $10.95; 18-in., $11.40; 20-in., $12. 
Duplex, 16-in., $13.35; 18-in., $14; 20- 
in., $14.75. 

Lawn Mowers. — Colonial, 16-in., 
* $8.25 each net; 18-in., $8. 63. New- 

port, 16-in., $7 15; 18- in., $8.13. Im- 

perial, 14-in., $14: 16-in., $15; 18-in., 

$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75. 

Lawn Mowers. — Towsend line, 
Victory, 12-in., $11.16 each net; 14- 
in., $12.40; 16- in., $13.94; 18-in., 
$14.88; 20-in., $16. 12; 22-in., : 
24-in., $18.60. Spider, 12-in., $8.46; 
14-in., $9.40; 16-in., $10.34; ” 
$11.28; 20-in., $12.22. 2-i 

7.20; 14-in., $8; 16-in., $8. 80: 18- -in., 

.60; 20-in., $10.40. Red Bird, 12-in. 
6.60; 14- in., $7.40: ihe $8.14: 
18-in., $8.88; 20- in., $9.62 

Lawn Trimmers. "— Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.34 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


POULTRY SUPPLIES.—Jobbers say 
poultry netting is selling much more 
freely than heretofore. They also re- 
port the brooder business as booming. 


We quote from Boston jobbers’ 
stocks: 

Staples.—Factory shipments, in car 
lots, $4.55 per 100 lb. keg; in less than 
car lots, $4.80; from store, $6.25. 

Netting.—Galvanized hexagon, gal- 
vanized after weaving from _ stock, 
50 and 5 per cent discount. From 
factory, Worcester, Mass., 50 and 15 
per cent discount. 

Iincubators.—Buckeye line, No. 1, 
110 egg capacity, $26.25 each net: No. 
2, 175 egg capacity, $31.15; No. 3, 250 
egg capacity, $40.43: No. 4, 350 egg 
capacity, $47.60; No. 5, 600 egg 
capacity, $74.90; No. 40, large ca- 
pacity, ge ; No. 14, 65 egg capacity, 
$1 1.50; No. ae..” Es egg capacity, 
thf No. 17, 210 egg capacity, 

Brooders.—Buckeye line, portable, 
No. 20, 60 ag capacity, $8.23 each 
net: oe. 100 chick capacity, 
$10.85; . 150 chick capacity 
$13.30. on ‘burners, No. 80, 350 chick 
capacity, $13.30; No. 81, 500 chick 
capacity, $15.05. Coal burners, No. 
ass No. 118, $15.05; No. 119, 

oo. 














April 14, 1927 HARDWARE AGE 109 


EC TO 
The Heater 


























Dealers and realtors have never been 
inclined to furnish a portable heater in 
their buildings until the VECTO was 
put upon the market. Now these build- 
ers and realtors are equipping hundreds 
of bungalow-built subdivisions with 
VECTOS and are finding that these 
wonderfully efficient heaters are prov- 
ing to be the most attractive selling 
feature that can be offered. 


This demand, and the big, fast-growing 
volume of business which has come to 
our enthusiastic cus- 
tomers and to us, is 
gratifying yet not as- 
tonishing, because 
Dealers who offer 
these most remarkable 















Supreme! 


VECTO values and service are bound 
to win increasing sales, quickest turn- 
over—hence greatest profits. 


The matchless comfort and fuel econ- 
omy the Ideal VECTO brings about, 
make all users enthusiastic advertisers. 
Each year the public will know them 
more and more, through the vaster testi- 
mony of thousands of users and our 
increasingly wide-spread national 
publicity. 

Right now is the time for you to plan 
to get a real share of the increasing 
VECTO demand; right now is the time 
to place your order; right,now is the 
time for you to ’phone our representative 
to explain our sales-promotional and 
dealer-help service. 


AMERICAN RADIATOR (COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, 
Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 
Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, Kansas City, 
Denver, San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlir. 





Makers of IDEAL Boilers for coal, coke, oil and gas. AMERICAN Radiators, ARCO 
Hot Water Supply Heaters, VENTO ( Ventilating) Heaters, Heat-Controlling Accessories 
and other products for drying, humidifying, cooling and refrigeration. 
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Spring Selling Fully Two Weeks Ahead 
of Last Year in Pittsburgh Market 


HE Pittsburgh hardware trade is beginning to take a fairly 

cheerful view of things, chiefly because the spring has arrived 

early this year for a change and with it has come activity fully 
two weeks ahead of last year and the spring goods selling period 
promises to be that much longer than that of a year ago. 
sonal lines almost without exception are moving and moving with 
a satisfying degree of freedom. The urge to fix up the lawns and 
gardens and get spring house-leaning over is strong, and there is 
accordingly a demand for the articles that these efforts require. 
Call for poultry supplies, such as fountains, trays and troughs is 
notable and painting supplies are feeling the impetus of the season. 
The most important price change of the week is an advance of 5 per 
cent in galvanized tubs and pails; this change, however, is yet to 
Collections are just fair in this area. 


be reflected in jobbers’ prices. 


(Pittsburgh office of HARDWARE AGE) 


The sea- 





BATTERIES.—Use of the radio sets 
is beginning to dwindle with lengthen- 


ing days and while sales of dry cell 


batteries for that use still are good, 


they lack their recent volume. Job- 
bers quote: 
Broken Unit 
Packages Packages 
ok Mn . stseseneee .05 $0.97 
No. ae cwi#eeseeue o 3.85 3.33 
a S08 ciencwen en 1.22 1.14 
No. a ¢henwuns 1.22 1.14 
i  secsueeeel 1.40 1.30 
B.  , siaced eee ieee 2.62 2.44 
No. ——— 2.62 2.44 
—- Se ccscavbas 3.40 3.17 
> ery .42 .39 
«Hee i s¢sossescess .40 35% 
No. 6 dry cells, oe type unit 
packages, 32%c. e 
Flashlight.— -No. 93 35. 94%4c. each; No 
950, 9%c.; No. 790, 18%. No. 705 
28c.; No. 750, 18l6c. ; No. 751, 25c. 
Hot Shot.—No. 1461, $1.67; No. 
1662, $2.37. 
BOLTS, NUTS AND RIVETS.—Job- 


bers here still are wrestling with the 
new prices and many are unconvinced 
that the new mode of quotation is any 
more favorable to them than the old 
one, despite assertions by the manufac- 
turers of bolts and nuts that the new 
prices mean reductions of 2% to 5 per 
cent. Jobbers, rather are making the 
comparison with the prices of the sizes 
of which they sell the most and find 
that instead of declines there are ad- 
vances of 5 to 10 per cent in case lots 
and to this is to be added a further 
advance of 10 per cent for broken cases. 
Large rivets are not much dealt in by 
jobbers and the recent rivet price 
change did not affect prices of the 
small ones. Demand upon the jobbers 
for these items is moderate, but fairly 
steady. They quote: 


Boits.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
eent off list: stove bolts 75 and 10 
per cent off list; tire bolts 40 and 10 
per cent off list. 


Nuts.—All styles 621%4 per cent off 
ist. 

Rivets..-_Large, $3.50 base, per 100 
pieces; small wagon _ tinners’ riv- 
ets, 60 per cent off lis 

BUILDERS’ HARDWARE.—The re- 


port about business is generally favor- 
This district is doing much build- 


able. 


ing and more is in sight. 
firm. Jobbers quote: 


i 
CARPET SWEEPERS.—If all herd- 
ware items sold as steadily as carpet 
sweepers, neither jobbers nor retailers 
would have much cause for complaint. 
Jobbers quote: 


ELECTRIC LAMPS.—New and old list 
prices make the following comparison: 


FERTILIZERS.—Continued good de- 
mand for fertilizers for lawn and 
garden application is noted. Jobbers 
quote: 





Prices are 


Butts.—Ball tip, plated, dull brass 
and antique y 0g less than case 
lots, 3 in. x 3 .» $17 _ 100 pair; 
+H in. x 3% sy E17. 50; 4 in. x 4 in., 

50. 


6-in., $1.47 
ge $4.14; 

per doz.; 
light strap, 


Hinges.—Heavy strap, 
per doz.; 8-in., $2.47; - 
extra heavy, T, 6-in., "$1.8 
-in., $3.18; 10-in., $4. 48; 
with screws, packed one pair in a 


box, 3-in., $9.27 per 100 pair; 4 in., 
$11. 20: light T, 3-in., $10.67 per 100 
pair; 4- in., $12. 60. 


Hasps. —Hinge, without screws, sin- 
gle dozen lots, 3-in., 64c. per doz.; 
4%-in., T6c.; 6-in., $1; safety, 3-in.. 
ty per doz.; 4%-in., $1.14; 6-in., 

Garage Sets.—Swinging hinges, 10 
n., $2.50 per set. 


Bissell’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48; Universal, $42; standard, $36; 
Junior, $36; Little Gem, $4; Sterling 
sweepers, $24 per doz. 


Old New 
Watt Volts Bulb Price Price 
25 110-120 A-19 25 .23 
40 110-120 <A-21 20 .23 
50 110-120 A-21 wot 20 
60 110-120 A-21 .30 25 
100 110-120 A-23 43 .40 
25 og oe A-19 30 28 
50 220-260 <A-21 50 28 
100 220-260 A-23 53 50 
50 275-300 <A-21 45 43 
60 1160-120 A-21 D. B. .50 .45 
100 110-120 A-23 D. B. 75 5 
15 110-120 A-17 25 23 
50 110-120 P-19 .30 20 
25 110-120 A-19 Blue .45 43 
50 110-120 A-19 Blue 245 .43 
10 110-120 S-14 Cl. .2D .23 
250 32 P-25 1.75 1.60 
25 110-120 A-19 F. T. 30 .28 
50 110-120 A-21 F. T. .32 30 
40 110-120 A-21 F. T Added .28 
10 110-120 S-14 Col. 35 
25 110-120 A-19 Col. .35 .33 
50 110-120 PS-20 Cl. woe .20 
50 110-120 PS-20 White  .27 .25 
25 220-260 P-19 Clear woe 20 
50 220-260 P-19 Clear oe 


: .30 
28-32 and 32-64 volt are proportion- 
ately reduced. 





Old Gardner, 1-lb, cans, $2.05 per 
doz.; 5-lb. pails, 45c. each; 10-lb. 
buckets, 70c. each. 


Shur-gro, 10-lb. sacks, 50c. 
nee: 25-lb., $1.15; 50-Ib., $2; 100- tb. 


GALVANIZED WARE.—Manufactur- 
ers have announced an advance of 5 per 
cent in tubs, pails and oil cans. This 
change has not yet been reflected in 
resale prices, but it would be unusual 
if resale prices did not sooner or later 
take a base on the new replacement 
costs. Business is steady in these lines. 
Jobbers quote: 


Washtubs.—With wringer attach- 
ment, No, 22, $8.50 per doz.; No. 23, 
without wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Pails. —Water, 12 qt., $2.65 per doz.; 
. qt. $3; fire, 12 qt., $4; 

, $10; chamber, 10 at., 
3s: ’ well buckets, 10 qt., 

Refrigerator Pans.—No. 2, $4. 50 per 
doz.; No. $6; No. 4, $7. 50. 

Garbage “cans, —Cans with lids, Se- 
Smite No. $3 each; No. 2, $3.50; 
No. $4; mm Ang No. 171, $3; No. 
181, $3.35: No. 191, $3.60. 


PAINTING SUPPLIES.—Business is 
responding to more favorable weather. 
Turpentine is 4c. per gallon lower than 
last week, but other items are priced 
as formerly. 


Prices to retailers: 
paints, best grades, 
lon: lower grades, $2.25; white lead, 
14%be. per lb. in 100-Ib. lots: 10 per 
cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 88c. per gal. 
in barrel lots; raw linseed oil, 12.3c. 
per lb. in barrel lots. 


SPORTING GOODS.—Lively demand 
exists for baseball goods and fishing 
tackle. Not much demand yet has 
developed for tennis goods. 


WIRE PRODUCTS.—A substantially 
improved demand is reported for fence 
and barbed wire and for woven wire 
fence. Wire nails are showing only a 
fair degree of activity. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 
(Per or lb.) 
No. 


Ready mixed 
A 85 per gal- 


Annealed a 


to 9 MEO. .cces $3.00 45 
No. 10 bit b46s100bentn .05 3.50 
es ere 3.10 3.55 
Se rrr 3.15 3.65 
ik 2. «sen deneeeueee 3.25 3.80 
a. St necveswevesnes 3.35 4.00 
a Me kKvaecencees taeehan 47 4.25 
De: SRC sine cen endo eae 4.45 


75 
Barbed wire (per 80- Ro spool): 


ee ne ee 3.00 
eS... oscednaeseetsebeess .20 
Gomes GED occ cbéneasweadkes oes 3.20 
4- “POInt NOS ....ccccesccccccccees 7 
2-point onttle (BDOCERED cccccccces 2.2 
Field Wace Wire Fence (per i00 
rods): 
ee So ia, Re $39.00 
SS a ar ee ae 
SE Svuwcs.eeeeeuneseeetets ese 27.10 
T. wintevdon sé seednbsnwadens 36.15 
DEL: Sten oes 6666040 hme O64 35.00 
Ee) ckudeuiédicnn bas 6ceecdedse en 48.25 
Poultry 
ty eageueseeubedasaansaess $35.60 
DL? TL’ 0: eu on 6 ea whine ee 43.00 
Sen: Sn 445 sacs cbetiedanGhobens 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
SS arr, 50c. each —-- 
ih Berra 55c. each 38c. each 
i aa 65c. each 40c. each 
a ——_—_——_ 45c. each 
right nails, base, per keg, $2.85 
to $2.95. 
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: There is good profit 


chains, dog leads, and sash chain. 








Jil 


Check your chain stock 


now, and order any items 
you may be short on—now 


Miscellaneous 


Chain 
Porch Swing 
Chains 
Hammock 
Chains 
Sash Chain 
Dog Leads 
Kennel Chains 
Wagon Chains 
Coil Chain 
Plumber and 
Safety Chain 
Log or Binding 
Chain 
Well Chain 


in chain specialties 
—and Spring is the time to push them 


There are hundreds of uses for chain on the farm— and in the, 
home. Porch swing chains, and hammock chains bear men- 
tioning this time of the year, along with tie-out chains, halter 


Remind customers now about their chain needs. ACCO Chain 
specialties cover every need and give you good profits. 


Harness 

Chain 
Butt Chains 
Heel Chains 
Trace Chains 
Breast Chains 
Halter Chains 

Etc. 


Harness 
Hardware. 
Rings, Squares 
Loops and Dees 
Bits 
Hame Clips 
Toggles, etc. 






_ ay op Tae 

CHAIN COMPANY. ina 
in 

__ for your safety w 








ACCO 


CHAIN SPECIALTIES 


AMERICAN CHAIN COMPANY, Inc., Bridgeport, Connecticut 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
District Sales Offices: Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 


Makers of WEED Tire Chains and other automobile accessories 
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Eberhard Screw Clamps, Wing Nuts, 
Turn Buckles and Thumb Screws, made 
of the highest grade malleable are car- 
ried by the leading Jobbers everywhere. 











They are made in many styles and sizes: 


Screw Clamps in 14 Patterns 35 sizes 
Wing Nuts in 8 Patterns ._ 33 sizes 
Turn Buckles in 7 Patterns 27 sizes 
Thumb Screws in 2 Patterns 72 sizes 


Send for Catalog No. 9 and you can quickly 
order your requirements direct from your 


Jobber. 
The Eberhard Manufacturing Co. 


2734 TENNYSON ROAD, CLEVELAND 
OHIO 


(= ERHARD 
— MALLEABLES 


48 Years of Quality & Service 




















America’s Best Customers 


Of the twelve best customers of the United States, 
listed by the Department of Foreign Commerce of the 
Chamber of Commerce of the United States in its re- 
view of our world trade for 1926, three might be re- 
garded as next door neighbors. 

The United Kingdom heads the list, taking during 
the year American exports valued at $972,385,000. 
Canada is second, with $738,475,000. Cuba is seventh in 
the list with $160,488,000, and Mexico eleventh, with 
$134,994,000. 

In Asia both China and Japan are among the first 
twelve. Australia is sixth. The only South American 
country taking more than one hundred millions of ex- 
ports from the United States during 1927 was Argentina. 

Canada, Cuba and Mexico together took more than 
a billion dollars worth of exports in 1926—more than a 
fifth of the export total. 

The three countries are also to be found among the 
first twelve of the countries supplying the United States, 
Canada standing at the head of the list, Cuba fifth and 
Mexico eighth. 





“What the Chain Stores 


Mean to You” 


Philip T. Lambert of Kankakee, IIl., has this to say in 
reference to a recent article in HARDWARE AGE, entitled 
“What the Chain Store Means To You.” 


Dear Mr. SouLe: 


I have read with interest your editorial ““What the 
Chain Stores Mean To You.” There are two important 
factors in the success of the chain store, in my judg- 
ment, which you have overlooked. 


First. They can buy some merchandise to retail at 
our cost and make a profit. 


Second. They do not furnish any of the service 
that the general retailer does—telephone, delivery, 
charges—and that costs money. 


The chain stores in this town—Woolworth’s, Penny’s, 
McClellan’s—have not used newspaper ads to my knowl- 
edge. They have the cheapest of help. They pay big 
rents to get locations, but cut all other expense to the 
bone. 

I suggest that you take a look in these stores and jot 
down the price you have to pay for many items of 
hardware and house furnishings, then compare them with 
your hardware man. I am sending you under separate 
cover two casters I bought at Woolworth’s for five 
cents apiece. Try and buy these at your hardware 
store for 20 cents a set. ‘This is not a special, either; 
they can be bought at that price any time. 

Yours very truly, 
Prairie T. LAMBERT. 





Nine Billions for 1927 Building 


About $9,000,000,000 will be spent on building in the 
United States this year, according to estimates made by 
the Copper and Brass Research Association. New 
building will exceed $4,000,000,000, according to the 
survey with $2,100,000,000 going into new housing con- 
struction and $2,205,000,000 into other building. 
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‘What the Hardware Council 
Is Doing 


(Continued from page 90) 
4. Concentrate buying with wholesalers able to ren- 


der most economical service. Study local condi- 
tions so as to determine the kind and quantity of 


goods to buy and competition to meet. Place 
advance orders for seasonable goods. Maintain 


complete stocks, but keep inventory as low as 
practicable by frequent purchases (full packages 
as much as possible). 

>. Control the granting of credit and watch collec- 
tions so as to eliminate losses and unnecessary 
risk, 


In presenting these recommendations, your committee | 
The sound- | 


appreciates that they reflect nothing new. 
ness of each of the suggested policies has long been 
recognized by business. 
ing of attention specifically upon them should result in 











But it is hoped that the focus- | 


their more general adoption and intensive practice, since | 


ultimate value must come from application. - 

So, in the interest of more efficient hardware distri- 
bution, the committee urges that the recommendations 
be accepted seriously by the trade and that each of the 
three groups earnestly advocate their adoption as funda- 
mental practices by their respective members. 





Don’t Forget Auto Paint! 


(Continued from page 81) 


sale of auto paints leads to business on polishes and car- 


cleaning equipment, often to the sale of garden hose, 


as the customer can easily aftord the extra investment | 


with such a marked saving in the painting job. 


‘Ten colors are carried in stock, but by mixing, thirty | 


colors are available. These are all shown in our color 
cards. We advise a dust-proof condition for the paint- 
ing and suggest closing all doors and windows and 
sprinkling the floor and walls before going ahead with 
the job.” 

Neither Mr. Moyer or Mr. Peter were in the hard- 
ware business previous to the opening of this store a 
year ago. If they can do such a fine auto paint business 
the first year in a highly competitive neighborhood, you 
are overlooking a gold mine if you are not catering to 
the needs of the handy motorist who will want to paint 
his car this spring—do it himself and save at least $100 
to use in other departments of your store. 





Comments on “Price Cutting” 


HARDWARE AGE is in receipt of the following letter 
from Frank MacCoy, of MacCoy Sales Co., Inc., New 
York, in reference to a recent article: 

GENTLEMEN : 

Your article on page 57 in March 24th issue, “Price 
Cutting is Peanut Salesmanship,” should be read by sev- 
eral manufacturers. 

Today there are several lines that trade is quiet on 
and first thing manufacturers do is cut prices, which 
forces others to follow. No lower cost in material or 
wages, but a desire to force trade and brings little or no 
result. 

Buyers are afraid of low prices. Dissatisfied should 
they have stock on hand and get no rebate, and hesitate 
to buy. 

MacCoy Sates Company, INC., 
FRANK MacCoy. 
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Cut Wraplock band to 
size desired. Pass band 
around work and through 
buckle. Then pass 
around a second time and 
again through buckle 





Slide split arm of tool 
on end of Wraplock tape 
bringing cut off end of 
tape flush with side o 


tool aml turn down. 





Keep turning tool until 
clamp is tight and tape 
fills upper portion = of 
buckle completely. 





block in 


ratchet 
opposite direction so that 


Press 


tool may be hacked up 
slightly and slipped out 
of clamp. 


Sizes and Prices 
Consumer’s Can 
lf, in.—30 feet to can 
$1.50 
Shop Service Can 
lf, in.—100 feet to can 
00 


tal ProS 
Vernon 


A New and 


Unusual Item 


Sells on 


Demonstration 


Make your own 
Clamps—for 
Any Purpose 


or Size. 


W hat 
Wraplock is 


Wraplock is a spe- 
cially prepared, 
rust proofed strip 
steel and a galvan- 
ized steel buckle 
that together make 
a locking band that 
neither strain nor 
vibration can 
loosen. 


What it does 


Wraplock will bind and 
hold securely any shaped 
piece, round, square, 
hexagon, oval or irregu- 
lar and can be used to 
hold two or more pieces 
of any shape securely 
together. 


A Ti me. Saver 


In a minute you can 
make your own clamps 
for any purpose or size 
desired. 
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To recoop a broken 
barre 


or meee ee 


fy 


Re 


ee 





Repairing broken 
Stepladder 


-_— 


ee | 


Repairing Lawn Mower 
handle 





Radio ground clamp 


Contents of Can 
Each can contains a 
generous quantity of 
metal buckles, cotter 
pins, steel keys and one 
special ratchet tool. 


If your jobber cannot supply you, write us 


MOSLER METAL PRODUCTS CORP. 


Mount Vernon 


Dept. A 


N. X. 
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This Permanent Steel 


Shelving saves space 
and costs no more thanwood 





| 
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HE space-saving construction of GF 

Allsteel Shelving increases storage 
capacity from 10 to 20 percent over old 
fashioned wood shelving. 


GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel never chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto, Ont. ' 
Branches and dealers in a!l principal cities 
The GF Allsteel Line: Safes - Filing Cabinets - Sectional 
Cases + Desks + Tables + Shelving + Transfer 
Cases - Storage Cabinets « Document Files - Supplies 


Inventories are easier with 
elgg 






“SHE 





LVING 





_~_~—« Attach this coupon to your firm letterhead 7" 




















THE GENERAL FIREPROOFING CO., Youngstown, Ohio (iH. A.) 
Please send me without obligation a copy of your book “‘Saving with Shelving.” 
RE eee Seen Le ENN NE nen 
he ssoveckciiimmipd timeline beasniintiasnsieimalecanunitdamtiananeaaial 
RIE iiss tasiniiitiaaliteriataasiatietbiaies _ 
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Mild Weather Stimulates Hardware 
Trade in Canada 


HE mild weather which was general in Canada dur- 

ing the first half of March, giving promise of an 
early spring, has caused hardware dealers in various 
parts of the Dominion to call for goods ordered for 
spring shipment, Assistant Trade Commissioner O. B. 
North, Ottawa, Canada, reports to the Department of 
Commerce. The iron and steel industry is said to be 
recovering from a slump which has been felt since No- 
vember of last year. Prices appear to be holding firm 
and sheet mills have announced advances for second 
quarter requirements. 

In Montreal, hardware business improved consider- 
ably during March and dealers are making preparations 
for and early sale of spring merchandise. Wholesale 
houses are busy with spring shipments but sorting orders 
for ordinary lines have fallen off slightly. The local 
price on wire nails has declined 20 cents per 100 Ib. to 
a $3.35 base, due, it is said, to increasing foreign com- 
petition. Slight concessions in the price of galvanized 
sheets have been made but further declines in the price 
of iron and steel commodities do not appear likely it is 
said. The lead and zinc markets show a slight improve- 
ment and orders for tin plate are considered satisfactory 
with prices steady. 

In Toronto the iron and steel business shows improve- 
ment since the first of the month and present prices are 
expected locally to hold steady. Pig iron is quoted locally 
at $24,10 pr ton. Shelf brackets have advanced 15 to 20 
per cent. Prices of wire nails remain unchanged and a 
reduction is not expected. Quotations are as follows: 
Wire nails, base per 200 Ib. $3.50, cut nails, base per 
200 Ib. $5.15. 

In the Prairie Provinces mild weather has increased 
hardware sales, both dealers and wholesalers reporting 
business in good volume. Price changes are few and 
important. Winnipeg is looking for increased business 
this spring and summer in prospectors’ supplies and 
equipment as a result of the development now taking 
place in Manitoba’s new mining areas. 


He Cheated Himself 


STRIKING story is told of a rich man who wanted 
Aw help a poor carpenter and his family. He hired 
the carpenter to build a house on a hillside and then went 
away on a long journey. The carpenter said to himself, 
‘My boss is away and I can use shoddy materials and 
neglect the supporting work that doesn’t show. The 
house will be weak, but nobody will know it.” So he 
lhuilt a ramshackle house. 

When the rich man came back, the carpenter said, 
“Here is your house.” “Thank you!” said the rich man. 
“Here is the deed and the key. I’m giving it to you.” 

And the carpenter grieved that he had robbed himself 
of a good house. 

\Ve reap what we sow. We have to live in the house 
of life we build. If we do shoddy work, if we “soldier”’ 
on the boss, we pinch ourselves, shrivel up and lose our 
ability to discern between right and wrong. We have to 
live in such a house without character. We have to live 
with ourselves ! 

It is a tremendous fact that each one of us is building 
today the house we must live in tomorrow. We can build 
a palace or a hovel, a mansion or a jail or a pigpen, but 
we must live in it—The Swas Tika, Pacific Coast Bis- 
cuit Company, San Francisco. 
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Graff Brothers, Inc., Pluck $35,000 
Sporting Goods Peach 


(Continued from page 87) 


Of course, he is Chairman of the local East Liberty 
Recreation Committee of the Trade Association—which 
means he is extending himself and his committee in the 
interest of a high school athletic field in his section of 
the city; he is busily looking up grounds for the local 
Commercial Baseball League—teams from among the 
banks, the automobile companies, the stores, the insur- 
ance offices, and the like. Every corner lot league sends 
its urchins and others into Mayberry. Thirteen lads last 
Saturday night in the heart of a Saturday night rush 
came in. They got the sweater shirts with green 
_ numerals and the name of Graff Brothers somewhere in 
sight. That’s one way of reaching out and grasping the 
juicy peach. Orders and reorders of bats already— 
$2.50 articles at that, shoes and other paraphernalia give 
confident assurance of a lively baseball week in the sec- 
tion of Pittsburgh in which Mayberry sells baseball re- 
quirements. 

Teams—teams—of all sorts, school and otherwise, 
offer to him tempting pledges of business. Letters— 
personal ones — advertising — salesmen at meetings— 
samples in profusion—tell the story of how Graff Broth- 
ers go after business and how the jump toward the half- 
century mark in amazingly short time, goes forward 
merrily. 

Golf balls, sticks, suits, stockings, and what not, con- 
stitute a conspicuous feature of his sporting goods dis- 
play. Ice skates, too,—there are only twelve pairs of 
$10 and $12 grades left out of 300 stocked last fall— 
almost $3,000 gross from ice skates alone, aside from 
sweaters and stockings, is another inkling of the oppor- 
tunities and returns as he is finding them. 

Campers are not forgotten—he carries every article, 
such as tents, togs, stoves, cooking outfits, and lunch 
sets. Bathing suits, too, run into a chummy figure. 
Then, back of his entire sporting goods program that 
does not overlook any need of hunters, Mayberry rises 
to remark, “Don’t overlook for a minute the fact that 
we sell hardware,” and pointing to the sporting goods 
department, he emphasized, ‘‘These folks buy good hard- 
ware.” 





A Review of. Business Conditions for the 
First Quarter of 1927 
(Continued from page 77) 


very early and open Spring this year and this condition 
has existed in practically every part of the country. 
This is throwing business actually a month ahead of last 
year. Now, what effect this will have upon business in 
the later Summer months remains to be seen. 
*k x 

I am writing this article about business conditions at 
the end of the first quarter of 1927 because in my next 
article, I propose to write on the problem that confronts 
manufacturers—for instance—manufacturers of build- 
ers’ hardware and tools, in the face of a contracting 
market. However, before taking up this question, which 
is mainly one of distribution or selling, it 1s necessary 
for us to get the general conditions surrounding busi- | 
ness at this time clearly in our minds and in this article 
I have attempted to do that. Jt 1s not a question of he- 
ing optimistic or pessimistic. It is a question of dealing 
in FACTS and being governed by the facts as they 
exist. 
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During 1927, gener- 
ous space, in at least 
18 leading publica- 
tions, will carry the 
message of Genuine 
ARMSTRONG Quality 
to nearly a MILLION 
Pipe Tool Users. 


The ARMSTRONG advertisements in these 
publications will tell mechanics to patronize 
their local dealer and “Buy from you instead 
of us.” 


Think of the sales possibilities for you 
who keep supplied with GENUINE 
ARMSTRONG Pipe Tools while this adver- 
tising is continually producing more sales for 
dealers. 


And remember that the Quality has 
been proven during their 61°vears’ use 
in every industry. Please order from 
your Jobber instead of sending to us. 


eecenean MFG. 


Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 


CO. 


The 
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Ruth—‘‘Whao is that fellow with the long 
hair?” 

Eddie—“He’s a fellow from Yale.” 

Ruth—“Oh, I’ve often heard of those 
Yale locks.” 





“When I was in China [| saw a woman 
hanging from a tree.” 

“Shanghai?” 

“Oh, about six feet.” 





JUDGING by some of the ties 
WE have seen in the shop 
WINDOWS, many a poor fellow 
GOT it in the 

NECK last Christmas. 





Father (to youngster, just put to bed)- 
“Now what are you crying for?” 

Son—‘‘I wanna drink.” 

Father—“So do I; go to sleep.” 





Wite (ferociously) —“What means this 
powder on your coat?” 

Husband (helplessly) —“Trouble, my 
dear, trouble.” 





Voice Over Phone—“How much is coal 
now ?” 

Dealer—‘“Eighteen-ninety a ton.” 

Voice Over Phone—‘‘Ha-ha! I gotta 
oil burner.” 


ooo 


“Queek, queek, bringa de pick, bringa 
da shov, Antonio stuck in da mud!” 

The boss, making a megaphone of his 
hands, shouted back: 

“How far in?” 

“Up to hees knees.” 

“Well, then, let him walk out,” the boss 
replied, disgustedly. 

“Oh, but he can no walk. He wrong 
end up!” 





The girl about to travel alone was 
warned not to talk to strange men. 

At the station the conductor said: 
“Where are you going?” 

“To Detroit,” she answered; so he put 
her on the Detroit train. 

As the train pulled out she looked back 
and said: 

“Ha, ha, I fooled him that time. I’m 
going to Chicago.” 


{HAVE YOU THIS ONE? 


Wishing to start something, he turned 
to the clergyman and said: 

“IT won’t go to heaven, for there ain't 
no heaven.” 

The expected rise was not forthcoming. 


“IT say there ain’t no heaven. I ain't 
goin’ to heaven,” he shouted. 
The clergyman replied quietly: “Well, 


go to hell then, but be quiet about it.” 





She—‘The Lord made us beautiful and 
dumb.” 

He—‘How’s that?” 

She—“Beautiful so the men would love 
us—and dumb so we could love them.” 





Where can a man buy a cap for his knee, 
Or a key for a lock of his hair? 

(an his eyes be called an academy 
Because there are pupils there? 


In the crown of his head, what gems are 
found ? 
Who travels the bridge of his nose? 
Can he use, when shingling the roof of 
his mouth 
The nails in the end of his toes? 


Can the crook of his elbow be sent to jail? 
\nd if so, what did he do? 
How does he sharpen his shoulder blades: 
I'll be hanged if I know; do you? 
—Telegraph World. 





“What is the secret of your success?” 
asked the reporter. 

“Well,” said the rich merchant, “I al- 
ways make it a point, if I know the wo- 
men are crazy to buy silk stockings, not 
to stock up on mouse traps and try to sell 
them those instead.” 


On a farm in South Georgia is posted 
this sign: 

“Trespaser’s will be persecuted to the 
full extent of 2 mean mongral dorgs 
which ain’t never been overly soshibil with 
strangers and 1 double barled shot-gun 
which ain’t loaded with no sofy pillers. 
Dam, if I ain’t tired from this hel raisin’ 
on my proputy.” 





Mother—“I wouldn’t spank baby this 
time, Robert. Wait till he does it again.” 

Father—“But suppose he doesn’t do it 
again,” 


L 


2 
* 
- 
1 
* 
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Farmer: “How did ye come by that 
black eye, Jarge?”’ 

Jarge: “Ole cow had a way o’ flickin’ 
me face wi’ her tail, so I tied a brick onto 


“9 
1 . 


na 


“How long did it take you to learn to 


skate: 
“Oh, several sittings.” 


Young Lady Customer—“I want a bulb, 
please.” 

Clerk—‘‘Yeh. What watt?” 

She—“I beg pardon?” 

He—“I sez, what watt d’yu want? 
What ?” 

She—“I’m afraid I don’t quite under- 
stand yet.” 

He—“Say, don’t you know that these 
here lamps comes in different watts? If 
you don’t know what watt yu want, how’m 
[ gonna tell what to giv’ yu?” 

She (meekly )—‘Well, it’s for the light 
in the living room.” 

He (turning back to the shelf )—“Al- 
right. I guess I got yu. Inside frosted, 
er plain?” 

She—‘T don’t think it’s either, as I rec- 
ollect.” 

‘“He—“I don’t mean yer electroleer. I 
mean the bulb. Howje want it—plain er 
frosted ?” 

She—“‘Which is best?” 

He—“Well, some likes ‘em one way, 
some likes ’em another. The inside 
frosted ez the newest.” 

She—‘Very well, I'll have one of those, 
please.” 

He—“Righto—h’y are then.” 

She—“Thank you.” 

He—“Yeh. Want anythin’ else?” 

“She—“No. I don’t believe I’ll trouble 
you any further, thank you. Good day.” 

He (turning to a brother clerk as she 
goes out the door)—“Some kid, eh!” 

Brother Clerk—“‘Yeh, bo. Kinda hard 
t*handle, though.” 

He—“Yu said it!” 

And the sad part of the entire affair 
is that the young lady’s mother asked her 
to get a new percolator and to find out 
something about electric washing machines 
while she was in the store.—IlV estinghouse 
Lamp Merchant. 
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‘PHILADELP 


If the lawn mower you 
sell cuts easily—the user 















Improved Style “A” 






All Steel 
Decatlealip shows it to others. If 
Indestructible the job is a credit 





the lawn shows it. 


\When you sell 
“PHILADELPHIA’’ 
Lawn Mowers. both 
customers and lawns 
hecome your best ad- 


30” Walking Type 
30” Riding Type 
‘erticeme T ee esa 40” Riding Type. , 
vertisement. Phey ao. Combination Roller 
spread the story. “ and Lawn Mower. 
And “PHILADELPHIA” Lawn Mowers are easy to sell because for 


58 vears they have been built to stand up and do the work required of them. 





Motor Mowers 
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25 models comprise the 1927 line. . ae yi 

18 Hand—4 Horse—3 Motor. Te ; 
/ , ae — ; 
, Over half a century doing one thing well ® Z 
, —- 
, Z 
, The Philadelphia Lawn Mower Co. 31st and Chestnut Sts., Philadelphia, Pa. 4% 
/ “The Original People in the Lawn Mower Business Since 1869” 
y 
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Experienced Buyers 


have long recognized in Myers Hay Tools those 
qualities which facilitate without compromise 
the unloading of their field crops. And these 
*_* . 7 — 
are the qualities which have so firmly estal- 
: T > =9s » a — 
lished Myers Unloaders, Forks, Slings, Pulleys, 
Tracks and Fixtures in farming communities. 

Unquestionably, these modern devices with 
all of their time and labor saving features will 
ft in nicely with your merchandising policy. 
If you have not already placed your specifica 
tions with us for 1927, do so today. We solicit 
your inquiries. 

Excellence to the last detail is manifested through- 
out the entire line of Myers Hay Tools. Designed 
and built for extreme service, Myers Unloaders, Forks, 
Slings, Pulleys, Tracks and Fixtures last for years 
and years without repairs or replacements. 


THE FE. MYERS & BRO.c°. 
SHLAND, OHIO. 


Manufacturers for ‘Years of HONOR-BILT PUMPS for Every 
waren Oe re are BO RE 
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Joultry Supplies 








Feeder and Waterer 


Star Fount Fits Mason Jars 


‘“Moe’s Line” is a distinctive and popular line of 
poultry equipment for which there is an all year 
around demand. 


It is a complete, satisfactory and profitable line 
to sell. Everything for chicks and chickens, all 
designed right, well made, and will bring you 
satisfied, repeat customers. 


Make your store headquarters for this popular line. 


Write for Catalog and prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, Iil. 


hh 
Stent 


POPULAR! 

















Pistol Grip 
SAW SET 
No. 695 P\ sprit 8. 1924 


OPULAR with saw users everywhere because the 
oscillating plunger (an exclusive feature) permits 
the setting of the teeth on both sides alike. 
Popular with hardware men because of their ready 
sale. 
Manufactured by 


E. C. STEARNS & CO., INC., Syracuse, N. Y. 


Makers of good hardware since 1864 
Lawn Mowers, Saw Vises, Clamps, Lock Fast Gates, Floor Scrapers, etc. 


Sales Representatives: 

W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy, 1 50-152 Chambers Street, New York. 
lbeveney & Palmour, 707 Fourth National Bank Building, Atlanta, Ga. 
Canadian Representative: 

George J. B. Ramsden, St. Thomas, Ontario. 
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Wm. Purdy Hardware Co. Adopts 
Modern Methods 


(Continued from page 86) 


Open display tables with plainly marked price tickets 
are winners in the store and are used extensively by the 
Purdy Co. 

Mr. Blair employs professional window dressers, the 
windows shown on this page being done by the Acme 
Window Display Co. He states that a very decided stim- 
ulation of interest is noted on the part of the public for 
some time after a window has been changed, passers-by 
stopping and carefully going over the entire window 
display. 

The Purdy Hardware Co. conducts its business on a 
strictly merchandising basis, makes no deliveries and 
watches credit very closely. Repair work, service and in- 
stallations are taken care of by a repair shop next door, 
with which a special arrangement has been made. It 
had been noted, as is the case with many others, that 
the customer will pay the repair shop for these services, 
but expects the merchant to render them gratis. The 
plan is working out well. 

The store is painted a bright yellow color, which 
serves to attract trade and to fix the identity of the store 
in the mind of the public. Crepe paper is used to dec- 
orate windows. Mr. Blair finds that advertised items 
are the faster moving ones and help to build prestige 
for the store. 

Another store is operated by this company at Charles 
and Hudson Streets, New York City, and here it 1s 
found that the trade calls for an entirely different line 
of goods, the trade being of a local nature, and often 
where a line fails to move in one store it may be suc- 
cessfully handled in the other. This is a good thing to 
remember when thinking of opening a branch store. 

It is the plan of the Purdy Hardware Co. to institute 
mutual ownership with the employees, as they have 
already done in the branch Store. 





New Goods and Special Displays Build 


Accessory Business 
' (Continued from page 88) 


business in automobile accessories. One of the chief 
reasons for this is that it devotes a large part of its 
store to the display of accessories. It also has frequent 
window displays, and advertising displays devoted exclu- 
sively to this line. 

It has built up its business in accessories by carrying 
a complete line, by efficient selling methods and by con- 
tinual display. Persons living in the neighborhood of 
Dinuba, know that if they need or want anything in the 
way of automobile accessories that they can get it at 
the United Hardware & Implement Co. Prestige of this 
kind is worth thousands of dollars to any retail firm. 
It is the one thing above all else that holds trade, and 
it is a vital factor in building up new trade. 

Another thing that this company has done to ad- 
vantage is to feature new goods. People are curious. 
They are interested in new things, and they like to buy 
new goods, modern improvements etc. By making a 
special feature of pushing new goods this company has 
developed many sales that otherwise would never have 
— made, or else would have been made by competitive 

rms. 
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A Car for Every 5.4 People 
: ee 9 
in the U. S. A. Anchor Brand” Cutlery 
9 
(Caniend tran-tans Makes Everyone’s Work Easier 
States. In 1922 world registration, exclusive of the ; =f 
United States, was 2,083,000. At the beginning of 1927 the Butchers’ Boning 
the estimated figure was 5,461,000, an increase of 162 Knife illustrated makes 
per cent in five years. The increase in the United States boning easier because it is 
during the same period of time was 110 per cent. . 
just the right shape and it 
Automobile Registrations—1921 and 1926 holds its keen edge much 
1921 1926 —— longer than a _ knife of 
ain : E 
Alabama ........... 82,343 225,651 148,308 “average quality.” The 
DY  cseeeude<d ss 35,049 73,574 38,525 hich li f thi 
Arkansas sieuk noe 67,446 209,419 141,973 igh quality of this mem- 
alifornia .......... 673,830 1,600,475 926,645 64 ” 
Colorado ......-.... 145,739 252,787 ‘107,048 ber of the “Anchor” Brand 
Connecticut ......... 137,526 260,911 123,385 Line makes your work 
«Wns cmeee 4 21,413 44,418 23,005 ; _ ‘ 
District of Columbia .. 61,745 129,792 68,047 easier too—its quality does 
Slappa gectings 7,837 416,930 319,093 
Georgia ............. 131,942 274,037 142,095 the selling. 
EE. cccccanserunes 51,264 95,861 44,597 . 
Rasy 670,434 1,370,503 700,069 Your Jobber will supply you. 
DD oo kudnsbeens 400,342 72,215 371,873 
Towa didi vundaicke 460,528 689,036 228,508 LAMSON & 
RS © 8S Si ered aak 291,309 491 276 199,917 . 
«SS naaeaieapiiie 126,371 27813837 151,966 GOODNOW MEG. CO. 
ir ongaag daidnibemans 80,500 239,500 159,000 Shelburne Falls, Mass., U. S. A. 
ee iekades a4 77,527 150,916 73,389 
Maryland .......... 140,572 249,056 108,484 Pe a a SoD am 
Massachusetts ...... 370,732 689,593 318,861 SCO Boston, 7 Water St. 
CO ee 477,037 1,118,785 641,748 See: ) St. Louis, Victoria Bldg. 
Minnesota .......... 328,700 624,478 295,778 eb So Chicago, 1732 Republic Bldg. 
Mississippi rere rrrer 65,139 210,500 145,361 @talog San Francisco, Wells-Fargo Bldg. 
CE Cc ceeeeneee 346,437 651,350 304,913 
PE Gece duede des 58,785 103,946 45,161 
SR error 238,704 367,838 129,134 
res 10,819 24,014 13,195 
New Hampshire 42,039 89,001 46,962 
New Jersey ......... 272,994 650,891 377,697 
New Mexico ........ 24,703 54,341 29,638 


a ae 812,031 1,815,347 1,003,316 | 





North Carolina ...... 148,684 385,763 237,079 
North Dakota........ 92,644 157,822 65,178 
DY  wWiiwewtteee es adv 720,632 1,510,000 789,368 
a 221,300 510,000 288,700 
- scceasegseds 118,325 234,134 115,809 
Pennsylvania ........ 689,589 1,463,261 773,672 
Rhode Island ........ 54,957 109,145 54,188 
South Carolina ...... 90,546 180,967 90,421 
South Dakota ........ 119,274 168,230 48,956 
Pe 4. «seessene 117,025 279,639 162,614 
 s6vscereeineeee 467,616 1,047,202 579,586 
nr - <.oceepeeaceues 47,523 81,633 34,110 
EL? i4 5 scteaweas 36,965 73,871 36,906 
 -cerekereaden 141,000 320,367 179,367 
Washington _......... 185,359 367,093 181,734 
West Virginia......... 93,894 221,001 127,101 
rere 341,841 662,328 320,487 
ver eneween 26,619 49,633 23,014 

Totals 10,505,630 22,046,957 11,541,327 





Billions of Stamps Annually 


The little postage stamp used so much by publishers 
is one of a huge family. There were more than 18,- 
000,000,000 of them born in Washington in 1925, being 
sufficient for supplying each man, woman and child 
with 160. They represented a face value of $450,- 
000,000, and required 900 tons of paper and 870,000 
pounds of ink in their manufacture at the Bureau of 
Engraving and Printing. Placed end to end they would 
girdle the earth eleven times. The cost of producing 
them was about one cent per each 125.—Publishing. 
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No. 10 Ball-Bearing 
No. 110 Cone Bearing 
(2-inch wheel) 
2 2, Bopuler numbers from a complete line of Ball 
Bearing, Cone Bearing and Axle Bearing pulleys. 
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Grand Rapids Hardware Co. ¢: 
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How’s This 
- for a Handy Hack Saw? 


Instead of banging away with a hammer and cold chisel 
in a tight place, drop into the nearest supply house and 
get yourself a 


| K D CONVERTIBLE 

| SAW FRAME 

It’s a complete tool. The af 
blade gets around obstructions, 
and even the 12” blade can 
be used in very narrow space. 
Nickel-plated steel frame takes 
, 6, 8, 10, 12-inch blades. 
Pressed steel pistol grip handle 


for comfort. If not at your 
supply house, write direct to 














K-D MANUPACTURING Co. 


ro’ Lancaster, Pa. 


\ Export Department: 
Woolworth Building, 
New York City. 


























Wire Products 


for every need 
Nails of all kinds, Staples, 


ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 




















IBETHLEHEM 





AUGERS, BITS, SMALL TOOLS 
That lead their own way through 


When you sell Snell Boring Tools 

you make satisfied customers. They 

depend on your good judgment in 

choosing tools that stand the test! 

Have you a complete assortment to 
Now ready offer them? 


RED ROVER Send for the Snell catalog today! 


a new fast-selling 
electrician's bit 
that stands the gaff 
of severe service. 
Send today for des- 
“eriptive circular. 





BIT 
Snell Manufacturing Company, Fiskdale, Mass. 


Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 














Everybody’s Business 
(Continued from page 65) 


word “please” can be used as effectively in a letter as in a 
telegram. Form letters designed with care usually show 
restraint and sincerity, and are free of superlatives. They 
are often superior to letters hastily dictated on the spot. 

Don’t say “I wish to advise you”; you are not advising, 
but simply telling him something. The words “tell,” ‘“ac- 
quaint” and “inform” are far better usage. If it does not 
require too long a paragraph, it is best to finish the idea 
or thought in mind in the same paragraph in which you 
introduce it. Short paragraphs are attractive, but they can 
be so brief as to be jerky. In closing a letter, the expres- 
sions, “Wishing you success,” “Trusting you are well,” etc., 
are not as strong as “I wish,” “I trust,” “I hope,” and the 
like. Be positive. Also avoid trying to cover two separate 
business transactions in one letter. Write another letter. 
And remember that the fellow who trusts his punctuation 
to a stenographer admits his incompetence, and should not 
complain if his letters are misunderstood. 

With business letters costing so much, modern executives 
are turning more and more to the telephone and the tele- 
graph. We are now operating under forced draft, and speed 
is a prime virtue. The wire message has a punch that the 
letter lacks, and it is generally found lying on top of the 
morning mail. This gives it the element of priority. When 
a letter is mailed, the transaction dies until the letter reaches 
its destination; the same transaction dies again while the 
answer is traveling back. The telegram generally goes direct 
to the right man and does not filter through a whole or- 
ganization. One efficiency expert found that his company 
lost the benefit of 100 additional business days each year by 
using the telegraph only for cases of great emergency. 

As a selling medium the telegraph is coming into its own. 
It gets results because more importance is attached to it. 
Two concerns were in competition for business in a western 
State. One used the telegraph and had closed its contract 
before its competitor’s letter had got out of the city. A 
shoe manufacturer in New England, wishing to clean out 
a stock of slippers, sent 250 telegrams costing $160; and dis- 
posed of the goods at a selling expense of only one per cent. 
A large company in Baltimore invested $30 in night letters 
and disposed of $6,000 worth of olive oil at a selling cost 
of one-half per cent. Slow-pay customers will heed a tele- 
gram requesting money, when a collection letter would be 
thrown in the waste basket. One successful concern handles 
all delinquent accounts by mail correspondence up to a cer- 
tain period, and when this proves unavailing, the telegraph 
is employed. 

All of which means that the field of communication in 
modern business circles provides a problem that should be 
scheduled for careful consideration. 











Permanent Display Rack Sells Toys 
and Vehicles the Year Round 


(Continued from page 80) 


all children to see them without trying to ride them 
around the store or otherwise subjecting them to the 
danger of breakage or damage. 

Supplementing the exhibit of merchandise on the 
rack is a number of samples on top of the show windows 
nearby where they can be seen by every customer who 
is attracted to the inspection of goods on the rack. Here 
doll carriages and velocipedes are shown. 

During the pre-Christmas selling period, when the 
toy season is at its peak, a second display rack, similar 
in every respect to that already described, is set up with 
an aisle separating the two. Prospective buyers can 
traverse the aisle and inspect the merchandise on both 
racks with the least possible effort. 

Mr. Klemm’s success in augmenting his vehicle trade, 
therefore, is not attributed to any mysterious methods 
he has employed. 
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This photo and the one at the bottom of the column are of 


the window display of A. W. Lund, River Falls, Wis. 


“Show ’Em—Sell ’Em’ 
Applies to Tires 


UTOMOBILE tires, like every other kind of mer- 
chandise around a hardware store, must be dis- 
played in order to be sold. Unfortunately tires are a 
rather bulky article and a good many dealers contrive 
a rack that will hold a fair stock of the various sizes, 
load it up and shove it into some back corner and then 
congratulate themselves on having solved the problem 
of storage. The tires are then well out of the way and 
also usually well out of sight. And then perhaps later 
the dealer complains that tires are a slow moving line. 
However, the A. W. Lund Co., of River Falls, Wis., 
has found that it can turn its tire stock approximately 
five times yearly simply by showing it. During the 
spring and summer months, it is not unusual to find tires 
in three different places at Lund’s—there is a display 
in a prominent place inside the store, there are window 
displays and there is sometimes a row of tires with a 
circular cardboard showing the size and price filling the 
center, leaning against the outside of the building. 
\With these persistent displays there can hardly be any 
question in the minds of the store’s customers whether 
or not tires are sold there. The sale of tires and tubes 


alone will run about $6,000, with other accessories reach- 
ing about the same mark, while the stock carried will 
inventory on the average around $200 with $3,000 as a 
high peak. 
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Your Customer 


may require 


“Simplex” Spring Hinges 
(Applied without Hanging Strip) 


Many doors are de- 
signed to be applied 
without a hanging strip. 
These conditions require 
the “Simplex” Type 
Spring Hinge and _ its 
application saves time 
and expense. 

It is advisable 
dealers have a_ stock 
of “Simplex” Spring 
Hinges with which to 
supply Builders’  re- 
quirements promptly. 
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TYPE 9001 


Send for Catalogue No. H-42 


~-(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 
Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 




















DIAMOND “E” 


All-Metal Fly Screens 


The remarkable quality of DIAMOND “E” Fly Screens 
protects the dealer by insuring customer satisfaction— 
no comebacks. And because they are guaranteed fly and 
mosquito proof. Durable, attractive, easy to 
adjust. All sizes: Galv. Wire, 
$1.00 to $2.00; Bronze Wire, 
$1.50 to $2.50. 


















it : BUY FROM 
tite Hit YOUR JOBBER 








MURPHY'S ea KNIVES 


/ 


| 





Shirt Cutters and Pattern Makers Handles and Blades 


Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over seventy-six years. 

ROBERT MURPHY’S SONS CO. 
Established 1850 


Oyster Knives Pruning Knives 
Rubber Knives Kitchen Knives 
Pattern Makers Knives and Handles 


MASSACHUSETTS 


Shoe Knives 
Sloyd Knives 
Paper-Hangers Knives 


AYER 


Send for Catalogue 
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What Do You Want Us to Write About ? 


Texas Merchant Suggests a Policy of Request Articles 


NE of our Texas friends, in a recent letter to 

HARDWARE AGE, suggests that we ask our readers 

to request articles on subjects which they think 
would be beneficial and of interest to the trade as a 
whole. 

I‘rankly, we would welcome such requests, and would 
do our utmost to accede to them. That’s what we are 
here for. So, if you have in your mind some subject 
you would like to see-treated editorially in HARDWARE 
AGE, let us know about it. 

Here is the letter of suggestion: 

4015 Main Street, 
DALLAS, TEXAS, 
March 12, 1927. 
Hardware Age, 
239 West 39th Street, New York, N. Y. 

Gentlemen: I am very glad to forward my check 
which will insure HARDWARE AGE coming forward reg- 
ularly. I have for many years regularly read and en- 
enjoyed HARDWARE AGE. 

You may be glad to have my expression of the opinion 
that HARDWARE AGE is the outstanding constructive force 
in the hardware world, and I consider it indispensable 
to everyone connected with the hardware trade. 

I have read with care and interest Mr. Norvyell’s ar- 
ticle on “Buying,” in the present week’s issue, and par- 
ticularly do I think pertinent his discussion of the item 
of “New Goods.” I came into the hardware trade after 
many years in the automotive trade, which last, as you 
know, is made up largely of men with minds very re- 
ceptive toward new ideas, and I was somewhat astonished 


at the apparent indifference to progress on the part of 
some of the hardware trade. I have a kind of private 
classification of those with whom I make contact, and 
it occurs to me that too many regard hardware as nails 
and barbed wire fence. 

I am wondering if Mr. Norvell and some others of 
your staff do not have still more to say as regards anti- 
quated merchandising methods, meaning both buying 
and selling, as still largely obtain in the hardware trade. 
Too, I wonder if Mr. Plumb’s very excellent article 
touching on what happens to the merchant who banks 
strongly on “price goods,” could not well be followed 
by others. 

What do you think would happen if you were to ask 
your readers to request articles which they think would 
be beneficial and of interest to the trade as a whole? 

With best wishes for your continued success, I am, 

Yours very truly, 
(Signed) O. W. CourTNEY, 
Courtney & Co 





Using Mirrors to Prevent Accidents 


In the university city of Boon, Germany, mirrors are 
being placed in many of the narrow streets where L- 
shaped or elbow turns have to be made. This action 
is taken to prevent collisions, as motorists can see before 
making the turn whether there is a car coming in the 
opposite direction on a street that would be blind to 
them without the use of the mirror. 








Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 10, 11, 12, 13, 1927. 
Hotel headquarters, New Peabody Ho- 
tel, Memphis. Charles F. Rockwell, 
secretary-treasurer, 342 Madison Ave- 
nue, New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Hotel Marion, 
Little Rock, May 10, 11, 1927. L. P. 
Biggs, secretary, Little Rock. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N. C. 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. S. H. Sale, secretary, Shreve- 
port, La. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Detroit, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Hotel Statler; Exhibition, 





Convention Hall. A. J. Scott, secre- 
tary, Marine City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Jan. 23, 24, 25, 
1928. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H. P. 
Sheets, secretary-treasurer, 130 E. 
Washington St., Indianapolis, Ind. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
20, 21, 22, 1928. Geange A. Biel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., April 19, 20, 21, 1927. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 





MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 10, 11, 12, 18, 
1927. Hotel headquarters, New Pea- 
body Hotel, Memphis. John Donnan, 
secretary-treasurer, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Windsor Hotel, head- 
quarters for Alabama, Georgia and 
Tennessee Associations, and Carling 
Hotel, headquarters for the Florida 
Association. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
17, 18, 19, 1928. Dan Scoates, secre- 
tary, College Station. 


VIRGINIA RETAIL HARDWARE ASSO- 
CIATION will hold a joint convention 
with the Carolinas Association at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier. Thomas 
B. Howell, secretary, 301 E. Grace 
Street, Richmond. 
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€= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FEN CING | 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Georgetown, Conn. Chicago Kansas City 


- 
Ce eee 





New York City 























No. 208 TORCH 
HAS NO EQUAL 


Produces extreme heat using 
but little fuel and is without 
question the most durable Torch 
ever made. THE BL T 
POINT NEEDLES prevent ruin- 
ing the burner and makes it so 
much better than Sharp Needle 
Torches. Ask for circular No. 
160 .showing how our torches 
are made. 


Don’t overlook the Spring sales pos- 
sibilities for Door Checks for Screen 
Doors. The IMPROVED B.K:S. 
Door Check is easily applied, 
and is fully guaranteed. Ac- 
curate adjustments by side 
screw and lever. A _ power- 
ful, durable check. 

Retails at a price people are 
glad to pay. Fine bronze 
finish. All sizes for all doors. 
Serviced 100%. Parts and 
brackets always in stock. 
Write for Discounts now. 


United Hardware & Tool Corp. 


74-76 Reade Street 
NEW YORK CITY 


Jobbers Supply at Factory Price 


Clayton & Lambert 
Mfg. Co. 


6275 Beaubien St. 
Ask for latest price. Detroit, Mich. 
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Gre 
of [ADDERS 


MODERNIZE 
at METHODS 

















US 1 Want To provide adequate facilities for 
— shelf oe make it —— and con 





venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep tread steps, full length hand ein tires, 
overhead track system, firm construction 
eliminate vibration and noise and produce a oe 
of ample strength for safety, convenience and 
efficiency One style only—neat of 
attractively finished —any height — 
easily i most 








6in 1 Closet Hook 


Each hook 8 inches long notched to hold six suit 
or dress hangers does the work of 6 ordinary hooks. 
An attractive clothes closet fixture. Furnished to 
dealers in attractive counter display boxes of 1 
dozen hooks to box. Quick turn over. 


WRITE te-day for detalis. Send trial order for box of 
1 dez. You'll re-order in pecanan 


PULL ee Ee PUAETULULSEEE EEE a 


DAVIS TOOL & ENGINEERING CO. 
6485 Epworth Blvd. Detroit 


The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 
tant part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rust-proof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 

Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with The Genuine. Rust-proof clear through. 
, ‘ Made ; S brass. Sherman Clamps are made to give 
clean corrugations. ade in %—™%4—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 


(Patented) H. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. (Patented) 
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Butts exemplify the same 
care and skill that charac- 
terize the production of 
all Grittin Hinges 7 
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| Allith-Prouty 








3100 Floor Hinge 


An Inside Indication of 


Outside Quality 


People judge a swinging door not by the way it 
looks—but by the way it acts. They have come to 
judge outside quality by the reputation of its inside 
fixtures. 


Many people know the name “Allith” as the favor- 
ite in the building field. To these the name is 
sufficient. 


Others may not know “Allith,” so to put their | 
minds at ease tell them that 


Allith 3100 Floor Hinge 


(Patent Pending) 


has carefully machined and hardened moving 
parts to insure smooth, easy operation and long 
wear. That all fixed parts are rigidly connected. 


Ball race serves as bushing—prevents wear at 
vital points where frame revolves on post. 


Ball bearings support the door and absorb the 
spring thrust. Operate in an enclosed steel ball 
race. Protected from dust and moisture. 


Side plates measure 2% by 9% inches. 


All parts are rigidly assembled. Long wearing 
hinge that won’t work loose. 


Best oil tempered steel wire compression spring. 
Large diameter, smooth and positive. 


Plunger has a rolling sliding action against roller 
bearings. 


Fits either right or left hand openings. | 
Holdback keeps door open at a 95° angle. | 


It’s a pleasure to sell—and simple to install. And 
once in the door you never hear from it again. 


Every architect, contractor, dealer should have the | 
A-P catalog as a handy reference guide to better | 
building and garage door hardware. 


ALLITH-PROUTY COMPANY, Danville, Ii. 


Manufacturers of 


Garage Door Hardware Spring Hinges Door Hangers 
Fire Door Hardware Overhead Carriers Rolling Ladders 


a Garage Door Hardware 
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An Automobile Padlock 
for spare tires, ete. 
‘Cast Brass, pol- 
ished. Shackle, 
steel, electro gal- 
vanized, ratchet 
design and remov- 
able. Adjustment 
from 14 inch when 
fully closed to 2 
inches when fulls 
extended. Nickel 
plated corrugated 
steel keys. Made 
in twelve changes. 





09855B 


A lock for every pur- 
pose — Tool Chests, 
Drawers, Wardrobes, 
Cupboards, Lockers, 
ete., can be found in 
our Cabinet Lock 
Section. 









Swe Rivage y> * 


749 




















01820 3067 
Friction Catches 

For cupboards where a lock is not required. 

Light, neat, yet holds the door firmly. Type 


3067 is adjustable to take care of shrinkage. 





1764 30801, 
Shelf Rest Elbow Catch 
} Brass or Steel Steel, nickel or 
Nickel, brass & copper plated brass plated 


Write today for circulars describing our line of 
Padlocks, Automobile Locks, Cabinet Locks. Trunks, 
Suitease Locks and Trimmings, Miscellaneous Hard- 
ware, Keys and Key Blanks, Apartment House Letter 
Boxes and Home Saving Banks. 


CORBIN CABINET LOCK CO. 


Tue AMERICAN TIARDWARE CORPORATION = Successor 
NEW BRITAIN, CONN., U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 















































You'll Find Night Latch No. 3515 
Among Your Best Sellers 





(Illustration is half size) 


No. 3515 Night Latch 


This new Steel Case Rim Night Latch will 
satisfy your customers. The case and strike 
are made of very heavy steel and, therefore, 
unbreakable. 


Full size cast brass cylinder, with five pin 
tumblers. 


Solid brass bolt, knobs and ring. 
Three milled nickel silver keys. 


No. 3515 may be deadlocked from outside by key 


or inside by stop. 
No. 3515D may be deadlocked from inside by stop. 


Attractively Priced 
The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 


26 Warren St., New York 





f%&G 1? Us & PAT, OFF. PF INU. &. PAT. OFF 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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“The Blade With the Reputation” 
Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, New York 























‘Make a Drive 


for 
the 


SPORTING 
GOODS TRADE 
this 
Season 





There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 





The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 
work. 
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Broken down—in his prime! 


| Poor fellow. He caved in before he hardly got | , he bas hn 
started. Couldn’t stand the gaff. 

} Truck hospitals are full of these failures. And | 
they are costing truck users thousands of dollars. 


“TYP el etelele 


The Anchor Truck has solved the problem. Made © 1922 
of steel throughout. Has no wood to splinter or 
break. Only a few parts—practically nothing to 
get out of order. 

Made in a wide variety of types and sizes. 

Your truck customers will welcome this Anchor 
Truck. Ask your jobber for complete information 
or write to us for Catalog 101. 
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ALWAYS THE SAME 
GOOD QUALITY 


| Universal Hose Clamps can always be de- 
pended upon. They are always of good qual- 
ity—good workmanship—and behind these is 
a selling policy that the Trade is entitled to 
and gets—the Square Deal. 


| Combined with these protections are the 
| “Scores Between Holes” and the “Bead,” two 
: patented features that make Universal Clamps 
| different from all others and that provide ad- 











ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y. 
Branch Offices in Principal Cities 


NCHOR | 


CA hi Steel 

















vantages users need and look for. 








The “Scores 


Between Holes”’ 


This original, patented fea- 
ture provides a quick, clean 
break-off. No rough edges. 
No wasted time. Simple 
but extremely efficient. 

These little scores save a 
lot of time and speed up 


The ‘‘Bead’’ 


Another original and pat- 
ented feature that makes a 
leak impossible. This bead 
is locat on the nut and 
bolt end of the strip and 
the pressure of the overlap, 
as it is tightened, on this 
bead provides a permanent 





every hose job. ° leak-proof connection. 

















Universal Hose Clamps are Electro-Galvanized—not 
heat treated. They are made from steel ribbons 
cold rolled. They are rust proof throughout. Their 
edges are smooth. No pieces project to catch in the 
fingers. One size—l to 3 inches—is adjustable to fit 
any size hose. For occasional needs of small hose 
we also make a Junior clamp % to 1% inches. 


Specify Universal Clamps and be sure you get the genuine. The 
name is on every clamp and every box. 





Universal Industrial Corporation 


Hackensack, New Jersey 








HOSE 
CLAMP 





Adjustable to Lit ariy-ose of arty Ste 


STRONG as steel = LIGHT as Wood. | 


asi j 
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BABCOCK 
Spruce Ladders 


Special strong, durable, 
Extension and Step Ladders 
for All Uses. 


Machinists 
Carpenters 
Painters 
Farmers 
Roofers 


Everybody that uses Ladders 


Write for Circular and Prices 


W. W. BABCOCK CO. 














BATH, N. Y. Ge re ae 














The “‘Tomorrow”’ Customer 


“Really don’t expect to buy today. I Saw some of that 
Screen Cloth you have in your window, so I came in out 
of the rain—been putting it off ‘til spring.” 


That’s something like the trend of conversation. He 
should be encouraged! Tell him something about 
“Perfect” and “Nikolite” quality and durability. 


It won't take long to sell him. He wasn't quite ready 
to buy, but “Perfect” was too much of a temptation to 
“put off ’til tomorrow” what was just as easy to do today 
—with the assistance of “Perfect” a sale is made. 


See your Jobber. 





LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 





Mechanic’s Extension Ladder, Under Weight 1375 Pounds 
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Here Is a Wrench You Can Trust Your Reputation To 


It takes quite a while to build up a reputation, but one can be lost in short 
order. If you take pride in your reputation as a dealer who gives his 
trade the best in tools for the money expended, the popular Coes Wrench 
should be on your shelves. 

The Coes will do more than protect vour prestige, it will add to it with 
every sale. Put the Coes to work building business for you as it is doing 
for so many other dealers. 


Your Jobber handles the Coes. 


COES WRENCH COMPANY 


“In Business Since 1841” 





~e” & Worcester Mass. 
4 ee ~ j 
ul’ re 

(2 oe _ a ae GC, Beetleety G@ Ce... eee 29 Murray Street, New York 

€ a" ate Selling Agents John H. Graham & Co. ..113 Chambers Street, New York 

ir) Fenwick Freres ......... $ Rue de Rocroy, Paris, France 











Weed Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Serews 

Cap Screws 

Saw Screws 
Thamb Screws 
Hand Rail Serews 


Special Autematic Serew 
Machine Preducts 


Steve Belts 

Tire Bolts 
Agricultural Bolte 
Sink Bolts 

Hanger Bolts 
Machine Serew Nuts 
Steve and Tire Belt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nate 

Jeck Chain 
Plamber’s Chais 


Reglter Chain UNIFORM QUALITY and ADEQUATE STOCK 


, ows Sar a ae ‘ 


fo 


IUNNUUNNY 





Safety Chain 

Furnace Chain 

atte Sete The CORBIN SCREW CORPORATION 
Eecutcheon Pins The American Hardware Corp., Successor 
Specdometeors NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphis 
Western Factery—Dayten, Ohie 


CORBIN 
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MEASURING TAPES 
FOLDING RULES 
s PLUMB BOBS and LEVELS 


“HOME” STEEL TAPES 
% in. wide. Strong, bent 
leather case. Self-Opening 
handle. Nickelplated mount- 
ings. 

New ‘‘Endfastener’’ (P at. 
applied for) is making sale 
after sale. 





Made in 9 weights from 4 
- to 24 oz. Brass with steel 
point. Perfectly balanced. 


“FAVORITE” LEVELS 
for Builders, Carpenters and 
Farmers. Easy to use. Com- 
plete outfit with wooden box, 
= plumb bob, rod and tripod. 
FOLDING RULES 
% or % in. wide. Hardwood, 
= durable finish, yellow or white. Attractive display material 
od Securely riveted spring joints furnished with order. 
that stay ‘‘put.’’ 


, KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. &. 


CHICAGO ST.LOVIS SAN FRANCISCO MONTREAL 
_ 86-20. Dearborn St. 617 Locust St. 30-34 Second St 6 Metre Dame RE 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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Up go the screens—then 


you sell Rose Checks! 


VEN before early flies 

put in an appearance 
the housewife orders up 
screen doors—and then her 
troubles begin. It’s slam! 
bang! crash! all day long! 
Then you cash in on Rose 
Screen Door Checks. 


Get the Handy 
DEMONSTRATOR 


On Your Counter 

It is a miniature door equipped 
with a Rose Check. Tells the 
whole story. Takes but little 
space on your counter, but 
makes that space pay big prof- 
its. You get it free with a 
dozen Rose Checks. Ask Your 
Jobber! 


FRANK ROSE MFG. CO. 
HASTINGS. NEBR. 





SCREEN 








GALVANIZED 


WIRE CLOTHES LINES 





MANUFACTURED BY 


G.F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASS. 


Bores Any Arc 
of a Circle 





UPERIO 















FORSTNER 
Labor Saving 


AUGER BIT 













Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 

consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 


leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 


and delicate patterns, veneers, screen work, 
scalloping. fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 














April 14, 1927 














A TRICKS FR 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 

Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 

Make the comparison. 

Every product ot the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Me. 


a — 
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Rolls 
7”"x134” 











ANCHOR 
BRAND 


KITCHENETTE WRINGER 





For the convenience of those occupying small homes 
and apartments who are obliged to wring the almost 
daily washing of stockings, underwear, etc. 

Tell your customers how it saves light, silky gar- 
ments which twisting and hand wringing ruin; you 
will find it a ready seller. Can be clamped to a pail, 
as shown, or to a round or square tub. Write for 
trade-prices. 











LOVELL MFG. CO., ERIE, PA. 
World’s Largest Manufacturers of Clothes Wringers 














SHARK BRAND CHISELS 


BEAR THIS TRADE MARK 


Trade Mark 





Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 












SHARK BRAND 
CHISELS are sturdy 
and well made and 
craftsmen and lov- 
ers of good tools 
appreciate their 
quality. 


Butt Beveled 
Edge. Regular 
Beveled Edge. 
Socket Chisels. 


Because of their rep- 
utation as dependable 
tools, they sell with little 
effort, which means sure 
profits to you. 


Order from your jobber today, or write. 
We carry a full line of Swedish Made Tools and Hardware. 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. : - 


Minneapolis, Minn. 304 Railway Exchange Bldg., Montreal, Can. 
Seattle, Wash. 








A SURE WAY 
TO INCREASE SALES 





is to 


DISPLAY MORE 
MERCHANDISE 


THE HELLER WAY IS SURE! 


Our statistical department will cheerfully 
offer some practical suggestions without 
cost or obligation. 


Ww. ©. Romer & Ce. “a van Se” 


Piease tell us how we can display more merchandise. 

SP Gee Bb co habe eervaveses See We “sn cwanescondseuel feet long. 
ee eee TT TET ETE TURE TOOT Ce eee 
f REPP ETE TT TTT ETT Te TTT TT TTT UT TTP TC eT TTT TTT 


8 
4/14/27 Hdwe Age. 
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American Steel & Wire 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 

ZINC ‘INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 

BANNER STEEL POSTS. 

CONCRETE REINFORCEMENT. 

BALE TIES: Old _—— brands. 

TELEPHONE WIR 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 


WIRE for every a 
U. 8S. Steel Products Co. 
San Francisco, Los Angeles, 


: | | RE Portland, Seattle 


Quick Delivery. Write us for selling plans. 











PREMAX TENT EQUIPMENT 
IS STRONG 


TAKES and tubular tent uprights and ridge poles 
made of high grade steel are demanded by the 
modern camper. 


Strong to stand the hard usage of the motor camper 
who pitches and strikes his tent every day. 


Light weight and designed to be conveniently packed 
and transported. Parkerized Rustproof of course. 
Samples and prices on request. 


PREMAX PRODUCTS 
Niagara Metal Stamping Corporation 
Dept. HA-7 
Niagara Falls, New York 








GREEN’S 


Improved 


i STOCK BOXES 


For the convenient hand- 
ling of shelf hardware. 
A strong, attractive box 
at low cost. 


Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Itlustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 











|_ ook for the tull name 


Russell Jennings 


stamped On the aelerate| oO} Qul 


Auger Bits” 


riginal doubie twist auger bit, pate 


Mir. Resell ifonte Wes i 1S) ) 


Russell Jennings Mfg. Co. 
Chester, Conn. 





co STERLING 





Sterling Hack Saw Blades 


Try them, Mr. Dealer. We'll send Samples. 
Write for Catalog and Prices. Sold by Jobbers. 


Diamond Saw & Stamping Works, Buffalo, N. Y. 





STRATTON *** sane * 
HANDLES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked end air dried. 


STRATTON MFG. CO. Stratton, Maine 























“Tl Make the best Hammer’”’ 
- D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 





THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 


_ STONE WORKING 
TOOLS AND SUPPLIES 


Illustrated catalog 


TROW & HOLDEN CO., Barre, Vt. 












DROP FORGED 
WRENCHES 


Designed and proportioned to a stif- 


Oa talog 
ARMSTRONG BROS. TOOL CO. 
8314 N. Francisce Ave., Chicago, Ill., U. S. A. 


ness and tensile strength. Made accurately 
and = in machining and finish. “Send for 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds  — a 
the tack in position for driv- 7 10: ae ..__— 
ing. Awarded the Silver Medal “ 
J oo offered) at the Panama-Pacific Exposition. 
od profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


















Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS ae 
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- Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


KIMBALL~ 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. These Elevators are 
Retail Hardware Stores in United States, Canada and quickly and easily 
Foreign Countries; also General Stores, Lumber Yards, etc., , 1 ; 
handling hardware. instal ed in your 
Chain Hardware Stores in United States and Canada. building. They are 
5c, 10c and 25c Syndicate Stores carrying hardware in the easy to operate and 
United States and Canada. give as fine a service 
Department Stores carrying hardware and housefurnish- as elevators costing 
ings in the United States. many times as much. 
Manufacturers’ Agents in United States, Canada and ; . 
Foreign Countries. They are built , m 
Automobile Accessories Jobbers. several capacities, 
Mill, Steam, Mine and Machinery Supplies Dealers. ranging from 1,000 
Export Merchants handling hardware and kindred lines. to 3,000 lbs. 


Sporting Goods Wholesalers. 


— Order Houses handling hardware and housefurnish- 
gs. 


Woodenware and Willow-ware Wholesalers. ‘ . 
Paint, Oil and Varnish Jobbers. oS —————— a 
Radio and Electrical Goods Jobbers. of yx / 


Plumbers and Tinners Supplies Jobbers. 





Membership Lists of Hardware Associations. x, 7 - 
NX Ast a= /) - —_ 
Hardware Age Verified List of Wholesalers and Retailers is indis- INS | | 
pensable in economic direct-by-mail promotion work and also a \, » ks \. _ 
helpful guide for salesmen’s calls. very sales manager should sass 


have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 

have been more than 10,000 additions and corrections, and these | 
all appear in the current edition. 


Hardware Wholesalers find Verified [Ast of great value ta 
“‘ohecking’’ their retail prospect records. 





-IGHT ELECTRIC ELEVATORS 


Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 


$12.00 postpaid wherever electric elevators are used. 
Hardware Age Verified List Department KIMBALLBROS. Co. 
239 W. 39th St. New York, N. Y. 1117-41 South Ninth St. Council Bluffs, Iowa 
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Osborne High Grade Punches 








MILBRADT 
LADDERS 





Will pay for themselves in a 
— h. me by a you 
Oo wait on more » Save 
i. Sane Gad tear Ge wae Belt Punches Arch Punches 
fixtures and goods, as well Spring Punches Revolving Punches 
as bring the appearance of 
your store up to date. A varied and attractive line for the Hardware Trade. Also: 
Write for catalogue show- Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 
— AB ay — aoe The above tools will please your customers, as well as our 
shelvin famous Round and Oval Punches. 
&. Remember we have had one hundred years of successful manu- 
‘ facturing experience, employ only skilled workmen and use the 
Milbradt Mfg. Co. finest quality of materials. 
We stand back of every tool we make. Try us. 
2411 N. 10th St. Write for Catalog 
i Cc. 8. OSBORNE & CO., NEWARK, N. J. 
St. Louis, Mo. ESTABLISHED 1826 


























Makes Seeds Grow! 


If you want your seeds and your seed 
business to grow, stock and recommend 
a 100% pure, safe, effective, fertilizing 
agent— 


Sheep’s Head Brand 
Pulverized Sheep Manure 


Nature’s basic soil dressing. 100% pure manure, 
made commercially desirable by our process of handling. 
A complete plant food which contains, naturally, all the 
vital elements necessary to produce virile plant life, 
including nitrogen, phosphoric acid, potash and— 
HUMUS'! Sterilized of weed seeds. 

Packed in neat containers (2, 5, 10, 25, 50, 100 pounds) 
for convenient distribution to home owners, golf clubs, 
florists, gardeners—anyone who grows things in the 
soil. 

Write for prices and free leaflet, ‘How to Make 
Beautiful Lawns and Gardens.”’ 


NATURAL GUANO COMPANY 
814 So. River St., Aurora, IIL. 


Kitch-n-lint 


THE NEW F/NISH 


A Chi-Namel Product 


Spreads easier than paint. Finishes with a 


beautiful hard. enamel gloss tor every sur- 


face. walls or woodwork. 
THE OHIO VARNISH COMPANY 
iRVELANSI 
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Classified Opportunities 


St 





) Manvfacturers’ Agents, Jobbers, Jobbers’ 





™ | 
Use the “Classified Opportunities Section” to reach Hardware Manufacturers, | 


Salesmen, Retailers and Retail Salesmen. 











Samples of merchandise, literature, catalogs, etc., requirin 
be addressed to 





Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section ve Ce ae a ae ee $5.00 50% off rates quoted 

Set Soiid, Minimum of 5 lines..... $3.00 Each additional inch....... seesee 4,00 ec can, Ghanaian pl 

. a ~~ 

Each additional lime........... .60 tunities, 239 West 39th St., New 
All Capitais, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 

Each additional line........... -80 4 insertions, 10% off; 8 insertions, 15% HaRDWARE AGE is published each Thursday 

Average 10 words to a line off Forms close Jen Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 








more , ened henmeusid reforwarding postage should not 
Son numbers 











BUSINESS OPPORTUNITIES 








: CLEAN-UP EXTRA PROFITS _ 3 


—with our Clean-Up and Paint-Up Campaign. 
And this is only one of the many valuable features appearing in 
the April number of the Hardware Age Service, an advertising 
wrth mr planned especially for Hardware Retailers. Write for infor- 
mation. 


Hardware Age Service, 243 W. 39th St., New York City (6th Floor) 








BUSINESS OPPORTUN TITIES © 


FOR SALE—Hardware business established over 40 years. Good fac- 
tory section of Brooklyn, $15,000. Stock will sell for $12,000 cash, all 
fixtures and office furniture included. Will give buyer 3 or 5 years’ lease. 
Kent $100 month. Owner wishes to retire; wonderful opportunity for man 
who understands this business; this place must be seen to be appreciated. 
Address Box H-518, care of HARDWARE AGE, New York. 











FOR SALE—Stock of hardware, fixtures and show cases. Stock con- 
sists of tools, paints, aluminum ware and garden tools. Will invoice 
around $3,000.00. Sell for cash at a reasonable discount. Address Box 
H-521, care of HArpDwarE AGE, New York. 











i ~~ — = = 
A PARTNER 


with capital of $1.090 or more to invest in a country store. No gas, no 
electric lights, well water to drink and a good swimming hole to bathe in. 

Good place for garden, chickens, cows and pigs. A man who loves his family 
and believes in God. Works six days in the week. Goes to church on Sunday 
and does his fishing and automobile riding after night. A man who wants 


to make a success and is willing to make the sacrifice. Not over forty years i) 
of age and comes well recommended. A splendid opportunity for some good 
man. Hamp Williams, Hot Springs, Ark. { 








M. M. GODSCHALK } 
Merchandising Engineering 
Complete Service for Hardware Merchants 
| Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
- Telephone Caledonia 1374 m 

















— a 











, . 
Metal Products Manufacturing Plant 
For Lease or Merge 

Fully equipped for hardware or electrical specialties and products 
requiring metal stampings and screw machine products. Location 
{ Indiana. 40,000 ft. floor space. Labor and transportation good. 
t Attractive proposition. Exceptional opportunity with unusually {f 
\ attractive terms. { 
( Address Box H-511, care of HARDWARE AGE, New York 

‘ 











Wants to Buy Hardware Store 


Hardware dealer is interested in buying hardware stock 
inventorying from $6,000 to $10,000 in Colorado, Wyoming, 
Montana, South Dakota, Western Nebraska, Utah, New 
Mexico or Arizona. 


Address Bex H-510, care of HARDWARE AGE, New York 














HARDWARE BUSINESS, established in 1873, continued by same 
arties to date. Located in country town. on railroad and two state 
highways. Good farming community. Plumbing, heating and tin ohop 
in connection. This part of the business capable of big increase. 


HELP WANTED 


CONNECTION OPEN TO JOIN FIRM selling Builders’ Hardware 
to Architects, Contractors and Owners, on profit sharing plan. Schedules 
and prices made from plans. Have New York City show room and stock. 
Westchester County and Putnam County, N. Y., and part of New Jersey 
are open. Write stating experience. An opportunity to make a success 
and get results of your efforts. Address Box H-495, care ot HARDWARE 
AGE, New York. 








THOROUGHLY EXPERIENCED HARDWARE MAN with om 
edge of paints. One having ability to manage large store. $60.00 wee = 
Steady position. Address Box H-500, care of Harwpare Acg, New Yo 





WANTED—Good, live, experietced young salesman familiar with 
hardware trade; towns 2000 and upwards. Kentucky and Tennessee. 
Address Box H-496, care of HArpware Ace, New York. 





POSITIONS WANTED 


YOUNG MAN, single, aged 32, 16 years’ experience in all branches 
general hardware line, as purchasing agent for chain of seven stores, and 
as general manager for wholesale and retail store doing $250,000 annually. 
Resigned to embark in manufacturers’ agency, but desires connection with 
large conceyn in any part of country, in any capacity with outlook for 





“advancement commensurate with ability. Highest references. Address 


Box H-516, care of HArpWARE AGE, New York. 





—_—- -- 


HARDWARE SAL LESM AN, 36, married, catilillah trade North Cen- 
tral Iowa, desires permanent connection with jobber, manufacturer, or 
manufacturers’ agents. With Minneapolis jobber eleven years, including 
seventeen months in service and seven years on road. Northwest territory 
preferred, but consider your proposition, with fair remuneration and 
chance for advancement. A-1 references. Address Box H-522, care of 
Harpware Ace, New York. 





EXPERIENCED HARDWARE MAN IN SHELF, heav and mil) 
supply lines now traveling, desires to make connection with manufac- 
turer or jobber for New York and Metropolitan District. Twenty years 
selling experience. Highest references. Address Box H-501, care of 
HarpwareE Ace, New York. 





POSITION WANTED—Experienced builders’ man, man_ thoroughly 
capable of reading blue prints and details, desires a change; 15 years’ ex- 
perience in general hardware, 7 years in builders’ hardware. Best of 
references furnished. Address Box H-515, care of HaArpware AGE, 
New York. 





SALESMAN —29 years old. desires position with a reliable hardware 
mill or tool supply house in or near New York City: 12 years experience 
ate 2 pr —— fully. Address Box H-491, care of HArpware AcE 

ew 





In 
ventory abort $6.000 Buildings and lot $5,000. Address Box H- 506. 
care of Harpware Ace, New York. 





GOOD GOING hardware business, established over 50 years. Live 


SALESMAN with seven years’ experience with largest hardware a pp 
in the ey district, desires position with manufacturer. Willing 
to travel. Write Rox H-514, care of Harpware AcE, New York. 


——————— 








town in an exceptionally good agricultural territory. Well assorted stock. 
Nicely arranged. Will invoice about $7,000. Ought to interest anyone 
looking for an opening. Investigate. Owner retiring. STAHL 
BAILEY, La Rue, Ohio. 





DETROIT iP I at trade acquaintance, wants ate builders’ hard 
ware or other good line, salary or commission. Address Box H-513, care of 
HarpwareE Ace, New York. 
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POSITIONS WANTED 


HARDWARE MAN, 12 years of practical experience, desires connection 
with contract builders’ hardware concern. Can schedule and order hard- 
ware from architects’ plans and call upon builders and contractors. Married 
and with A-1 references. Address Box H-519, care of HArpWARE AGE, 
New York. 











TOOL MAN—Open for traveling connection with tool manufacturer or 
position as tool department buyer and manager for large retail store; 36 
years old; 17 years’ experience in hardware and tools. Best references. 
Address Box H- 520, care of HARDWARE AGE, _New York, 





YOUNG MAN, 20 YEARS of age, desires to connect with wholesale 
hardware house. Wishes to learn the business. Can furnish list of refer- 
ences. Salary no object. Address Box H-512, care of HARDWARE AGE, 
New York. 





SALES ACCOUNTS WANTED 








) E are an organization of Sales Repre- } 
sentatives with a thirty year record of 
successful selling in heavy hardware and allied 
lines in the inter-mountain territory with Den- 
ver as headquarters. Our salesmen are com- 
petent, experienced, familiar with the trade, and 
are equipped to carry one additional line. If 
your company is looking for high-grade Sales 
Representation in this territory, you would find 
it profitable to communicate with us. 
Address Box H-480, care of HARDWARE AGE 


New York ( 
» - ———— 

















AN OL D-ESTABL ISHED Pate att — IN NEW YORK C +a WITH 
WAREHOUSE, AND EFFICIE ALES FORCE, WISHES TO 
ENLARGE ITS LINE BY T AKING THE AGENCY Ate NEW bse 9 
CITY AND VICINITY, OR FOR A LARGER TERRIT FOR 
NUMBER OF HARDWARE AND MILL SUPPLY SPE *CTALTIES. 
ADDRESS BOX H-509, CARE OF HARDWARE AGE, NEW YORK. 


MANUFACTURERS’ REPRESENTATIVE ceili on the trade in 
Detroit and vicinity desires to add several more lines. Manufacturers of 
staple articles, unrepresented in this territory, are invited to correspond. 
Address Box H-517, care of HArpware AcE, New York. 





SALES ACCOUNTS: WANTED © 


MANUFACTURERS’ REPRESENTATIVE selling several lines—with 
twenty years’ established trade connections. New York and Pennsylvania 
territory. Hardware and department stores, etc. Am making some 
changes, want one or two good lines that will sell and repeat, commission 
pag vo responsible. Address Box H-487, care of Harpware AGEs, 

ew Yor 








SALES REPRESENTATIVES WANTEL 


SALESMEN calling on Sporting Goods Dealers and Jobbers, Drug, De- 
partment, Hardware, Novelty, Variety Stores. Self- inflating Life Belt— 
pocket size (patented); new, high class, exclusive —_F and marine ad- 
junct. Sells itself on its unequalled approved merit Liberal commission. 
State territory. SELF-ACTING LIFE BELT CORPOR, ATION, 55 East 
8th St., New York — 


MANUFACTURERS of high grade line ot Builders Hardware ine 
ested in representation in unoccupied territories Write fully present ano 
past -onnections, territory acquainted with, lines handled, etc. Cemmis 
sion basis. A real connection for a producer. Address Box H-437. care 
of Harpware Acse, New York. 














SALES REPRESENTATIVE for Patented Builders’ Hardware Spe- 
cialty for the South. Man who is covering Florida, Georgia, Alabama, 
Louisiana, Mississippi, Tennessee. Write fully past experience, age, lines 
carried at present, etc. Address Box H-478, care of HArpware Agog, 
New York. 





WE tiAVE an opening for representation in several Southern States on 
our line of builders hardware on which trade has been established. I» 
replying state exact territory covered and lines carried. Address Box 
H-497, care of Harpware Ace, New York. 





MANUFACTURER’S Mupeosentatave Wanted to handle side line ot 
uality, Casement Window Adjusters, to Hardware and Builders’ Supply 
Trade Liberal discounts, good ePORAT Advise fully territory covered and 
LOXRITE CORP RATION, Grand } Michigan. 


references. 





—— _ 





MANUFACTURER of, Snow-Drift | Wiping Waste wants sales repre- 
sentation in restricted territory. This is a good side-line for agents calling 
on hardware. oi! and auto accessory jobbers. In answer state territory 
and lines now handled. SWEETLAND WASTE CO., So. Boston, Mass. 





WANTED—Salesman to sell retail hardware trade only, mason and 
plasterers’ tools; 10 per cent commission. Territory, Centra! States. Ad- 
dress Box H -486, care of HArpwWAreE AGE, New York. 








(evervwhere) Lowest 


SALESMEN WANTED to sell Safety Hasps. 
prices, quick sales (side line); 10 per cent commission. M. SEIDMAN, 
1221 S. 17th St., Philadelphia, Pa. 











Get Your Seed Depertment Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 





Welding Compound is best by every 


test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your salés. 


Made only by 


ANTI-Borax ComMpPpounp Co. 
Fort Wayne, Ind. 





@AT MAY 87,1908 








Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for 








Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 











BROWN @© SHARPE 
suelo) 


Made Best 


They Give Complete Satisfaction 


Be 


TRADE MARK 


BROWN & SHARPE MEG. CO. P. ovidence, 


Catalog on request 


mi 8.58 








HACK ‘LE NOX” saws 
eS ae 


UNIFORMITY OISTINCTION 
“The Toots in Lhe Puaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS 


HACK SAWS - BAND SAWS =- SCREW ORIVERS - GLASS CUTTERS 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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H 
Hanover Wire Cloth Co.................. 97 
es Cie neces eucceepetendeseun 97 
Se GP Gls We Gwe cvevcccuvecsscceess 131 
ee i, De ide akeceseeenewensews 48 
PE ingadeves sv owktcceeeseneessena 118 
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Johnson Arms & Cycle Works, Iver...... 48 
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er 130 
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New Britain Machine Co................. 17 
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amazing features 
plete tire chain 
9 sq. ft. of floor 


of this add 
business 
space mal 


Think what this means! 


: Here (1) in six wooden filler-cases is\yo 
complete stock of tire chains in con&n 
ous lengths from which you can fit gny 







means to every hardware dealer using it. 
tops losses, speeds turn-over, brings 
husiness. Write now for all the facts—to 










car on the road. (You need never miiss small. Hodell equipment and stock means H 
a sale! ) ost profitable 9 square feet of floor 
' , ' Ai ore. 
Here (2) for the first time is a tire chaik Our saws 
service station —'with a service tool tha ‘fas CVA V29NUSTIS 59 
actually makes repairs profitable. , ent Meeniiaen Cleveland, Ohio . 


Established 1886 






And here (3) is the tool equipment for 
riveting on side chain end fasteners— 
so simple a boy of ten can use it—which 
makes it possible to sell a pair of tire 
chains of accurate fit in less than 5 min- 
| utes per sale! 


: No more obsolete sizes to inventory! No 
| more lost sales! No more “grief” in sell- 
ing tire chains! That’s what the Hodell 
Tire Chain Sales & Service Station 











Write or wire the factory — or 
ask your jobber now about the 





Tire Chain Sales & 
Service Station 
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PRINK 


vATIONAL DISTRIBUTION 
THROUGH THE JOBBER 













AUSTRALIAN TOP 















JUSTRITE 
HOSE 
NOZZLE 











MYSTIC i aa 


as ZENITH SPRINKLER 


‘|, Bae 
tT TP 


MIDGET 
SPRINKLER 


) STRAIGHT i 
} STREAM AND BABY RING 
SPRAY NOZZLE SPRINKLER 


IN THE WORLD. 








Fs 





PRESTON 
SPRINKLER 





BUSY SPRINKLER 


ANACONDA SPRINKLER 


ASK YOUR JOBBER 


Write for Lawn Sprinkler C Circular No. 200 | 





CALIFORNIA 
SPRINKLER 

















GIBBS HOSE 
ESTABLISHED 1887 MENDERS 


PIONEERS IN THE MANUFACTURE OF “a 


LAWN SPRINKLERS 
SPRINKLER SPRAY NOZZLES SILL COCK 











































HOSE BRASS GOODS 


W.D. ALLEN MANUFACTURING CO. j 


566 W. Lake St., CHICAGO, ILL. 69 Warren St., NEW YORK, N. Y. 


eet 











